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WOULDN'T A PRE-CHRISTMAS WINDOW DISPLAY LIKE THIS 


help bring people to the lumber store to buy gifts for the home? The timely story appearing on 
pages 30-31 tells dealers how to get their share of the Christmas shoppers’ dollars. 
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CALVIN COOLIDGE Says: 
Goods not worth advertisin 

are not worth selling.” 

—McClure 
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Newspaper Syndicate. 











Dealers Like These Pack- 
ages of Trim and Mouldings 


You can now secure Bestpine mouldings 
and trim carton packed—all lengths in neat, 
dust-proof, damp-proof packages. Or we'll 
wrap your trim in heavy craft paper, sealed 
with gummed tape—no strings. 


While we specialize in Pondosa pine prod- 
ucts, we can furnish also mouldings and other 
items in Idaho white pine. 


The Bestpine line of millwork includes 
frames, sash and doors, window screen, 
screen doors, combination doors, trim and 
mouldings. 











estern Pine Mfg. Co. 


‘D..S POKANE.WASH. 
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Metropolitan | Ee 
District f jr 
Leading firms in the Lumber i BS 


Industry find in Metropolitan 2 Wy | 
District important contacts with a 
industrial and business groups. 
Here, also, are located the of- 
fices of the major transportation 
lines. 







... Metropolitan Dis- 
trict. at the heart of 
Seattle's business is the 
logical office center for 
the Lumber Industry. 


| Metropolitan ~ 


Building Company 
1201 Fourth Avenue 
SEATTLE 
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Manufacture 


IDAHO WHITE PINE 
PONDEROSA PINE 
LARCH 
RED AND WHITE FIR 


STRAIGHT OR MIXED CARS. 





McGoldrick Lumber 


SPOKANE, WASHINGTON 


FFICE: 600 LUMBER EXCHANGE BUILDING 


Co. 


GRAND CENTRAL TERMINAL 
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Manufacture and Distribution 


By R.C. BRYANT, F.E., M.A. 








This is the only textbook on lumber | 
manufacture and distribution now 
available in any language. 

It presents in book form, for the 
first time, a complete and concise dis- 
cussion of the various phases of lum- 
ber manufacture in the United States. 
The subject matter is divided into 
three parts, the first dealing with 
plant location and the standard types 
of equipment used in the manufacture 
of lumber and the methods of han- 
dling it at the sawmill plants. The 





539 Pages, 6’’x 9”’ Cloth 
156 Figures. 


text is well illustrated with lettered cuts, by means of which 
the details of the various machines may be identified. 


The second part treats primarily of the technique of the 


industry, including the methods of lumber manufacture, 
seasoning, re-manufacture, products of the lumber industry, 
mill refuse and its disposal, and fire prevention and insurance. 
The various methods now in use are described in detail and 
the merits of each set forth. 

In the third part, the economic problems of lumber distribu- 
tion are treated very fully. The activities of lumber trade 
organizations, from their earliest days to the present time, are 
reviewed in considerable detail. 


There is no other single volume which contains all this material. 


Postpaid to Any Address $4.50 a Copy. 
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“Who Started This Here, Now, Fuss?” 


Seems to Be Fair Question 


NE of the less nourishing by- 
C) products of the times has been 

the revival among a few board 
vendors of the old-fashioned adjudica- 
tion of differences by a poke in the 
nose. 

Retailers of course are not the only 
practitioners of the manly art; and 
they do say that in the old lumber 
game of give and take the retail con- 
tenders are not the most eminent 
sluggers. But a minority of them have 
put on a sparkling performance which, 
like many another little accident, was 
neither anticipated nor desired. 

The engagement usually begins 
when a hungry dealer in a state of 
low visibility goes out with cut prices 
and swipes a customer from a neigh- 
bor’s roost. The bereaved neighbor 
counters by swiping another customer 
right back; after which the event rap- 
idly its reputation for good, 
clean fun. In the ensuing fracas busi- 
ness profit gets pushed in the face; but 
is otherwise neglected and mingled 
with mud—while mercantile energy 
turns to monitory kicks in the pants. 

Dealers who aspire to be innocent 
bystanders hastily back up against 
walls and with loud snorts watch the 
original cast exchange socks and lose 
their shirts. But as the performance 
warms up, the bystanders find that in- 
nocence is hard to maintain and that 
bystanding has its hazards; for many 
an enthusiastic haymaker finds its tar- 
get on an alien brisket, and many a 
kick connects with a chin in no way 
related to the elevation at which it was 
earnestly aimed. 

Father Business Public inquires who 
these energetic persons are; and the 
amateur whose memory for wise 
cracks is away ahead of his powers of 
observation remembers the one about 
old men for counsel, young men for 
war. Of course, he adds, these sock- 
ers couldn't be anybody but the young 
kids who are not yet dry behind their 
business ears. To which the young- 
sters reply, “Oh, yeah?” 

These freshmen of retailing might 
make other sarcastic inquiries if they 
were that kind of boys and were not 
otherwise busy. For instance, who 
invented this amenity of gouging in 
the business clinches? Men who are 
still under forty? Uh-huh. Now you 
tell one. ; 

The lads on the sunny side of mid- 
dle age have plenty to do without 


loses 


bandying insults. They are trying to 
drive a machine of general business 
organization that was assembled be- 
fore they were born and that is fitted 
out with a job-lot of policy gadgets, 
some of which were antiques when 
Bryan discovered Chautauqua. Some 
of the new ones have been stuck on 
casually and frequently fall off just 
when they’re most needed. Co-opera- 
tion, for example. The old boys feel 
hurt and misunderstood when they are 
reproached for not having tuned up 
the old machine in days of relative 
quiet and peace. That wasn’t their 
way of doing at all. They didn’t mind 
a few bumps, and it was always amus- 
ing to see somebody else take to the 
ditch, shear off a few fence posts and 
telescope a couple of cows belonging 
to public interest. Anyway they aimed 
just to rush the old tool along until 
they achieved the life ot Riley, after 
which anybody could have it. So this 
is the vehicle some of the freshmen 
are trying to drive; and as they reach 
the down slope of declining prices the 
steering wheel wobbles, and the brakes 
don’t hold; and there is the sagging 
bridge of world-wide conditions in 
which the seniors never were inter- 
ested anyway. What did international 
conditions have to do with selling 
boards in Podunk? Plenty it seems; 
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but that was something the elders 
overlooked. 

Abandoning these scrambled meta. 
phors, it seems to a casual observer 
that many of the controllable factors 
in business which are on the loose 
were started on their career of crime 
by men old enough to know better, 
Perhaps, however, they are old enough 
so that they don’t know any better, 
They learned business in the school of 
every man for himself, with a suitable 
percentage cut for the devil from the 
ranks of those who didn’t time their 
punches. The graduates of this school 
couldn’t seem to take seriously the 
idea that inter-competitor policies of 


restraint and organization were any- | 


thing but camouflage. The notion that 
these things could be useful in a situ- 
ation of stress and strain appeared to 
be the stuff that dreams are made of. 

Naturally the apostles of gouge, bite 
and butt are in the minority. Natur- 
ally, also, these things don’t always 
shape up according to years of age. 
But among the hopeful signs in the 
situation is the fact that younger men 
in the industry seem generally con- 


vinced that no man can do business | 
If these sporadic ex- | 
idiocy are | 


to himself alone. 
plosions of competitive 
brought under control, these plagues 
that waste the substance of the public 
as well as of the dealers, it is likely to 
happen at the hands of men young 
enough to be that much removed from 
whole-hog individualism gone nuts. 


Air Conditioning Should Broaden Insul- 
ation and Glass Fields 


THOUGHT that came to the 

writer while mixing with heating 

and ventilation engineers at a 
meeting recently held in Chicago pos- 
sibly was suggested by newspaper dis- 
cussions concerning possibilities of de- 
veloping a new industry, or the revival 
or expansion of one already existing, 
as a factor in building an enduring 
prosperity. One possibility that has 
been mentioned, even by President 
Hoover himself, as possessing decided 
possibilities in that direction, is the 
growth of air conditioning. Thinking 
along that line, the AMERICAN LUMBER- 
MAN representative made some inquiry 
as to what part lumbermen might play 
in developing such a new industry. 

A sales executive of one of the 
largest furnace manufacturing groups 
in the country thought that lumber- 
men could benefit in two ways: 
Through increased sales of insulating 


material—as its use will yield even 
greater economies than ever before if 
homes are to be cooled in summer as 
well as warmed in winter, and through 
the offering of double-glazed sash. 
Sash with only one pane of glass now 
permit heavy loss of heat through the 
glass. If two panes are installed in 
each sash a dead air space is provided 
between. Such double-glazed sash of 
course would remain in place the year 
around, and would render unnecessary 
the changing of storm sash each fall 
and spring, while on mild winter days 
they would readily provide free ven- 
tilation. 

There is of course a hint here also 
for the manufacturer of glass. If poor 
glass were used the waves naturally 
would be greatly increased by using 
double panes. It would therefore be 
necessary to use glass of a higher 
quality. 
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Initial Shipment Over New 
Road 171 Cars of Lumber 


[Special telegram to AMERICAN LUMBERMAN ] 


Westwoop, CaALir., Nov. 11.—‘Paul Bunyan 
performed another miraculous feat today when 
he sent forward in one ‘Prosperity Special’ train 
171 cars of forest products from the mill of the 
Red River Lumber Co. here. Paul thanks all 
for their co-operation, including his big blue 
ox, Babe, who, rumor has it, will haul the train 
across the continent.” This item of news eman- 
ating from Westwood, which is located on the 
new line, tells briefly of the successful undertak- 
ing by the Red River company and its various 
representatives throughout the country to start 
prosperity rolling across the country and inci- 
dentally mark the inauguration of traffic on the 
new Western Pacific-Great Northern California 
line. 

When it was announced a month ago that the 
railroads mentioned above would complete con- 
struction of the 250-mile gap by Nov. 11 the 
Red River company set out to make this an 
auspicious occasion by pointing out to retailers 
that it would be most encouraging to be able to 
proclaim to the general public that this largest 
shipment would be the forerunner of prosperity. 
When the orders were finally checked it was 
found that they totaled 171 cars, which, start- 
ing out at a time of year when retailers are 
ordinarily beginning to think of their annual in- 
ventory-taking, indicates that they have confi- 
dence in the future and that the turn in the 
road has come. 

The completion of the railroad was auspi- 
ciously carried out with special ceremonies in- 
cluding the driving of the last spike—made of 
real gold—and was marked by the attendance 
of presidents of five railroads, other railroad 
officials, well known lumbermen, public officials, 
and others. Special receptions will be staged 
at each stop during the progress of the train 
across the country. 


. Hear Talk on Certified 


Home Plan 


CINCINNATI, OHIO, Nov. 10.—Detailed de- 
scription of the certified home plan which re- 
cently was endorsed in its entirety by the Ham- 
ilton County League of Building Associations 
which is comprised of 270 associations in the 
Greater Cincinnati area representing an aggre- 
gate financial worth of approximately $280,- 
000,000, was given last night by John M. Wy- 
man before a meeting of the Cincinnati Lumber- 
men’s Club. 

Mr. Wyman, who is the author of the plan 
and will probably be the executive in charge of 
the furthering of its purposes in the Cincinnati 
district building associations, was the guest of 
Ross C::-Kuhlman, secretary-manager of the 
Cincinnati Lumber & Millwork Association 
(Inc.). Mr. Kuhlman introduced the speaker 
who went into every detail of the subject, lay- 
ing particular stress upon the fact that the 
home builder would be the recipient of protec- 
tion under this plan for supervised homes be- 
cause he would know that every bit of lumber 
or other building material placed in his house 
would have to come up to an accepted standard. 
He would also be able to use to good advan- 
tage the certificate issued to him when his 
home was completed because it of itself would 
form a record of the completion of a supervised 
home which was constructed of such high class 
materials and workmanship that it was guar- 
anteed not to need repairs of any kind within 
a year from the time of its completion and 
from then on only the modicum of repairs or 
maintenance costs. 

This fact, Mr. Wyman explained would make 
the supervised home more readily salable and 
would be an asset to the owner and at the 
same time a protection to the bank or building 
association under which the mortgage had been 
financed for the home. A further protection to 
the home builder was shown in that the con- 
struction loan fee for the house would be elimi- 
nated, thus giving a saving to the home-builder. 
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In commenting upon Mr. Wyman’s talk, Ed- 
ward H. Ward, president of the club, said that 
Mr. Wyman had performed a real service to 
the lumbermen and building trades generally 
in giving a full and complete explanation of the 
purpose of the certified home plan. He predicted 
that the operation of the supervised home idea 
would result in great benefit to the lumber busi- 
ness in particular because fully 18 percent of 
the cost of the home is in lumber. 

Considerable time was taken up in the presen- 
tation of a report by a special committee of the 
club on the subject of Canadian exchange prob- 
lems relative to the depreciation of the value of 
the Canadian dollar. After a lengthy discus- 
sion it was determined not to present a resolu- 
tion which had been prepared asking the club 
to go on record demanding that all contracts for 
sale of lumber to Canadian merchants be under- 
stood to be based upon the values of United 
States currency or New York Exchange and 
not upon those of Canadian currency, now de- 
preciated in value by fully 14 percent. The 
opinion was expressed that it was not necessary 
to adopt a resolution as the matters could more 
easily be ironed out between the lumber dealers 
and their Canadian customers. 





Southern Cypress Manufac- 
turers in Session 


[Special telegram to AMERICAN LuMBERMAN] 
JACKSONVILLE, FLA., Noy. 11—The semian- 
nual meeting of the Southern Cypress Manu- 
facturers’ Association was held at the May- 
flower Hotel here today. The attendance rep- 
resented practically the entire membership, only 
the western mills being absent. President C. 





Norte: A full report of the semiannual 
meeting of the Southern Cypress Manu- 
facturers’ Association will be printed in 
the Nov. 21 issue of the American Lum- 
BERMAN.—EDITOR. 





R. MacPherson presided and it was altogether 
an interesting. meeting from every angle. 

Reports of regular committees were routine 
and show that the organization is in a very 
healthy condition. Recommendations coming 
over from the May meeting for certain changes 
in the grading rules were postponed, and only 
certain adjustments in clear heart with tank 
and boat stock grades were adopted. The 
recommendation of the grading rules commit- 
tee was that it was inopportune to make fur- 
ther changes at this time. 

The meeting seemed disposed to discuss trade 
promotion almost to the exclusion of every- 
thing else, and the reports of Field Represen- 
tatives Ellis and Smith were received with 
utmost attention. It is the intention of the 
association to intensify this personal contact 
promotion work. 

There was a passing discussion of surplus 
stocks on hand, from which it is safe to pre- 
dict that rigid curtailment will be continued. 

The afternoon session was taken up. with 
special. addresses by R. F. Goodnow of the 
Cleveland Building Art Exhibit, with reference 
to the permanent display of cypress in its 
building; by W. W. Schupner, secretary of the 
National-American Wholesale Lumber Asso- 
ciation, with regard to the relationship of the 
manufacturer to the responsible wholesaler. 
Mr. Schupner stressed ethics of the distribu- 
tion of lumber by the two interests. 

The feature address was by Axel H. Oxholm 
of the National Committee on Wood Utiliza- 
tion. This was Mr. Oxholm’s first appearance 
before this association and his talk was very 
instructive and beneficial. He went into many 
details as to why his committee was organized, 
and gave the meeting some thoughts that may 
work out to the advantage of the cypress in- 
dustry. 

There was practically-no discussion on the 





Home Makes the Man. 
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floor about supply and demand. The manufac- 
turers seem to realize that talking hard times 
accomplishes nothing, knowing as they do that 
every industry is suffering from too much 
supply and too little demand. At the same 
time there is an undercurrent of confidence in 
the comeback of cypress and other woods. 





Emphasize Quality in Making 
Sales, Urged 


SHREVEPORT, La., Nov. 9.—‘“The idea of seli- 
ing lumber or any other commodity strictly on 
the merits of low prices has about run its 
course. It also has run many industries into 
bankruptcy.” With that statement E. W. 
Thompson, jr., sales manager Peavy-Wilson 
Lumber Co., of this city, prefaces a letter to 
the salesmen of that company urging them to 
concentrate on merchandising its products on 
the basis of quality, service etc., putting as 
little emphasis on price as possible and empha- 
sizing other features that make Peavy products 
desirable at the prices at which they are being 
offered. In his letter he said: 


For two years about the only way to make 
money has been to turn commodities and in- 
vestments into cash and hold the cash for 
appreciation in the buying power of the dol- 
lar, occasioned by lower prices. 

Needless to say, prices on most items have 
declined to unreasonable levels, levels which 
are not justified by facts. As confidence is 
restored, the people will wake up to that reali- 
zation and find that the only way they can 
now make money is to turn dollars into com- 
modities and investments. 

The wealth of this nation is estimated at 
about three hundred billion dollars. Its gold 
holdings are about five billion dollars. The 
ratio is sixty to one; therefore if everyone 
wanted to turn investments into gold and ac- 
complished such a purpose there would only 
be five billion dollars of gold to divide among 
all the people if all insisted on gold; there- 
fore on a ratio of sixty to one a United States 
Government bond worth $1,000 would only 
bring $16.67. The price of cotton would be 
10 pounds for one cent; the price of a bushel 
of wheat would be something like a penny. 
In other words, everyone would be insolvent. 

It now appears that liquidation has about 
run its course and people will find that the 
only way they can now make money is to 
turn their cash into commodities and other in- 
vestments; in other words, selling while 
things are high and buy back when they are 
low is still good business. 

It is now time for this company to concen- 
trate on merchandising its products. We must 
impress upon our customers the fine appear- 
ance and good quality of our product; the 
fact that we can give them most anything 
they want in mixed cars; the fact that our 
lumber is thoroughly dry, therefore suitable 
for good building; the fact that we can. give 
them excellent service on shipments, and that 
we are a thoroughly reliable concern which 
stands squarely behind everything it ships 
and guarantees the quality. to be just as 
ordered. 


Mr. Thompson’ then ‘calls attention to the 
fact that even the buyers of lumber, the lum- 
ber dealers and the wood-using industries “are 
sick. and tired of continued price declines,” and 
says: 


We have had letters begging us to do some- 
thing to stay the decline, as it was demoraliz- 
ing wood-using industries. The whole country 
is praying for price advances, and deflation 
has reached such a point that many items 
are advancing, such as cotton, wheat, live 
stock, silver, these advances taking place in 
the face of apparently heavy surpluses, and 
in cotton, in the face of the largest ginning 
figures on record and larger estimate of the 
crop with each Government report. Cotton 
has advanced about 20 percent or better; that 
means about one hundred million dollars more 
money for the South. 

The lumber manufacturer and the lumber 
salesman who now gets the business is going 
to be the one most aggressive. The one who 
sells his product on its merits—and person- 
ality and integrity—will also count heavily in 
securing business. 
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UERY AND COMMENT 


Variety of Wood Lath Problems 


Will you advise me as to where I can pro- 
cure information to comparison of wood 
and metal lath and where I can get data and 


as 


full information as to why balsam lath are 
preferred to white pine, jack pine and spruce 
lath? <Any information or advice you can 
give me in this respect will be deeply ap- 
preciated. 

Can you advise me the present market 
value on Chicago market of this particular 
kind (balsam) of lath? Is it preferred on 


this market to other kinds of lath?—INQuIRY 
No. 2715 

[This request comes from Canada. For in- 
formation generally on the merits of wood lath 
the inquirer has been referred to the National 
Lumber Manufacturers’ Association booklet en- 
titled “Wood Lath.” For a comparison of the 
merits of wood and metal lath, or rather for 
data on the claims of metal lath producers, he 
has been referred to the booklet, “An Analysis 
of Advertising Claims for Metal Lath,” issued 
by the same organization. 

Inquiry among lath wholesalers on the Chi- 
cago market developed the fact that balsam 
lath are preferred to white pine lath on the 
score of cheapness only. Those who prefer 
balsam to jack pine base their preference on 
the belief that balsam does not check or buckle 
as does jack pine, which is harder than white 
pine. With respect to spruce, wholesalers in- 
terviewed said that red spruce makes good lath, 
and one large dealer said he likes red spruce 
lath as well as balsam or white pine; but he 
said that black spruce lath are not acceptable. 
Such objection to spruce as exists on the Chicago 
market, this wholesaler said, was owing to ex- 
perience with mixtures of red and black spruce 
which discredited the red with the black. 

At the present time dealers say there is no 
market for wood lath in Chicago because there 
is little or no building of the type in which they 
are used. Balsam lath are being offered, how- 
ever, dry stocks, at $5.50, but for the reason 
named, there are few takers. Lath for this mar- 
ket should be cut 34x15¢x4 feet. The name of 
the inquirer will be furnished on request.— 
EpITor. } 


. . 
Salable Articles Made in Spare 
° 
Time 
We interested in finding ways and 
means of keeping our men busy during the 
coming winter, as we are not going to have 
work enough for them in our own line. It 
occurred to us that you might: have some 
bulletins showing how odd pieces of lumber 


are 


could be utilized in the making of useful 
articles for the home. 

If you have anything of this kind we 
would appreciate your sending it to us im- 


mediately.—INQUIRY No. 2723. 


[This request, which comes from a Nebraska 
lumber concern, deserves every possible con- 
sideration. The determination to provide em- 
ployment for workers during the winter even 
if it is necessary to go outside of the regular 
line certainly is commendable and it is to be 
hoped that the concern’s efforts will be suc- 
cessful. 

In response to the request, cuttings of several 
articles from the AMERICAN LUMBERMAN have 
been sent. They list, describe and in some 
cases illustrate articles that are not only made 
of wood but that have a utility value and a sales 
appeal that should make them very valuable for 
exactly the purpose the inquirer has in mind. 
Also a booklet supplied in quantities by the 
AMERICAN LUMBERMAN for distribution by 
dealers has been sent. It is entitled “Some Sug- 
gestions to Make Your Home More Conve- 
nient.” © Attention was drawn to a_ booklet 
issued by the Exchange Sawmills Sales Co., 
Kansas City, Mo., entitled “Things to Make of 
Wood,” and reference was made to the fact that 


the Long-Bell Lumber Co., Kansas City, Mo., 
has issued for retailers’ use booklets on farm 
in 
similar 
available that would be helpful to the inquirer. 

A copy of the AMERICAN LUMBERMAN’S Cata- 


built 
other 


structures that can be 


There are doubtless 


present time. 


retail yards. 
booklets 


log of books has been sent and attention has 


been 


suggested. 


employment. 





ing the winter.—EpiTor]. 


Supply of Cottonwood Plywood 


Wanted 


We should like to be advised through your ‘¢® be of service in disseminating information 
paper as to where we could obtain cotton- bout greenhouses, particularly of the indi- 
wood plywood. We have used this board in vidual type. It takes this means of appeal- 
the past, but now find the supply has been ing to readers who have had experience in 
exhausted in this territory and we are unable Puilding, or selling greenhouses or the ma- 
to obtain same. Will you kindly help us by terials for their construction, to respond to 


giving us the name of some manufacturer who 
carries such plywoods?—INQUIRY No. 

[This request comes from an eastern dealer. 
No list of concerns handling this stock is at 
hand, and it appears to be rather scarce at the 


directed to a booklet listed therein 
titled “Problems in Farm Woodwork,” which 
contains illustrated descriptions of many arti- 
cles of wood that may profitably occupy the 
spare time of yard employes and others. 

The editors would be glad to have a generous 
response to this inquiry from all firms and or- 
ganizations that have plans, blueprints or sug- 
gestive material that may be used in the manner 
It is believed that there are many 
other lumber concerns that might well adopt the 
policy of the present inquirer with respect to 
The editors would like to hear 
also from other concérns that already have 
taken special steps to provide employment dur- 


en- 
receives 
known 
grown 


that 


and cold 
ingly 

It is 
munities in 
description 
Development 


contribute 
munity 
dealer and 
would profit 
materials for 
for “flats,” 


to 


time 


Ata 


No. 


2721. 


be furnished on request.—Ebiror. ] 
Information About Individual 


From time to time the AMERICAN LUMBERMAy 
inquiries 


tremendously 
and that by the use of greenhouses, hot 
frames 
spring trade are 
larger quantities from year 
believed 
which 
might be engaged in profitably, 
of 
profit to the individual gardeners and would | 


itself. 
the 
in 


frames 
ing equipment. 

when 
must be on the lookout for new sales oppor- 
tunities, the AMERICAN LUMBERMAN would like 


this inquiry with whatever information they 


The name of the inquirer yl 


Greenhouses 





about 
cut 


greenhcuses. 
flower business 
in the United 


It is 
has 
States 
beds 
the early 
in increas- 
to year. 

there are many com- 
truck gardening of this 


the 
vegetables for 
being produced 


that 


this industry would 





bring 


of the 
the lumber 


the prosperity 
Incidentally, 
lumber industry as a whole 
the sale of greenhouses or 
their construction, as well as 
and other truck garden- 


com- 


lumbermen of necessity 





2725. may have that would be interesting and 
helpful to their fellows. The AMERICAN 
LUMBERMAN will furnish blueprints of a 
greenhouse to dealers’ interested.—INQUIRY 





NEWS AND 
VIEWS OF 





50 YEARS AGO 


From the AMERICAN LUMBERMAN 








The Atlas Engine Works, of 
Indianapolis, Ind., has been 
awarded the first premium, 
with gold medal, for the best 
slide valve engine on exhibition 
at the Cincinnati Industrial 
Exposition. 

* * 

What was considered a very 
large raft was recently started 
down stream by the Eau Claire 
(Wis.) Lumber Co. It con- 
sisted of seven strings, contain- 
ing forty-nine cribs, with a top 
loading of 3,135 bundles of 
lath, 408 bundles of shingles 
and 107 packets of pickets. 

— * = 


Two or three days since, a 
wide-awake, bustling man 
walked into the office of the 
LumsperMan and began to talk: 
“IT am one of those creatures 
you despise—a drummer. I 
sell boards on the road, and a 
lot of ’em, too. * * * Your 
Chicago dealers raise the devil, 
some with others, but princi- 
pally with themselves; I wish 
I could get them together and 
preach just one sermon to 
them, * * * They’ll meet at the 
Exchange, swear by hands raised 
so high that their finger nails 
have scratched all the paint 
off the ceiling, pass a resolu- 





tion or two, and then go away 
and do what? Why, simply 
make sausage machines of 
themselves and run the price 
lists through. Now I want to 
ask you what kind of a way 
to do business that is? Do 
business men outside of this 
city like it? To put the ques- 
tion right down in plain lan- 
guage, are retail lumber deal- 
ers in favor of square up-and- 
down, perpendicular ways, or 
do they like to be everlastingly 
jewing?” 
* . 

The Novelty Iron Works at 
Dubuque, Iowa, have constantly 
on hand as many orders as they 
can handle. On the Estes en- 
gine they are having a big run. 
The works are now building a 
40-inch gang, with patent air 
cushion and air press rolls, for 
the Necedah Lumber Co., and 
one for G. B. Burch & Co., 
also of Necedah, Wis. These 
gangs weigh 38,000 pounds 
each. They are building the 
machinery for a gang mill that 
is to be put in at Winnipeg, 
Manitoba, and have recently 
sold an engine 22x36 inches, 
to go into the new mill of 
Hemenway & Barclay, Lansing, 
Iowa. They are also turning 


out a great deal of shingle mill 
machinery. In the spring an 
additional building, 60x150 feet, 
and two stories high, will be 
erected, making the shops 
60x799 feet. 


* * . 


The Timber Trades Journal, 
of London, deprecatingly re- 
marks: “It does not speak 
very highly for the erudition 
of the public concerning our 
own native woods, when we see 
in the shop windows of a large 
cabinet establishment a stained 
American walnut bookcase im- 
pudently ticketed ‘old oak fur- 
niture. American walnut ap- 
pears to be rapidly gaining in 
favor, so much indeed is this 
the case as to suggest that the 
wood possesses merit enough 
of its own to stand the test of 
the public’s approbation with- 
out seeking to give it popu- 
larity by means of perver- 
sions.” 

o * on 

Deputy Sheriff W. H. Chal- 
ker, of Walton Junction, Mich., 
got into a log jam lately, and 
30,000 feet of logs rolled over 
him before he was extricated. 
He was badly bruised but not 
seriously injured. It was a 





narrow escape from death. 
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LUMBER MARKET REVIEW 


Southern Pine Stiffens as Demand for Timbers and 
Country Yard Needs Improves 


Southern pine mills report some improvement in demand, 
on a basis of firmer prices, while production continues re- 
stricted. All sales territories report that mills are adher- 
ing very strictly to price lists. As mill stocks are quite low, 
it is believed that advances will be effected just as soon as 
demand begins to expand. Because of improvement in cot- 
ton and oil prices, southern rural yards have been buying 
more, and eastern business is somewhat better. Advances 
in wheat have apparently resulted in some improvement in 
demand from northern country yards. A good part of pres- 
ent orders, however, are for timbers, it being reported that 
southern and eastern railroads are interested in re-stocking 
just as soon as a new basis for rates has been determined 
upon. There is rather strong competition for orders for 
heavy construction items, but it is understood that an in- 
creasing number of producers are refusing to meet low 
quotations. Demand from foreign markets continues dull. 


Western Pine Bookings Increase to 45 Percent Above 
Cut, Which Was Reduced 13 Percent 


The situation of the Inland Empire and California pine 
mills showed a striking improvement in the week ended 
Nov. 7. New business reported by identical mills was 82 
percent that of the corresponding week last year, compared 
with 75 percent of last year’s the preceding week. Total 
output was curtailed from 27 percent the preceding week 
to 2314 percent of capacity, and total bookings were 45 per- 
cent in excess of production. Firm prices are being ad- 
hered to by probably the majority of mills. Distributers 
say that buy ers are in a somewhat more receptive attitude, 
are ordering slightly more, and paying mill quotations. 
The market has strengthened, but only slightly. Best de- 
mand is for shop, and call for D selects is fair. No. 2 com- 
mon is moving better than Nos. 3 and 4, which are in sur- 
plus and slow. Western pine mills have shipped about 6 
percent more than they cut since the first of the year, and 
believe that improvement in general business will soon re- 
sult in better demand and prices for their product. 


Further Curtailment on West Coast Largely Offsets 
Decline in Bookings 


West Coast mills during the week ended Nov. 7 main- 
tained a favorable relation between production and book- 
ings, the bookings exceeding the production by 13 percent. 
This good showing was made by further curtailment of 
output, to 27 percent of capacity, compared with 30 percent 
the preceding week. The additional curtailment, however, 
did not quite offset a further decline in new business, for 
during the preceding week the bookings had exceeded the 
production by almost 16 percent. Identical mills reported 
declines, as compared with the preceding week, of 7 per- 
cent in output, and of 8 percent in new business. Export 
trade showed a considerable gain, but there was a large de- 
cline in domestic cargo and a small one in rail trade. 

Rail trade volume is maintained. at about the average of 
the last month, but volume of the week ended Nov. 7 was 
lower than that of the preceding week. Prices showed no 
decided trend. Averages of drop siding and No. 1, 2x4-inch 
dimension were down 15 cents, but flooring average was up 
80 cents, and No. 1 board average was up $1.30. Vertical 
grain flooring and 8- and 10-inch boards showed the most 
strength. Mills are reported to be turning down orders for 
special cutting at present prices, partly because rains have 


Lumber Statistics Appear on Page 42; Market Prices and Reports on Pages 61 to 64 


reduced small-mill production and made it impossible for 


them to add to their net by underweights, so recent net mill 
prices become less attractive. Retailers continue to hold 
off, but it is thought that they are not far from the point 
where restocking will be begun. 

Shipments to the Atlantic coast are being cut down, but 
already there is considerable surplus in the East, and de- 
mand is seasonally slow. The market has been disturbed 
by bargain offerings of a larger shipper, and by the fact 
that some lots have moved at less than the $10 rate, though 
it seems to be fairly well held. The wholesale trade as a 
rule is taking a stiffer attitude on prices. While California 
receipts have increased, there has been only a slight addi- 
tion to unsold stocks, so that consumption has improved, 
but prices remain rather soft. 

Export trade showed a nice gain during the week. The 
advance in value of silver exchange is increasing the buy- 
ing power of the Orient and stimulating business, while 
betterment in European trade prospects is bringing some 
business, especially from the gold standard countries. 


Demand for Northern Pine and Hemlock Continues Slow 
but Prospects Considered Fair 


In the Northwest, business in northern pine is slow as 
compared with last year, most of the orders being for small 
lots for filling in stocks, and quick shipment is generally 
asked for. It is expected, however, that the advances in 
wheat prices will be a trade stimulant, and that volume this 
winter will be fairly good. There has been a considerable 
improvement in the demand for low grades for box plant 
use. In the eastern markets, demand is slow, but there is 
a good deal of building in prospect, largely because of im- 
provement in general business in the Niagara section. The 
mills have all shut down, and their stocks are smaller than 
at the beginning of the last winter season, while winter de- 
mand is likely to be at least as good, and possibly better 
than it was last year. Competition is still keen, and some 
concessions are reported, but the situation has been im- 
proved by a stiffening in the attitude of the western mills, 
based on heavy curtailment. 

Business in northern hemlock is not much more than 
half what it was last year at this season, but gains in farm 
products prices have improved the prospects for country 
yard sales in Michigan and Wisconsin. Winter production 
is being adjusted to spread employment among communi- 
ties, but the total will be small. Prices remain on a basis 
of $11 off the Broughton list. 


Large Domestic Users of Hardwood Making Inquiry; 
Foreign Trade Shows Pick-up 


Some of the hardwood distributers have been cheered by 
inquiries from large industrial users, outside the principal 
consuming industries, utility companies and railroads being 
mentioned as interested. Inquiries have come from con- 
cerns that have been out of the market for a long while. Fur- 
niture plants are said to be buying fairly well, recent shows 
having stimulated business. Radio plants are buying fair 
amounts. Some rather. good orders for dimension stock 
have been placed by these buyers. Automobile plants are 
certain to need hardwoods for the new models on which 
production is about to start, but not much has been heard 
from them so far. Building trades demand for flooring, 
finish and millwork continues dull. Foreign demand has 
revived, the United Kingdom and Continent being in the 
market, principally for oak, and Canadian trade is improv- 
ing as buyers adjust themselves to the new exchange basis. 
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Home Ownership Conference Committees 


Wasuincton, D. C., Nov. 9.—That the 
working man can have a better home at a lower 
price is one of the important conclusions 
reached by committees now preparing for the 
President's Conference on Home Building and 
Home Ownership to be held here on Dec. 2, 
3, 4 and 5. Emergency organization of com- 
munity groups to stimulate modernizing and 
so relieve unemployment is another important 
recommendation that will be reported and dis- 
cussed with emphasis. 

The thirty-one committees preparing for this 
conference are getting their respective reports 
into final form. Several of them will bring to 
light information that should be of great serv- 
ice toward stimulating home building. 

The home building dollar, it is pointed out 
by the committee on reconditioning, remodel- 
ing and modernizing, is the balance wheel of 
industry and the most widely distributed of all 
dollars. Home owners having properties in 
need of repair will be urged to make improve- 
ments that in addition to enhancing the value 
of their property will serve as a means for af- 
fording unemployment relief to thousands of 
neighbors whose incomes are ordinarily earned 
by following the building trades. The present 
favorable low cost of building materials is cited 
as an inducement for undertaking such modern- 
izing at this time. 

In the opinion of a group of leading archi- 
tects constituting the committee on design, the 


Ready to Report 


American dwelling of five or six rooms is on 
an average “seriously defective” and a “much 
higher standard of design is possible in the 
average residence.” This committee believes 
that the “American working man can have a 
better home—more comfortable, better built, 
better appearing—at the same or even at a 
lower price than he now pays for inferior hous- 
ing.” 

Space, privacy, the use of good materials and 
attractive architecture need not be limited to 
high priced homes; but by proper planning and 
the elimination of certain wastes existent today, 
they can be made available in lower priced 
homes. 

Twenty-nine recommendations, it is learned, 
will comprise the report to be made by the 
committee on city planning and zoning. These 
are not yet available, but will include such sub- 
jects as the allotment of space for houses and 
multiple dwelling structures on the building lot, 
recommendations for reconditioning run-down 
neighborhoods, and similar topics. 

Local business interests are encouraged to as- 
sist in planning constructive movements for the 
elimination of slum areas, by the report to be 
offered by the committee on blighted areas and 
slums. The need for conducting such work on 
a large scale and the advantage in improving 
the business center, reducing policing and fire 
costs and other benefits are pointed to as an in- 
centive for private enterprise taking the leader- 


Says All Factors of Retailers’ 


Kansas City, Mo., Nov. 10.—Referring to 
a letter he wrote to all salesmen of the Central 
Coal & Coke Co. (J. M. Bernardin, Receiver), 
several weeks ago, in which he called attention 
to the favorable factors for business, extracts 
of this letter being printed on page 27 of the 
Oct. 31 issue of the AMERICAN LUMBERMAN, 
Harry T. Kendall, general sales manager, has 
issued a second letter pointing out that, among 
other things, farm products have continued 
their advance since he sent out the first letter. 

In his latest letter he says that “Money at 
work represents men at work; represents the 
production of things; represents increasing in- 
vestment interest. In fact, it means so many 
things that money rates have always been a 
major factor in the sizing up of any business 
situation.” Further he says: 

In times of depression, more than in flush 
times, the value of a thing is based on its net 
income. This is exhibited by today’s prices 
for good farm lands or the stock market quo- 
tations for sound issues. Based on the 
value of farm products, farm lands are worth- 
less. Based on the price of sugar, rubber, 
lumber, copper, coal, and a long list of other 
items, plantations, forests, mines etc., are 
worthless, because they can not be made to 
pay a net income to the operator. But, we all 
know that standing timber has a real value 
and so has coal and copper in the ground, 
as well as good farm lands, This is why a 
rise in price of basic commodities is so tre- 
mendously important. This rise in price not 
only restores and revitalizes the value of a 
large percentage of the assets of the general 
public but it directly affects the standard of 
the owners and producers as consumers of 
manufactured goods. By the developments of 
the last few weeks, untold billions of dollars 
of value have been added to the value of the 
holdings of the people. Over and above these 
billions of dollars of increased value is the 
tremendous asset of a better feeling. 

Now, the thing that you are most interested 
in is to determine whether raw materials are 


a Minimum Basis 


a good buy at present values, and specifically, 
whether lumber is a good buy. In respect to 
lumber, I can say very definitely that the 
number of people who think that lumber is a 
good buy at present prices is increasing. ... 


The cost of lumber is made up of three 
things: First, stumpage; second, labor and 
services; third, other materials needed and 


expenses incident to production. 

Lumber is selling at a price today that will 
not repay to the producer the cost of labor 
and operating expenses. In other words, the 
average lumber manufacturer is out of pocket 
before he takes his stumpage into account, 
and we all know stumpage has a real and 
definite value. The operator is taking little 
or less than nothing for it in order to give 
employment to old employees. Lumber pro- 
duction costs have been thoroughly deflated 
and the question of lumber freight rates has 
been definitely settled, so that all the factors 
which go to make up the retailers’ cost are 
on an absolute minimum basis. There are 
really no uncertainties left for the lumber 
buyer to consider, except whether or not he is 
going to be able to sell the lumber he pur- 
chases. But, even though the dealer does not 
immediately sell, sooner or later he will have 
a profit in the increase of inventory values 
that will pay a good return on his invest- 
ment. Considering the situation in his trade 
territory, the lumber buyer should be able to 
answer this queston for himself; he knows 
the needs of his locality and the trend of the 
feeling which exists there. However, he must 
not make the mistake of judging the future 
on the basis of this year. Measured by 1931 
conditions, the lumiber business is not a busi- 
ness that anybody should spend any time fool- 
ing with, and if conditions are not going to 
be better, we should all wind up our affairs 
and give our attention to something else. 


Must Be Looking for a Bigger Demand 


So, if we are going to stay in the lumber 


business, we must view the future with a 
hopeful eye. We must be looking for a big- 
ger demand for lumber, and we know that 


ship in such movements for the common good 

A wider distribution of disinterested informa. 
tion to show prospective home owners hoy 
properly to acquire adequate and comfortable 
housing is to be recommended by the committe 
on home information services. It has in ming 


an increased distribution of home building jp. | 


formation, including data on the safe financing 
of home construction and plan books that shoy 
comfortable, economical and architecturally cor. 
rect house plans. 

A committee on home furnishing and decora- 
tion will set forth fvndamentals designed to 
improve taste and establish economical working 
bases for furnishing the home. 
equipment for the home will be discussed in the 
report of the committee of that name, which 
will present data on types and cost figures on 
heating, plumbing, electric lighting, refrigerat- 


ing and similar equipment suitable to the cli- | 


mate and locality in which the dwelling is 
erected. 
ship of income and the home will include a 
study on efforts to provide housing for familie; 
in the low income groups made by Miss 
Blanche Halbert, research director of Better 
Homes in America. It will also present data 
on budgeting, report on surveys covering family 
allocations of funds for home ownership and 
an investigation into the standards which con- 


trol the restoration of old houses, as well the | 


planning of new ones. 


Cost Are on 


an increasing demand for lumber means that 
lumber is a good buy at present prices. The 
buyer will perhaps readily admit the truth 
of all of this but will ask “When will prices 
advance?” Now, if I could answer this ques- 
ton definitely, 1 would not be writing letters 
to you—I would have something else to do. 
But, I will say this: On the basis of the 
present depressed demand for lumber, there 
is still a surplus of lumber in this country. 
If demand should increase to 75 percent of 
normal, we would have an acute lumber short- 
age immediately, 

Without any increase in demand, the situa- 
tion settles down to this: How long wil 
production continue to function at prices sub- 
stantially below the low marginal cost of pro- 
duction? As prices have declined production 
has declined, week by week throughout the 
year, each week showing less than the pre- 
vious one. On this basis, production will 
eventually stop, and when it does, any surplus 
will disappear as demand draws on it. At the 
same time the buyers have adjusted their 
stocks to their reduced demand, and when 
the volume of their demand increases, their 
stocks will be substantially inadequate to 


meet it. ates 
Conclusions Reached 
A review of the situation warrants these 
conclusions: 
First: That the general sentiment is better, 


and in some quarters things are better. 


Second: That today’s commodity prices are 
too low, because they are below today’s pro- 
duction cost. 


Third: That lumber is a good buy at pres- 
ent prices, because: 

(a) The low consumption for the last two 
years means an increasing need for lumber 
above normal requirements. From this need 
an effectual demand will develop. 

(b) The low current price is regularly and 
surely decreasing production. A _ production 
basis will be reached that will force an ad- 
vance in price without any increase in de- 
mand, 


Fundamental | 


A report by the committee on relation- | 
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Observations By the Way 











“You now are in the best town in the 
United States” was the information volun- 
teered by an attendant at a filling station in 
a Florida town to an Amer- 
ican Lumberman representa- 
tive as he stepped off one of 
the big busses that transport 
travelers along the highways 
of the sunshine State. The 
heart of the wandering scribe warmed up to 
this young fellow who lost no opportunity 
to extol the advantages of the town in which 
he made his home. He was no real estate 
boomer and his wages as a filling station at- 
tendant probably were no more than enough 
to afford a subsistence, but he was sold on 
his community and he wanted to tell the 
world about it. We may not altogether 
agree with him as to the rating given his 
community, but wherever a_ conversation 
drifts around to the subject of the best towns 
a mental picture will arise of this enthusi- 
astic young fellow, who probably doesn’t own 
a foot of ground there, but who possesses 
the community spirit to the nth degree, as- 
suring the passing wayfarer that he was “now 
in the best town in the United States.”’ It 
surely means a lot to thoroughly believe in 
the business in which we are engaged and 
in the community in which we reside. 


Boosting 
His 


Home Town 


o¢ 4 


“In former years there were numerous 
footpaths from almost every direction lead- 
ing to the mill and yard, but you don’t see 

any paths out there now, do 


They Don’t you?” It was the head of a 

, great lumber operation 
Walk speaking to an American 
To Work Lumberman representative to 


whom he was showing just 
about the biggest stock of lumber this scribe 
ever had seen in one lumber yard. Continu- 
ing, this lumberman said: ‘The men don’t 
walk to work any more. When the whistle 
blows you will see cars of every description 
approaching from every direction as the 
wives or children of these men come for 
them in their automobiles.”"’ Well, this writer 
in former years, during his peregrinations 
over the sawdust roads, walked about the 
plants and through the lumber yards, but 
here we were touring this lumber yard in an 
automobile, as the directing head of the en- 
terprise pointed out the towering piles of 
material which sooner or later will be moved 
out to serve mankind in numerous useful 
ways. Verily, times have changed. 


o ¢ @ 


During a recent trip that took him into 


cities, towns and villages from Florida to 
Texas, a representative of the American 
Lumberman was impressed 

The Great with the serious earnestness 
Heart of with which business men 
. were meeting the responsi- 
America bilities entailed by the pre- 


vailing lack of employment 
and the certainty of distress during the win- 
ter. In practically every place visited com- 
munity chest drives and charity or unem- 
ployment relief drives were in progress and 
in every case lumbermen were active in 
the work of solicitation. Although faced 
with the most serious business problems in 
their history, these men took time from their 
own affairs to go out in their communities 
and help to raise the funds that will be so 
badly needed for the relief of the distressed 
—and they did it cheerfully and with a good 


will. Best of all were the responses to these 
appeals. There were few refusals anywhere, 
and in many cases, even though feeling the 
pinch of reduced business and small or no 
profits, business men increased their sub- 
scriptions because they realized the increas- 
ing need and their big hearts overflowed in 
sympathy for those less fortunate victims of 
circumstances over which they had no con- 
trol. The lumber industry has _ suffered 
severely, but no lumberman has refused to 
respond to these appeals for charity. 


o%¢ 0 


It was in a little town in Florida that this 
incident occurred, which illustrates the value 
of an incentive and also casts a little side- 

f light on the way in which 
He Put Up people are hoarding gold and 
Cold on their reluctance to part with 
any of it. The cashier of 
Collateral the local bank was ap- 
proached by a resident of 
the community who wanted to borrow a 
hundred dollars. He was told that he could 
have the money, but the bank would require 
some collateral security. To this the pros- 
pective borrower assented and said he would 
come back shortly with the necessary col- 
lateral. Sure enough, he returned a little 
while later, laid one hundred dollars in gold 
on the cashier's desk and said, “‘there’s my 
collateral.” The banker told him he was 
foolish to borrow the money and pay interest 
on it when he already had the amount in his 
possession. The man replied that he didn’t 
want to spend the gold, for he might not get 
it back, but he knew if he put it up for 
collateral he would repay the loan and he 
preferred to do this, even though it meant 
the paying an additional amount for interest 
on the loan. This was related by a Florida 
lumberman as an incident that actually oc- 
curred in his community. 


o ¢ @ 


“While merchandising is tremendously 
important and can in no sense of the word be 
minimized, still it is absolutely true that the 
lumber manufacturers have 
a long way to go yet in the 
way of reducing production 
costs." That was the inter- 
esting statement made by a 
live, energetic lumberman of 
the newer school who is the production head 
of one of the highly successful companies in 
the South. He then said that in his own 
company they thought they had brought 
production costs down to the irreducible 
minimum, but they had found lately that 
they had really not much more than 
scratched the surface. It is his belief that 
lumber values are on a permanently lower 
basis and that to meet that condition pro- 
duction costs will have to be brought down 
in proportion. Mills will have to be remod- 
eled and rebuilt; old machinery must be 
junked and replaced with modern, high 
speed electrical equipment; there must be a 
more general use of electric power in log- 
ging; and this lumberman believes that the 
little item of ball or roller bearings will have 
more to do with reducing costs than almost 
any other one thing. He believes that there 
is a wonderful business in store for the 
makers of modern saw milling and logging 
machinery and that lumber production of 
the future is going to be on almost an en- 
tirely different basis, with more complete 
refinement of the product at the mills. His 
own company is demonstrating its faith in 


Production 
Costs 
Must Be Cut 


.this 


belief by installing machinery with 
which to reduce production costs at a time 
when most producers are declining to make 
any sort of investment in machinery or 
equipment that they can possibly avoid. 


o¢ ¢ 


Travelers along the highways of Texas 
have been impressed with the amazing num- 
ber of trucks loaded with cotton that have 

been encountered on 


every 
Reducing hand—and many of them 
Truck have fervently consigned these 


ponderous machines and their 
Competition drivers to the nethermost por- 
tion of the lower regions 
when forced off the pavement or when nar- 
rowly escaping a serious accident. Some 
recent statistics showed that 30,000 bales of 
cotton daily were being delivered to the com- 
presses and warehouses in the city of Hous- 
ton alone by truck. This meant a tremen- 
dous loss in revenue to the railroads and was 
proving a veritable blight to the lumber deal- 
ers and other merchants in many small 
towns, because these trucks brought back at 
a very low transportation charge lumber and 
other goods of all kinds for the people along 
their routes. Recent legislation, however, 
will serve greatly to lessen the activities of 
these cotton trucks and confine them to short 
hauls. The limit of the load weight per- 
mitted has been so restricted that not more 
than ten bales of cotton may be carried on a 
truck and there are other requirements in the 
way of examinations, license fees etc., that 
tend to make it almost impossible for these 
trucks to operate at a profit on long hauls. 
These restrictions already have reduced the 
number of trucks engaged in this trafic and 
railroad cotton tonnage is again increasing. 
Some of the railroads, rather tardily and no 
doubt somewhat reluctantly, sought and were 
granted permission to reduce the rate on 
cotton—a step they probably would not have 
taken except for this truck competition. 


o¢¢ ¢ 


Setting an example that might well be 
emulated by more prosperous States, Ar- 
kansas is rapidly recovering from the effects 


of the drouth, the flood and 


Yearning the depression, and it is from 

d that State that has come a 
an motto that should be embla- 
Earning zoned on the billboards and in 


the homes of the entire coun- 
try. That is this statement by a Better Homes 
worker that “The farm folks of Arkansas are 
trying to keep the family yearning capacity 
within the family earning capacity.” That 
is just about the best solution of the eco- 
nomic problems of the country that could be 
imagined. That effort is just as badly needed 
in the city home as in the farm home and if 
it could be observed literally hard times would 
rise no more to plague the people. A record 
of what is being done in Arkansas to insure 
ample food in the homes during the winter 
reads almost like a fairy tale. For example, 
261,244 families have ci.nned surplus prod- 
ucts this year and 82,134 of these families 
have canned enough to carry them through 
the winter; 37,323 families have reported 
that they were using flour and feed sacks 
for making up clothing and household ar- 
ticles and 299,730 garments had been made. 
Verily, these people are, indeed, “trying to 
keep the family yearning capacity within the 
family earning capacity.” 
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To Manufacture Synthetic 
Rubber 


Akron, Oulo, Nov. 9—At a recent meeting 
of chemical experts here, announcement was 
made that after years of research work and 


innumerable tests for bringing together the ma- 
terials a practical process had been developed 
whereby synthetic rubber can be made from 
acetylene, salt and water. So confident are 
EK. I. du Pont de Nemours & Co. of the prac- 
tical aspects of this new product that they 
are erecting a plant at Deepwater Point, N. J., 
to manufacture it on a commercial scale. Be- 
cause of the chemical constituents and the re- 
sulting treatments, the trade name “Duprene” 
has been selected for the product. While it 
has not yet been advanced to where it can 
be substituted for natural rubber in everyday 
use, further study is expected to develop its 
field of usefulness. 

Among the properties set forth in the an- 
nouncement is that “Duprene” is much more 
resistant than natural rubber to the swelling 
action of gasoline, kerosene and other solvents 
that are harmful to rubber. 
resistant to oxygen, ozone 
icals that attack rubber. 


It is also more 
and many chem- 





. 
Week's Loadings of Revenue 
>. 
Freight 
A report of the car service division of the 
\merican Railway Association shows that the 
revenue freight loadings for the week ended 
Oct. 31, 1931, totaled 740,363 cars, as follows: 
Forest products, 23,650 cars (a decrease of 313 
cars below the preceding week); ore, 12,656 
cars; grain, 41,275 cars; livestock, 28,999 cars: 
coal, 141,068 cars; coke, 5,286 cars; merchan- 


dise, 214,339 cars, and miscellaneous, 273,090 
cars. The total loadings during the week ended 
Oct. 31 show a decrease of 29,310 cars below 


the week immediately preceding. 





. 
Los Angeles Receipts 
[Special telegram to AmMeRIcAN LUMBERMAN] 
Los ANGELES, CALtir., Nov. 11.—Cargo arriv- 
als at Los Angeles harbor last week amounted 
to a total of 9,692,000 feet, there having been 
eleven cargoes of fir with 8,967,000 feet, and 
one of redwood with 725,000 feet. Arrivals the 
preceding week amounted to 7,446,000 feet, con- 
sisting of nine of fir with 6,275,000 feet, and 


two of redwood with 1,171,000 feet. Unsold 
lumber on the harbor totaled 3,861,000 feet, 
compared with 4,217,000 feet the preceding 


week. Sixty-two vessels are reported laid up 
and one operating off shore; the preceding week 
sixty were reported laid up and one operating 
off shore. 





Investigating Credit Important 


FoLtey, Fria., Nov. 9.—That it is important 
to investigate the credit of a prospective cus- 
tomer before soliciting his business is the be- 
lief of the editor of “News,” an attractive lit- 
tle house organ of the Brooks-Scanlon Corpo- 


ration. To illustrate the point he tells this 
story: 

At an early hour an old ferryman was 
awakened by the call of someone wanting to 


cross the river. To his query as to what 


was 
wanted an old darkey on the opposite side 
of the river replied: “Yas, suh, boss: I wants 
to cross the river, but I ain’t got no money.” 
The ferryman replied: ‘‘Well, it makes damn 
little difference which side of the river you're 
on if you ain’t got no money.” 
a 


Asks Extension of Time for 
Reshipment 


MemMpuis, TENN., Nov. 10.—An effort is. to 
be made by the Southern Hardwood _ Traffic 
Association to obtain a further extension of 
the time limit for reshipping lumber under the 
present transit arrangements. The time limit 
for reshipment on milling-in-transit rates has 
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been extended three times in the last two years, 
at the insistence of the traffic association. It 
is found that there is still considerable lum- 
ber that, if it is not reshipped within present 
time limit and the time iimit is not extended, 
will have to be reshipped on higher rates, with 
resultant heavy losses to the hardwood industry. 

3ecause of the present depressed condition 
of the industry, it is hoped that the Inter- 
state Commerce Commission will permit the 
railroads to extend further the time limit -for 
reshipment of lumber, and thus save thousands 
of dollars for the hardwood industry. A sum- 
mary of the conditions in hardwood territory 
will be charted by the traffic association, and 
presented to the carriers and the commission 
for decision. 

The time limit in the Southwest and North 
expires on Dec. 31, and in the South, Jan. 31. 





Points to Early Spring Business 


BELLINGHAM, WaAsH., Noy. 7.—Foster D. 
Root, of the Whatcom Falls Mill Co., on his 
return from a trip of several weeks’ duration 
which was spent in visiting the company’s sales 
connections and customers in the East, reports 
that he expects considerable improvement in 
business at least by early spring. He found 
stocks low in the lumber yards, and a disinclina- 
tion to carry larger amounts of material than 
are necessary to meet requirements of a normal 
two weeks’ business. 
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Gets Second Government 
Contract 


Forpyce, Ark., Nov. 10.—The Fordyce Lum- 
ber Co. has again met Uncle Sam’s exact spe- 
cifications by supplying 500,000 feet of scien- 
tifically seasoned and trade-marked lumber for 
Little Rock’s new postoffice building, which js 
now being constructed by R. P. Farnsworth 
& Co. (Inc.). This is Fordyce company’s sec- 
ond Government contract, the first being Ran- 
dolph Field, “West Point of the Air,” for 
which the company supplied over 2,000,000 feet 
of pine and oak flooring. 





Another New "Cat" Is 
Announced 


Peoria, Itt., Nov. 9.—Once more the Cater- 
pillar Tractor Co., which recently introduced 
the “Fifty” and the Diesel “Sixty” to tractor 
users, comes forward with a new model, this 
time the “Thirty-Five,’ which, as its name 
implies is a bit more powerful than the Thirty 
and of later design. The new machine delivers 
37 maximum drawbar horsepower and 41 max- 
imum belt horsepower. Deliveries will begin 
early next spring. In appearance, general de- 
sign, and many details the new “Caterpillar” 
closely resembles the “Fifty,” which was il- 
lustrated and described in the Oct. 


3 issue of 
the AMERICAN LUMBERMAN. 


Chicago Lumbermen Feel 
More Optimistic 


Chicago lumbermen are emphasizing a re- 
cent decided improvement in the sentiment of 
business men in general. They regard this 
change as important because it is a necessary 
preliminary to increase in business activity, and 
therefore consumption of lumber. In the lum- 
ber industry itself there is developing such a 


confidence in the market situation that many 
producers are taking a firmer attitude on 


prices. 

Southern lumber manufacturers are perhaps 
taking the firmest stand. Advances in the 
prices of cotton and oil have created a buying 
sentiment among southern consumers. The 
pine mills report a gain in the volume of their 
orders. While most of these have come from 
the South itself, eastern trade is a little better. 
The strengthening of wheat prices is highly 
important to the middle West, and is expected 
to result in good buying after the first of the 
year, but in the growing States the nearness of 


zero temperatures discourages any plans for 
starting building operations. Even in_ these, 


however, there has been a slight pick-up in 
rural call for mixed cars for speedy delivery. 

Prices being quoted by southern pine mills 
are markedly firmer, and Chicago distributers 
report that there are now practically no bar- 
gain offerings. The mills have been relieved 
of surplus stocks by the gain in southern de- 
mand. Shortages of some items have resulted 
from the curtailment practiced so far this year, 
and a few items in boards and dimension are 
taking on strength. Distributers say very 
positively that the small advances so far made 
are being accepted by buyers, who, however, 
first put up a stiff resistance to paying more 
than recent quotations. Despite the admitted 
strengthening of the lumber market outlook, 
there has not yet been apparent any willingness 
on the part of yards and industrial consumers 
to add to their stocks, and some of them have 
said plainly that they would prefer to continue 
buying as needs develop, even if by doing so 
they will face the necessity of paying more 
later. This seems an over-cautious attitude, 
and there is little question that it will change 
as the business outlook becomes more encour- 
aging. 


Douglas fir continues rather quiet. Distrib- 


uters generally believe that a strengthening of 
the statistical position of West Coast mills, 
through curtailment of production to the level 
of present demand or below, will have to pre- 
cede any strength in the market here. Some of 
them believe that such curtailment is being 
effected, and that reports from the mills will 
soon present evidence of it. 

Western pine men say that in the last week 
they have been much encouraged by a gain in 
bookings from this territory. The buying is 
of a scattering nature. The general opinion is 
that it is strictly hand to mouth; that there is 
more of it means that day to day needs must 
be covered by orders on the mills. Even the 
city yards have been placing a few more or- 
ders, and they are not entering the market ex- 
cept when they have to, while more business is 
coming from the surrounding territory. Shop 
items are by far the most active, and strongest 
because of the probability of shortages develop- 
ing during the winter season of low production. 
Rumors of heavy curtailment in the Inland 
Empire are now being confirmed by reports 
of shutdowns. Western pine prices are prac- 
tically unchanged, but they show a steadiness 
that may indicate a turn toward strength. 

Hardwoods are in rather small demand. 
There may have been a recent slight gain in 
business—so many minor fluctuations in its 
volume have occurred that distributers do not 
like to say for sure. Some speak of inquiries 
from consumers that have long been out of the 
market. It is believed that when there is more 
general knowledge of the condition of hard- 
wood mill stocks, there will be a disposition 
to buy for early needs, and with stocks of both 
producers, distributers and consumers at such 
low levels as the present, even a slight gain in 
demand should be sufficient to stiffen prices. 
Furniture plants continue to buy fairly well, 
as their recent shows have stimulated business. 
There has been little heard so far from the 
automotive industry, except that some of the 
larger plants are preparing for production of 
new models, so that it is believed that inquiries 
covering their hardwood needs will soon be 
received. Demand from building trades inter- 
ests, for flooring, finish and trim, continues 
slack. 
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Human Need for Beauty 


EADS on the 8:10 suburban 
turn to look and faces light 
up for a moment with 
pleasure as the train flies 
‘Se by a bright patch of sun- 
flowers in the midst of the dilapidated 
huts and cinder-strewn lots. Every 
morning while the golden beauty lasts, 
many a passenger ‘remembers to turn 
from the bad news in the paper to let 
his eyes rest for a moment on the one 
spot of brightness and cheer that his 
day’s routine brings. 






Humanity needs beauty. It is part 
of man’s divine heritage. No human 
intelligence is satisfied in hideous, 


filthy surroundings. There are beings 
who manage to drown that unsatis- 
fied yearning for beauty. ‘There are 
others who in their ignorance and in- 
experience satisfy it with crude colors 
and tawdry imitations. But always there 
is just one step ahead, one glimpse of 
the meaning of true beauty which 
leads on and on until the mind and eye 
and soul are trained to know wherein 
beauty lies. It is not money that buys 
it, but the understanding heart. 

The office or plant where a man 
must spend most of his waking hours 
is too often ugly, dirty, cheerless, and 
sometimes poorly lighted and not 
ventilated at all. Employers do not 
seem to realize that ugliness and dirt, 
bad air and noise take their heavy toll 
of human efficiency. No one can work 
in such conditions to best advantage. 
3ut there is little that can be done 
about it by the man who must make 
his living. He can have little to say 
abeut his work-hour surroundings. 

He can, however, furnish himself 
with an antidote for that nerve-rack- 


ing condition by making his home 
beautiful. He should not go home to 
ugliness. He can find a spot to live in 


that pleases his taste, however far de- 
veloped it may be. For fortunately 
beauty is not costly. 

There is no need to endure the ugli- 
ness that goes with big city crowds-— 
the noise that renders thought futile— 
no matter what one’s circumstances 
are. Clean poverty in quiet, dignified 
surroundings, with the green of trees 
and the glory of flowers, with moonlit 
summer nights, and the sound of the 
wind through the tree tops, is not so 
bad. One in modest circumstances 
should search until that spot is found, 
no matter how poor it may be, that 
satisfies that inner need for beauty. 


lowers are possible in almost any 
situation. A home in the slums costs 
more than a home on the edge of the 
country where are sun and air. 

A home amid natural beauties is one 
of life’s greatest blessings. 
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Heard During Office Hours 


NOTHER LOT of bonds 
gone blooie!” growled the 
fat man who, in spite of the 
depression, still held a good 
job. “Defaulted—and that 
money’s tied up for nobody 
knows how long! 

“For the money we've lost in the last 
ten years trying to make money, we 
could have had a nice home all paid 
for, and now we'd have been on easy 
street, so long as I’ve got a reasonably 
sure job. Even if I didn’t have that, 
I’d be so much to the good, anyhow. 
Now what have I got? Nothing! Only 
a lot of worthless paper. 

“But you couldn’t tell me that ten 
years ago. No sir! I knew how to 
make money faster than that! I was 
going to make a lot of money in a 
hurry and then buy a swell home. So 
here I am, still paying rent and my in- 
vestments mostly all worthless.” 

“Well, it isn’t too late to begin now,” 
mildly suggested the thin man. “You 
couldn’t have a better chance, now 
while you have a good job and homes 
are so cheap.” 

“Yeah, I know all that, but I’ve got 
nothing to begin on now. You can’t 
start with a bunch of defaulted bonds, 











> 


A. dre 








a hands 


And willing et, || 
Make life's pathway ! 
Mighty sweet. | 

—— 


QS Ss 




















+ nar eye Beane 
Lo) co 





or good-for-nothing stocks you know.” 

“You can start saving and planning. 
Tell you what I’d do. I’d buy a good 
lot now. You can get them for almost 
nothing compared to what they were a 
few years ago. Buy it on the instal- 
ment plan. That’s a start. Then be 
planning your house and be all ready 
to build when you can. You’d be sur- 
prised how soon you'll be able to do it. 
You’ve got to make a start some time.” 

The fat man chewed his cigar 
thoughtfully. Then he banged his fist 
on the table. “I'll do it! You're right, 
old man! There never was a better 
time to start than now. I only wish 
you had made me see it ten years ago. 
We would have been in a home of our 
own all paid for now. I know now I 
could have done it easily.” 

“The next ten years will fly much 
faster than the last ten,’ wisely com- 
mented the other, “and when they’re 
up you will be in a home of your own. 
Go to it, big boy!” 
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Don't Waste That Porch! 


HAT OPEN porch you en- 
joyed so much this sum- 
mer need not be deserted 
during chilly or rainy fall 
days, nor left forlornly 
desolate through winter 

“The addition of side sashes 





vinci. 
of glass and installation of heat make 
it an all-year sun room where sunshine 
and blooming plants may be enjoyed 
all winter. 

Heating is not so difficult as might 
be supposed. Double sash on the most 


exposed side, heavy curtains to be 
drawn at night, and the warm sunshine 
beating on the glass all day, help in 
solving this problem. Warm coloring 
in walls and rugs, furnishings and 
draperies add to the feeling of coziness 
and warmth, while growing plants 
give the illusion of summer. 


This is the time to build a sun room, 
if your home does not have that so 
desirable feature. Do not let another 
winter go by without that changed 
outlook on the beauties of a snowy 
landscape when viewed from a warm 
and cozy corner. Do not let another 
spring arrive without a place to wit- 
ness its annual miracle from a com- 
fortable and water-proof viewpoint. 

Your family needs the sunshine, the 
light, the cheer and the comfort of a 
gayly furnished sun room. 


This page is written for the general public with the purpose of encouraging and spreading the idea of home 


owning and home improvement and to help create business. 


Show it to your editor. Free reprint on request. 
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“SPLURGE” 


With a Christmas Home 
Giftwares Window Display! 


The lumber or building materials dealer’s sidelines should become 
holiday giftwares during December. 

The average house owner or renter does not visit your showrooms 
more than a few times a year. One of these times should be during 
the first twenty-four days of December. 

Harder than it sounds! 
call 


of people 


Your show room is not a customary port of 
the window display—which does the bringing-in 
must have a gift sales message 


for giftwares, s« 


a message as strong as or 
stronger that such strictly utility stores as hardware, furniture, electri- 
cal, gas and the departmental stores are making at this season. 

The displays that follow this trend of thought embody the essential 
gift-selling punch. Each and every one strikes out with direct forceful- 
ness—the dramatized kind—so that the fundamental purpose of a 
window to attract and arouse the desire to 
actuality. 


sh W 
attention 


buy becomes an 

Some illustrations of holiday home gifitwares selling: 

Ernst’s (Seattle, Wash.) employed the power of contrast in exploiting 
Christmas tree holders. 

A prettily decorated Christmas tree at the right end of the window 
stood as upright as a soldier on parade. 

The companion tree, of exactly the same size and trimmed attrac- 
tively, was stationed at the left end. 


3ut this tree had the appearance 
of leaning over backwards. 


Dramatizing the Window Display 
Increases the Selling Punch 


A number of the tree holders were placed about the floor down in 
front; but the selling punch would have been strengthened by addition 
of a sign reading : 

A tragedy for the kiddies if the tree fell over and many of the 

pretty baubles smashed to atoms. 

Don’t run the risk 

protection 


when a tree holder will provide the necessary 
The display could be made 
a tree over on the floor, with 
around the surrounding space. 
A red frilled curtain drop 
this display. 


more dramatic if you have room to tilt 


fragments of a pretty ornament scattered 
served as the background decoration in 


That log cabin of yours which has seen duty in several hunting dis- 
plays can be serviced for this “Gifts of Utility” display by the Milwee 
& Duncan Co., Brinkley, Ark. 

A small but realistic log cabin, constructed of nine poles, was the 
background attraction. A pair of carved wooden book-ends in the form 
of sleeping dogs were placed in lifelike postures before the cabin door. 
A small Christmas tree leaned suggestively against the front wall. The 
occupant had prepared for a hard winter, judging by the large, snow- 
capped pile of cord wood in one corner outside the cabin. 

On the artificially snow-covered floor down in front were neat group- 
ings of such gifts as carving sets, aluminum cooking utensils, electrical 
household appliances, chinawafe, pocket knives, 
tool sets, etc. A card proclaimed: 

“For an old-fashioned Christmas, we have everything you need.” 

\ clever idea developed by the Brooklyn Edison Co., Brooklyn, N. Y., 
for an advertising folder, we have converted into a timely trim for the 
lumber or building materials dealer. 

This is how we would describe it, 
window : 


flashlights, hand axes, 


as applied to your own show 


At the middle of the floor was an oblong show card, three feet long, 
marked off into inches both across the top and bottom. The caption 
read: “A yard of Christmas Gifts from Brown's.” 

From each inch-marking on the card ran tape measures to thirty- 
six practical hardware and house furnishing gifts, which were assembled 
in all parts of the trim over green and red crepe paper covered stands. 

The price tags were of cardboard, cut out and marked in inches to 
conform to the height of the particular appliance. 


If, say, the article 
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>a the Display 
Shown on Front 
Page—Plan Something 
Attractive to Bring Peo. 
ple to Your Store— 
Some Holiday Merchan- 
dising Suggestions by 
— ERNEST A. DENCH 


was au electric clamp iamp, the details below the price would read: 


“This stands 13 inches high—information to help you in getting the | 


measurement right for the corner in your friend’s home.” 

This shopping plan, it will be found, will simplify gift selection and 
reduce the number of returned articles, because they failed to fit the 
chosen locations in the home. 

It is difficult to make a seasonable showing of tools without overdoing 
the Christmas decorations. You have that hard-boiled prospect—the 
mechanic or working man—to consider, and he isn’t the type to be im- 
pressed by fancy drapes and elaborate decorations. 


Alternate Chains of Evergreens 
and Non-Skid Tire Chains 


The Lockwood-Hotchkist Co., Ansonia, Conn., gauged the right bal- 
ance to a nicety in a December display. 

To begin with, the floor had a coating of sawdust, in which practi- 
cally all types of small tools were in evidence. 

The one side wall of 
evergreens. 


this corner trim was adorned with chains of 

Along the low paneled background were hung alternate chains of 
evergreens and non-skid auto chains. The rest of the background 
opened into the store, but any hint of barrenness was skilfully avoided 
by a cord line strung across the middle of the ceiling from one end to 
the other. Hung on this was a saw, then a bunch of evergreens, with 
the arrangement repeated all the way across. Oil lanterns dangled from 
other parts of the ceiling. 

Large tools such as hatchets reposed on a mound (sawdust sprinkled) 
at the middle of the window. “Gifts of Utility” show cards also aided 
the holiday appeal. 

lf you have two show windows of equal prominence and operate a 
coal department, this might be represented by a seasonal display. 

One that had a strong human interest touch was that of the Pittsburgh 
Coal Co., of Minneapolis, Minn. The occupants of this living room 
interior were father and daughter. The man was relaxing in an easy 
chair before the cheery open fireplace—the effect being obtained by con- 
cealed red covered electric light bulbs under a stack of coal in the 
grate. His little girl, seated on a rug, was playing with toy blocks, a 
number of which she had formed to outline the words—‘Champion 
Clean Coal.” Both figures were life-size cut-outs. A kitten snoozing 
on the hearth symbolized warmth. A decorated Christmas tree stood 
in one corner. “Is yours a cold house or a warm home?” was the 
direct advertising tie-up on a show card in front. This idea also could 
be used in connection with a display of insulating materials. 


Your Window Display Is "Front 
Page" Merchandising News 


Give any one of the preceding trims of your choice “front page” promi- 
nence in your store. It is merchandising news, and is entitled to be so 
relaved in your main show window. 

What of your other show windows—side street, vestibule or the 
corner one? The logical medium for an institutional display—the kind 
to induce the public to make the mental reservation—“I’'ll keep the 
‘Blank’ Lumber Co. in mind when I want something in their line.” 

The winter sports setting of W. H. Moore of Ridgewood, N. J., 
came about because Mr. Moore knows that where there are home owners 
there are usually children. If he interests the youngsters, their parents 
(in custody of them) will likewise halt before the display. He there- 
fore interests them if he shows samples of his materials. This sampling 
was confined at the entire background to the attractive false front of 
a trim white and green. framed cottage or bungalow. A large silver 


star hung in the bungalow window, with tiny Christmas tree cutouts 
on the bright green shutters, while tiny evergreens were planted in the 
window box. The shingle roof was covered with a layer of mica sprinkled 
[This display is shown on front page.—Ebr1tor.] 

The background fronting this bungalow was nicely enclosed with a 


cotton batting. 
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green painted picket fence of the regulation height, with a gate at the 
left center. 

The window floor, which was practically on the sidewalk level, was 
covered with cotton batting sprinkled with mica snow. At the center, 
a large pear-shaped silvered mirror was laid down as a tiny frozen pond, 
crossed at the narrow end by a miniature rustic bridge. Doll figures 
were skating on the pond. 

Nature—the window sweeping in one direction to pile the snow in a 
heap—had converted the rear haif of the yard into a sizable hill 
(taking into consideration the miniature scale which prevailed throughout 
the trim) coasting down which were several youngsters in their tiny 
sleds. A few evergreens were planted in the “snow” at the sides, 
while several toy dogs, a big boy skater and a snowman enhanced the 
“atmosphere.” 

Another firm to “sample” its work in a Yuletide environment was the 
Widmark Lumber Co., of Ludington, Mich. From a business standpoint, 
it registered more strongly than that of Moore’s, although it lacked 


Soe foe tae tae tae tae tae tae aed 
A Friendly Word to 


CHRISTMAS 
CLUB SAVERS 


We have great admiration for the person who makes 
definite plans for the attainment of a specified pur- 
pose, and with determination sticks to them; setting 
aside a certain amount of money each week or month 
for a particular purpose. 


The training of the mind and building up of habits of 

| economy form valuable traits of character. Persons 
who have this faculty of concentrating and saving and | 
planning ahead have something else which is not ap-_ || 
parent on the surface but is manifested in the long | 
run—and that is, that they have built up a certain | 
basis for credit, and are able to get things that other 
folks who don't plan ahead can't get. 


In Other Words, Folks Who 
Do Things Will Find Other 
Folks Doing Things for Them 


That leads to this suggestion: 


You have been saving through a Christmas Club. || 
What are you going to do with this Christmas money? | 
Why not use it as a beginning toward building a ||) 
home? if this year's Club savings are not enough for 

a down payment on a house, perhaps two years’ 
Christmas Clubs would do it. 


What a Christmas Present That 
Would Be For All of the Family! 


We would ve glad to have you come in and talk it 
We have house plans of al! kinds—some of 
houses that can be built at very moderate cost. 
in position to offer some very good suagestion 
financing of your new home. Your Christmas 
be used as a good beginning, and if 
idea the home that you have 


y 


Let’s Make It a “ Home Coming” 
or a “Coming Home” Christmas ! 


over with 
us. for 
We also are 
s regarding the 
Club fund can 
you follow out this 


been wa 


them 


very 


you can have 


ntinag 


(Insert Name of Lumber Dealer Here) 





A suggested advertisement for lumber dealers to use in their local news- 
papers to get Christmas Club savers interested in saving for a home 
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juvenile interest. The trim housed the exterior of a model bungalow 
fin a Colonial design. The glow of the open fireplace in the living room 
was successfully reflected through the wide windows. The snow-covered 
roof and sills were of the usual cotton batting camouflage. 

To enhance the coldness of the season, the building was flooded at 
night with a moonlight blue spotlight. 


Here's a Practical Suggestion for a 
Post-Christmas Sale 


When you take stock inventory on Dec. 26 you probably will find 
some odds and ends in gift sidelines that failed to move. Instead of 
putting these aside for another year, aim at a quick-turner, for which 
purpose we suggest an “After Christmas Clean-Up Sale.” 

The writer offers the following as an original suggestion, inspired by 
the thousands of sale displays he sees throughout the year: 

Procure a fairly small Christmas tree—one that looks the worse for 
use—and tilt it over on the floor at about the center. If some of the 
pretty ornaments are smashed and bits of them sprinkle the surround- 
ing floor, so much the better. With tinsel strips, attach a number of 
fairly heavy left-over articles to the tree. These articles should rest 
on all parts of the floor with studied carelessness, just as they would 
look if the tree really tipped over. The tinsel chains, long and short 
will produce the tree link. At the front center get your sales message 
across in this fashion: 

The real reason, we imagine, that folks failed to buy these practical 

Christmas Gifts was because they were too heavy to go on the tree. 

We are cleaning them out at a substantial reduction. They are 

useful 365 days in the year. 

Price tag all your building and house furnishing odds and ends for 
this clearance sale. 


Detroit Firm vw "Boys' Lumber Yard" 


The F. M. Sibley Lumber Co., of Detroit, Mich., has found a way ot 
setting the trade of youngsters who want to do a bit of home work 
with wood; in a manner that has eliminated the obvious disadvantages 
of cutting from stock, and at the same time has proved a business 
builder through good will. This is by means of a special department, 
publicized as “The Boys’ Lumber Yard.” At the various yards of the 
company, this department has been fitted out, and advertised by signs, 
and largely by word-of-mouth advertising. Nothing travels faster than 
a good word among boys. 

Nearly half the lumber handled through this department is given 
away. Some is given to institutions, making an easy way of disposing 
of quantities of scrap material. Good lumber is not usually placed in 
this section, which is reserved for leftovers and miscellaneous waste or 
items. Glass containers are also broken up and used here. 
One thing of interest is that veneer can be more successfully handled if 
given to the younger boys—they are less careful in their carpentry and 
need the protection of this wood against splitting. 

The list of small customers has been increased in this manner. It 
must be remembered that such lumber represents dead loss to a yard 
anyway, and any return is pure salvage. Despite these factors, the 
volume of cash-and-carry sales has been increased 20 percent. 

Many teachers come in and secure such supplies for their manual 
training students. In addition, this has resulted in a fair-sized trade 
among other school departments from teachers who want to make special 
cabinets or containers of some sort. Frequently, customers of this class 
are interested in being shown through the mill, and prove later good 
personal boosters for the company. 

The room fitted up for this department is in the main warehouse, 
accessible to the boy customers: It is equipped with deep bins, carefully 
classified according to the kinds or sizes of wood stocked. A log front, 
from some former exhibition booth, was used as a counter. The total 
cost of equipping the department was twenty-five dollars. The cost of 
operation is figured as non-existent, since the customers come in and 
ordinarily are allowed to select their own lumber, so that very little 
selling time is consumed 

Such sales are made at scrap prices, whereas in ordinary cases the 
customer who wants a small piece of lumber must be charged full price 
for a piece cut from good stock, because the piece is frequently ruined 
for some other purpose by being shortened in this manner. 





non-stock 





PERPETUAL Motion.—The lumber yard was a small one, and in a 
poor part of town. The town was a small one, in a —poor- 
land section of the county. Several of the stores were deserted. 
Of course, there was no new building. But there the lumber yard was. 
“How,” asked the visitor in great wonderment, “do you make a go of 
things at all?” Came the reply: “Well, d’ye see that man over there 
by that lumber pile? He works for me, and I can't pay him. In two 
years he gets the yard. Then I work for him until I get it back.” 








REALM OF THE RETAILER 


mae > 
Lancuster, Pa., and the sur- 
rounding country make up one 


of those substantial and opulent 
which a friend of 
agriculture dreams. 


sections of 
American 


The city itself is quite metro- 
politan; a city of sixty or sev- 
enty thousand people with a 
good many industries. But it 


is none the less firmly rooted in 
the great farming country which 
surrounds it. These gently roll- 
ing fields, with perhaps a low 
cloud of blue haze on the hori- 
zon indicating distant hills, are 
unbelievably productive. Every- 
where a person groups of 
solid farm buildings. The barns 
seem to follow a single pattern, 


sees 


with many minor variations; a 
high foundation, with the wall 
on the sheltered side set back 
under the building to make a 
shelter. Usually the yard in 
front of this offset is sur- 


rounded by a protecting wall of 
brick. Most of the 
are of the Pennsylvania 
type with an A-shaped 
roof and wide chimneys at the 
end. Solid buildings and many 
of them 


stone or 
houses 
German 


The Pennsylvania Germans, 
or “Plain People” 

As we have mentioned before 
recently, this county has long 
led the country in the volume 
and diversity of farm prod- 
ucts. doubtless the 
and as we drove 
late summer the big 
were spreading 
Sut 
Grain, cattle, poultry, 
alfalfa and the rest 
story of luxuriant 
This is the country 
“plain people’; the 
Amish and Mennonites and the 
rest. ‘These different sects, 
and those who are familiar with 
them can distinguish them by 
their costumes and the ways in 
which they wear their hair and 
beards. On a Saturday in Lan- 
caster we saw black poke 


its 
Tobacco is 
crop, 
through in 
leaves 


money 


over 
countless 

isn’t all. 
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spread the 
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In the Garden Spot of 
Pennsylvania 





Richest Agricultural County in the United 
States Does Its Stuff —A Widely- 
Known Retailer Sticks Up for Lum- 
ber—A Handsome Village 


The 

wooden 

which is 

the Pennsyl- 
rman countryside 


old 
pump 
typical of 


nets worn by quite a number of 
women; some. elderly, 
youthful and apple cheeked. 
Most of these plain people are 
German or Swiss, and they seem 


some 


to have a magic in making 
things grow; gardens, orchards 
and field crops. They tell me 
that practically every lumber 
yard in the villages hereabouts 
handles feed and grain. They 
tell me also that the county 


has about a quarter of a million 
people and something like fifty 
lumber yards and planing mills. 


A Famous Veteran Still at 


W ork 
The first place the Realm 
called was at the office of the 
B. B. Martin Co. This is the 


yard of one of the famous Penn- 
sylvania retailers, Fred S. Pyfer 
Mr. Pyfer tells me he is in his 





Fred 

S. Pyfer 
president B. B. 
tin Co., Lancaster, 
and L. H. Nolt, 


(left), 
Mar- 
Pa., 


through the new tract when it 
was added. The company has 
bought a big warehouse 

the street; a _ building 
originally designed for storing 
tobacco. Some of the space is 
still sublet for that purpose. 
This building was heated, and 
that suggested its use as a stor- 


also 


across 


age for hardwood flooring and 
the like. 
Mr. Pyfer claims to be an 


“old-fashioned lumberman.” He 
adds with a touch of humor that 
he is a lumberman first and a 
merchant second. At the least, 
he builds his business, first and 
last, around lumber. He be- 
lieves in lumber, not only as a 
splendid building material but 
also as the stuff out of which to 


fabricate a successful business. 
“Lumber,” he says, “sells your 
sidelines. But it isn’t so sure 





A typical Pennsylvania barn, with the shelter formed by setting the 
foundation back 


fiftieth lumberman, 
and all but a brief period of that 
time he has spent in Lancaster. 
Recently he has built a spacious 
office. Some time ago the orig- 
inal yard was expanded by add- 
ing a large tract of ground along 
a main street; and Mr. Pyfer 
has had his eye on this ground 
from the time the first yard 
was laid out. The design was 
made at that time so that the 
alleys could be continued 


year as a 


that sidelines sell your lumber.” 

In any event there is an enor- 
mous stock of lumber in this 4- 
acre plant. The company does 
a certain amount of wholesaling 
to neighboring yards, and it car- 
ries full stocks of all kinds of 


lumber and all patterns and 
grades that are useful in this 
market. For instance, there is 


half a million feet of hardwoods 
of almost every kind, including 
mahogany. We saw great piles 
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of thick 
thicker. 

stock of 
Pinus 


stock up to 16/4 or 
The yard carries a big 
native white pine—the 
strobus of Pennsylvania 
which the State has long 
been famous —considered _ by 
many old carpenters to be the 
best softwood ever produced in 
North America. We saw quan- 


for 





ae 





tities of yellow poplar and even 
some native apple wood. This 
apple wood, it seems, is used in 
making handles. The yard also 
earries big stocks of factory 
flooring in 6/ and 8/4. 


Sidelines to Fill Out Service 

“Since this is a lumber yard, 
all the time,” Mr. Pyfer said, 
“we handle only such sidelines 
as are needed to complete lum- 
ber service. Among these lines 
is a stock of nails. That got 
a start when we bought some 
zine coated shingle nails, so we 


could be sure the shingles we 
sold were properly put on. 
We've added other nails, which 


we sell by the pound or by the 
keg. Our way of handling nails 
in small lots is quite simple. In 
a suitable space near the office 
there are two rows of opened 
kegs with a board top laid on 
each keg. We handle Carey 
roofing, both because it seems 
necessary to have some manu- 
factured roofing and _ because 
this line is well known locally 
and has a reputation for good 
quality. 

“I’m working now to get some 
reasonable provisions into the 
building code of Lancaster, in- 
cluding the use of wood shin- 
gles. Some people wanted to go 
too far in correcting the code; 
and some of the provisions they 
tried to get adopted were not 
fair to other materials. A per- 
son doesn’t get far unless he is 
willing to be fair; otherwise his 
statements become doubted, and 
he loses everything because he 
wanted too much.” 

In this yard there is still one 
horse in service. Some time ago 
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there were twelve. This one 
survivor is used about the yard 
and for short deliveries. Mr. 


pyfer stated with emphasis that 
horses were not completely out- 
moded and that in their own 
particular specialties they were 
the cheapest and most efficient 
delivery power. But of course 
that field is rather limited. 
“This is a rather queer time,” 
Mr. Pyfer said. “Take buying, 
for instance. Most of us buy on 
the record of previous sales. We 
have to have something to go 
py, if we’re to keep stock on 
hand, and previous sales rec- 
ords are usually considered a 
good guide. But all rules are 
makeshifts, and a person some- 
times has to follow his intuition. 
There’s an item that for a long 
time moved at the rate of six 
cars a year. We carried a 
maximum of two cars, and when 
it was sold down to one car we 
ordered another. Some time 
back I ordered a car, and we 
unloaded it. Those two cars of 
stock stayed right there for 
months. No sales at all. Then, 
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of building at that time; and 
they were all advised not to 
build, so they didn’t. Mr. Knight 
says he has heard reports of 
other similar advice by bank- 
ers and bank directors. One 
who doesn’t know the local situ- 
ation can not judge; but on the 
face of it this seems a curious 
thing. If ever a city had the 
appearance of solidity and a se- 
cure future, Lancaster is that 
city. 

Mr. Knight added that one of 


the good merchandising helps 
which have been worked out 
lately is a piece price list. All 


Lancaster yards use it. It is 
printed on a large sheet of paper 
in clear type and is displayed 
prominently. Usually it is un- 
der glass on the order counter. 
Mr. Knight told of some men 
who came in and asked for three 
pieces of fir in rather large di- 
mension. When the price was 
figured out they called it in 
question, asked the price per 
thousand, tried to work it out 
and generally acted like some- 
thing caught under a gate. “I 








ghe B.B. Martin Co. Ine. 
Wie LUMBER ani 


A 





Arun, 


“HNN 





Attractive sign on a well kept lawn calling attention to the wares of the 
B. B. Martin Co., Lancaster, Pa. 


for no clear 
ed; and we 
carloads of 
in two 


reason, sales start- 
delivered that two 
stuff to customers 
weeks. Rules are all 
right, but there are a_ good 
many situations in which they 
don’t work.” 

This company wholesales and 
retails millwork, but it has the 
fewest machines it can get 
along with. Another point in 
which the company sticks to 
selling lumber rather than en- 
tering the manufacturing field. 


Importance of Banker 
Opinion 
E. G. Knight, of the Knight & 
Harrison Lumber Co.,_ stated 


that in his opinion the most 
difficult factor of local business 


Was the attitude of bankers 
toward building. He told of 
three cases of which he had 


direct knowledge. These three 
prospects were ready to build. 
Two had money enough of their 
and the third needed but 
asmall loan. They all consulted 
with bankers, mostly for an 
Opinion about the advisability 


the 
said, 
I had 


had the piece-price list in 
office then,” Mr. Knight 
“but it wasn’t displayed. 
it gotten out at once. Now 
when people make such a re- 
quest I look on the price sheet. 
They look, too. There’s no ar- 
gument. It not only saves ar- 
gument, but it also saves time.” 

Two visits to the yard of G. 
Sener & Sons failed to find Mr. 
Sener in. This is a big plant. 
It has added an attractive dis- 
play, in the form of a large en- 
try to the office. This is glazed 
in, sides and front, and makes 
a combination of display win- 
dow and display room. 


A Long Period of Cheering 
Sales 


J. A. Taylor, of the John D. 
Bogar Lumber Co., gave us the 
cheering information that his 
company was completing a four- 
months’ period of sales that ran 
well ahead of the correspond- 
ing period last year. In fact it 
has been throughout better than 
any single month since the 
golden year of 1929. The only 


trouble is that this period of 
building seems nearing an end, 
without so much in sight in the 
immediate future. 

Dealers in the county, Mr. 
Taylor says, get along together 
quite well. There are the usual 
frictions due largely to the per- 
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remember our mentioning the 
fact that we met C. R. Stauffer 
in the Hagerstown Lumber Co.’s 
plant. This young man, who by 
the way is a Princeton gradu- 
ate, is president of the Lancas- 
ter County association. 

Leola is one of the solid and 











———} 








Novel and attractive office of the Knight 


& Harrison Lumber Co., 


Lancaster, Pa. 


sonalities of a couple of dealers 
here and there, but for the most 
part there is a clear notion that 
slaughtering prices and trying 
figuratively to push each other’s 
face in offers little percentage. 
Perhaps the shrewd and hard- 
headed Pennsylvania German 
element has deflated the delu- 
sions of grandeur involved in 
selling large volumes' below 
cost. Lancaster dealers sell but 
little in the country. There are 
too many country yards; and 
with but four yards in the city, 
there is in normal times a suffi- 
cient trade in Lancaster to keep 
them going. Mr. Taylor re- 
marked that he understood the 


country yards had been having 


a good business. This year is 
seeing an enormous’ tobacco 
crop, though the price is not so 
opulent as the farmers could 
wish. That, we guess, can be 
said of almost any crop. 

With this advance informa- 


attractive 
which one 
part of the 
perhaps 75 
between a 


little villages of 
sees many in this 
State; a place of 
houses, wedged in 
couple of neighbor- 
ing towns. It is a place of fine 
houses and well kept lawns. 
The country comes right up to 
it and in fact mingles with the 
town. When H. M. Stauffer 
started the business 40 years 
ago, Leola was little more than 
a cross roads. In fact in those 
days lumber was a small item 
in the nrogram; and grain, feed 
and coal were the leading lines. 
All ave still handled; but at 
about 1896 the building business 
started to forge ahead and is still 
going strong. The company has 
big coal pockets, equipped with 
modern handling machinery. 
This has long been a pro- 
gressive company, with an in- 


terest in up-to-date methods and 
It added loose-leaf 
the 


advertising. 


ledgers’ before Lancaster 














The John D. Bogar Lumber Co., of Lancaster, Pa., has just completed a 
four months’ period of sales that ran well ahead of the corresponding 
period of last year 


tion about the country yards, 
the Realm was at pains to visit 
one of the good ones near Lan- 
caster. This was the big plant 
of H. M. Stauffer & Son, at the 
village of Leola. Readers may 


banks did; and it put in a Bur- 
roughs bookkeeping machine as 
soon as if not sooner than the 
banks. The company is inter- 
ested in quality materials; and 
when it adds a specialty, such 
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as a line of high grade building 
material, it likes to get the ex- 
clusive agency. Over and over, 
it has found, after advertising 
such a line until it is in demand, 
some competitor near or far tries 
to stock it for the purpose of 
cashing in without cost on the 
Stauffer advertising. The insig-— 
nia of the yard is a parrot; and 


the picture of this bird appears, 


on the warehouses, trucks, sta-~ 
tionery and the like, announc- 
ing that “Stauffer Has It.” 


Buying a Farm for a Yard 
Site 

The vard is a big one and 

covers much ground. There’s an 

interesting story connected with 

this. The company occupied 


Saving 


With grain rotting in the fields 
farmers have become appreciative 
of the merits of silos, but they are 
commonly unable to obtain ready- 
built wood silos from their lum- 
ber dealers or silo manufacturers. 
To meet this need the United 
States Department of Agriculture, 
and commercial concerns, have de- 
signed several types of economical 
silos. A number of these plans 
have been collected by C. F. Mil- 
ler, agricultural engineer of the Na- 
tional Lumber Manufacturers As- 
sociation, for the use of retail lum- 
ber dealers. Three of these are 
illustrated herewith. 


Two Silo Designs 


Silos Nos. 670 and B-921 were 
designed by the dairy division of 
the Bureau of Agricultural Engi- 
neering. They can be quickly 
built of common materials readily 
available from the lumber yard, 
and have certain adaptations which 
make their use economical. The 
staves are made of 2x4 or 2x6 S4S 
square-cornered pieces, and should 
be of uniform width to insure tight 
fit. The first stave erected on the 
foundation should be absolutely 
plumb in all directions and se- 
curely braced at top and bottom to 
other buildings or to stakes firmly 
driven into ground near the silo. 
If the first stave is straight the 
erection of the other staves is easy. 
Hoops and short-length wooden 
cleats form an important part of 
the silos. Complete information on 
these and other types of home- 
made wood silos, with accompany- 
ing bills of materials, may be ob- 
tained by writing the Bureau of 
Agricultural Engineering, United 
States Department of Agriculture, 


r the National Lumber Manufac- 
turers Association, Washington, 
a €. 


Portable Silos 


A temporary and portable type 
which is gaining in popularity has 
been designed by a large manufac- 
turer. It may be rolled up and 
moved as changing locations or 
changing farming methods may re- 


quire. The top group of pictures 
show .this type of silo made of 
snow fencing lined with a water- 


proof building paper. Two, three, 
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leased railroad ground for a 
time, but almost without warn- 


ing the road sold the land. To 
get a new and suitable site Mr. 
Stauffer had to buy a whole 
farm! He used the ground 
needed for the yard, kept the 
farm, improved it and still owns 
it. It stretches away as level 
as a floor and at the time of 
our visit was in crop. 

Between the time of our visit 
and the appearance of this ma- 
terial in print the village will 
have held an Old Home Week 
celebration. Mr. Stauffer, as 
part of his contribution, wrote 
the history of the village. He 
found that very few of the early 
residents of Leola are still here. 
He has seen families come and 


rops With 


or more sections are used one 
above the other for the completed 


silo. Care should be used to make 
the top sections slightly smaller 
ee, 1 Ce 
‘ y 
reinforced paper pr 
an De moved with 
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go, and he has seen the style of 
architecture change. But the 
rich countryside with its great 
crops remains. 

The company operates a plan- 
ing mill which is used chiefly to 
manufacture a stock feeder and 
a brooder house; patented con- 
cerns. We were interested to 
learn that a good many farmers 
are feeding wheat to their hogs. 
To do this successfully it must 
be handled through a feeder, to 
prevent waste. C. R. Stauffer 
told us that with hogs bringing 
8 cents a pound, which was the 
going price at the time of our 
visit, wheat can be made to 
bring $1 a bushel when fed. 

These portables have proved 
a good line. The one difficulty 


November 14, 193; 


is that to equip the shop to pro. 
duce them economically calls for 
sales larger than can be made 
from this one yard; and promo. 
tion costs, to popularize them 
in other yards, are rather heavy, 

C. R. Stauffer, as president of 
the county association, has hag 
much to do with getting the 
Piece-price system adopted. ft 
has been worth the effort, both 
in simplifying sales and ip 
showing some of the doubtfy 
members of the fraternity that 
getting a uniform price is both 
possible and profitable. 

Another son, operating 4 
yard in a neighboring town, igs 
a Lehigh graduate. Higher edv. 
cation evidently has advocates 
in this family. 


Home Made Silos 


and built into 50 linear foot fences, 
about 25 feet of which represents 
solid 1-inch lumber, 4 feet wide. 
About four such lengths stacked 
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around so that each will telescope 
inside of the section below as the 
silage 


settles. The slatted con- 
struction material should be 
stretched by an ordinary’ wire 


stretcher before erection to prevent 
expansion under weight of the si- 
lage. The upper sections of the 
silo are placed after the bottom sec- 
tions are filled. Slats or cribbing 


are usually cut into 4-foot lengths 


Front Elevation 
No. B-o2i 


one on another will give a 16-foot 
high silo of approximately 16 feet 
diameter at the base, capable of en- 
silaging about 50 tons. A number 
of farmers have built these portable 
silos with regular 1x4-inch boards 
running the full height of the silo, 
woven together with heavy wires 
and lined with a waterproof build- 
ing paper. Three or more poles 
set in the ground around the silo 


are used to hold it in position. 

This temporary silo solves the 
problem of the tenant farmer. It 
will save immature crops from 
frost. It may be put up and made 
ready for use on a few hours no- 
tice, and it may be erected and 
filled in the middle of a field, thus 
saving labor of hauling. 


Benefits of Silos 


Mr. Miller gives the following 
facts in favor of the use of silos: 
1. It increases the crop feeding 
value. In the case of corn, this 
is increased from 20 percent to 30 
percent. 
2. It 


crops. 


saves immature, § frost 


3. Takes the place of pastures 
Which are drought stricken. 

4. Provides low-priced green 
winter feeds for dairy production 


when milk prices are highest. 

5. Not necessary to farm as 
many acres and there is a cor- 
responding saving in the cost of 
feeds. 

6. More profits per dairy cow. 
Studies of over 570 Kansas farms 
show ‘that the silo users made 
$19.03 more profit per cow per 
year. 

7. Silos are an aid in econom- 


ical production, which is the sign 
of a well managed farm and im- 
proves the farmer’s credit stand- 
ing. 





Firm Posts Bulletins 
on Local Rainfall 


CAMBRIDGE, NEB., Nov. 9.—Be- 
ing located right in the heart of 
the business district of this city, 
the Cambridge Lumber Co. has 
made a good use of the Zinc In- 
sulated Fence bulletin boards. One 
of these has been attached to the 
corner of the office building, fac- 
ing the main highway that ‘passes 
along the company’s premises, and 
on it is noted from time to time 
the amount of rainfall. Other items 
may be written, but such notations 
as “Rainfall 1.51 inches” has real 
news value to local inhabitants and 
the farmers of the community who 
make it a point to go down to the 
lumber office to get the low-down 
on the weather, 
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Convenient and Strong Corn Crib — 
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Will Be Machinery Shed, Too 


BatrLe Grounb, INp., Nov. 9.—Marcellus 
Hartman, farmer north of town who believes in 
modern methods and the greatest possible ef- 
ficiency on the farm, expects to build an addi- 
tion to his corn crib. He expected to need 
an addition when he built the original, so he 
designed it accordingly, as the accompanying 
illustrations show. When the building is com- 
pleted it will provide ample space for housing 
his corn, a shed on at least one side for ma- 
chinery, and a roofed alley between the two 
nits which if necessary can shelter a load of 
hay in case of a sudden downpour. 

There will be some alterations in the present 
building when the addition is made, because a 
few minor details have shown room for im- 
provement, but more than a year of use has 
shown that in nearly all ways his original cal- 
culations were correct, for the building that 
now stands is strong, efficient and convenient. 

It is 28 feet long and 8 feet wide, 10 feet high 
at the back sloping to a 12-foot height at the 
front, and there is a partition in the center 
which furnishes additional bracing, besides the 
2x4s used only as braces. The concrete floor 
is well made and shows not a crack. The floor 
and foundation were underlaid with a load of 
gravel as a bed, and a 5-to-1 concrete mixture 
was used for both. Three thickness of woven 
wire fencing are imbedded in the floor, separated 
from each other and from the bottom of the 
concrete, and of course nowhere exposed to the 
surface; it is to this that Mr. Hartman attrib- 
utes the lack of those cracks which are so 
often a source of annoyance in cribs. 

On the foundation Douglas fir 2x6s are laid 
as sills, with a quarter-inch of air space to 
allow water to drain off. The first two pieces 
of 1x6-inch straight siding (northern white 
pine) are nailed edge to edge, to keep out rats 
and other rodents, but Mr. Hartman finds that 
two are not enough, so on the next unit the 
first three boards will be so nailed. Also, Mr. 
Hartman assured the writer, the next time he 
will use Douglas fir bevel siding, at least on 
the exposed portions of the walls. He is con- 
sidering removing the present siding from the 
ends and putting it on the two inner walls 
where it will not be so exposed to the weather. 

The doors are of a construction that has be- 
come quite popular, a cased opening that is 
closed by loose boards. The lower boards are 
vertical, edge to edge, but above waist height 
the boards are set at an angle, as one of the 
illustrations shows, so that the doorway may 
be closed entirely or as many boards as de- 
sired may be removed one at a time. They are 
several inches apart, but because of the angle 





at which they are set there is no danger of any 
of the corn dropping between them. 

When the new unit is built it will be, except 
for the items mentioned, just like this one, but 
reversed, and the two units will be 12 feet apart. 
The intervening space will be roofed and will, 
as before mentioned, provide a place of refuge 
for some luckless load of hay in time of storm. 
On the north side of the present unit the roof 
will be extended to make a shed 10 feet wide 
and 28 feet long to protect the manure spreader 
against the elements. This, Mr. Hartman said, 
is one of the hardest pieces of machinery to 
house that a farm has, because of its length and 
shape. It is possible that on the east side of 
the new unit a similar shed will be built for 
other machinery, for the farmer realizes how 
important it is to keep expensive equipment 
sheltered from the elements. 

Mr. Hartman was not certain as to just when 
he will get to build the addition to the corn 
crib, but it will be done this fall. He will 
have something definite on which to plan, for 
the present crib cost him $108.53 for lumber 
and cement, his records show. When he builds, 
he will build right, according to the best plan 
of construction he can find, for he believes in 
quality of farm plant. When the State told him 
that he would have to build a milk-house by 
Oct. 1, he built a good one. He designed the 
barn he is using, and the carpenters who came 
to frame it told him it was the most solid barn 
they had ever worked on. His fine livestock 
has access at all times to fresh water, and by 
shifting gates in his barn yard he can turn the 
hogs or cattle or horses into any pasture on 
his farm. Every fence is hog-tight, and all 
corner posts except one are set in concrete, 
keeping the fences always tight. In the barn 
yard concrete floors are laid where that is 
advisable. 

To this man farming is a business, one that 
demands thought and care, instead of just an 
accident. He likes farming, and, it was appar- 
ent to a visiting representative of the AMER- 
ICAN LUMBERMAN, he will give his best to it. 
He reads his trade papers—the farm journals— 
and he looks over the bulletins that he gets 
from retail lumbermen and others, telling him 
of ways to better his equipment for more profit 
from his farm. He will take the time and 
spend the money to attend the International 
Livestock Show at Chicago this winter, be- 
cause it will benefit him, much the same as 
he takes the time to milk the cows or to plow 
the back forty. It is part of his business. 

His children have the same keep-up-with-the- 
times view of the farming business. Miss Irma 

Hartman a few years 

— ago took first prize in 

a Four H Club contest 
and was awarded a 
trip to the International 
in Chicago, taking part 
in that big parade of 
youth which is an out- 
standing and inspiring 
feature of the big show. 
John Hartman will fin- 
ish high school next 
spring, and then prob- 
ably will go on to col- 
lege, for on the farm, 
as in the city, the num- 
ber of college graduates 
is increasing steadily, 
and the young man who 
has not the college edu- 








Another corn crib just like this, but reversed, will be built to the 
right, leaving a 12-foot alley which will be roofed, similar to many 
lumber *heds. On the left side an extension for a machinery shed 

will be built 


cation has to compete, 
with his products in the 
farm market, with the 
young man who has that 
education. This young 
farmer realizes that, 
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Marcellus Hartman, Indiana farmer, shows how 

loose boards in the doorway of a corn crib, 

placed like this, give access to the grain no 

matter how full the building, but allow no 
corn to drop out 


There are many others like Mr. Hartman 
in this country today. They are the farmers 
who are the lumbermen’s really good customers. 
But such a farmer will weigh, on the scales of 
his own broad experience, what the lumber 
dealer tells him, and tries to sell him, and it 
must have the qualities which the farmer’s com- 
mon sense demands. If it be possible to make 
farming pay, with commodity prices at the 
levels they are or may happen to be at any 
given time, such a farmer will make it pay. 





History Repeats Itself 


LaureL, Miss., Nov. 9.—A quotation from 
the Oct. 10, 1857, issue of Harper’s Weekly, 
printed in the United Business Service Bulle- 
tin of Oct. 10, 1931, has attracted considerable 
attention among business men, and especially 
lumbermen. D. W. Winn, sales manager of 
Eastman, Gardiner & Co., was so impressed with 
it that he made it the subject of a special bul- 
letin to his salesmen. This extract, printed in 
Paul Talbot’s “Ye Back Yarde” column of the 
United Business Service Bulletin, was as fol- 
lows: 

It is a gloomy moment in history. Not for 
many years—not in the lifetime of most men 
who read this paper—has there been so much 
grave and deep apprehension. In our own 
country there is universal commercial pros- 
tration, and thousands of our poorest fellow: 
citizens are turned out against the approach- 
ing winter without employment. 

In France the political caldron seethes and 
bubbles with uncertainty. Russia hangs like 
a cloud dark and silent upon the horizon of 
Europe; while all the energies, resources and 
influences of the British Empire are sorely 
tried, and are yet to be tried more sorely, in 
coping with the vast and deadly Indian situa- 
tion, and with disturbed relations in China. 

Of our own troubles no man can see the 
end. If we are only to lose money, and thus 
by painful poverty to be taught wisdom, no 
man need seriously despair. Yet the very 
haste to be rich, which is the occasion of 
this widespread calamity, has also tended to 
destroy the moral forces with which we are 
to resist and subdue the calamity. 


Concerning this extract Mr. Talbot made 
only this brief comment: “Seventy-four years 
ago, to the day—the greatest period of mate- 
rial advancement in all history—but human na- 
ture hasn’t changed much, has it?” 
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Retailers’ Round 








Makes Specialty of Supplying 
Needs of Schools 


The lumber firm of Kilpatrick Brothers, 
Oklahoma City, Okla., has worked up quite a 
bit of business in the way of supplying lumber 
for use of manual training departments of 
schools and colleges, not only in Oklahoma City 
but also in other towns within its territory. In 
fact, the Kilpatrick firm has been so successful 
in making itself known as the source of supply 
for these materials that it has no rivals in this 
field. 

This trade has been developed, first, by al- 
ways having on hand woods of the many kinds 








Oklahoma City, Okla.,” with the usual state- 
ment that “postage will be paid by the 
addressee,” while the back of each card reads 
as follows: 

0 ES eee er er | eee 
Kilpatrick Brothers, 
Manual Training Materials Headquarters, 
Oklahoma City, Oklahoma 


Please ship us at once via....... the following 

EE Vike ae caine oh eee alee ee a aa 
REE 25.5. e/a a. kd Hide ear OG ae ee eRe 
Reh oie oe coe sama wane an 0 ee 


The last page, or back flap, of the book of 
postcards is perforated with a round hole and 
bears the legend: “Hang me in a handy place,” 
beneath which is the firm’s name and address, 
followed by the line, “Headquarters for manual 
training materials,” and below that appears the 
list of materials handled. 

While some dealers may feel that it would 
not pay them to bother with the relatively small 











A serviceable type of foundation for lumber 
The blocks, which are 6 
inches long and 5\% inches wide, cut to meas- 


piles is here shown. 


ure from 4x6 stock, are set 14 inches apart on 
2x6 laid on the concrete. The blocks support 
two pieces of 2x6 laid, with joints broken, one 
on top of the other. On these the lumber is 
piled. This construction permits much better 
circulation of air under the piles than if the 
foundation were built up of solid concrete all 
the way 





needed for the work of the manual training de- 
partments; and, second, by keeping the firm 
name before all the schools and making it easy 
and convenient to send in orders for whatever 
woods may be needed. 

As to the first factor, it is necessary only to 
say that the firm’s printed list of manual train- 
ing materials includes the following: Red gum, 
white oak, sap gum, red oak, bataan mahogany, 
lamao mahogany, holly, maple, quartered white 
oak, northern birch, black walnut, white ash, 
pecky cypress, yellow cypress, red cypress, clear 
hickory, red cedar, bird’s-eye maple, sycamore, 
white pine, yellow pine, hardwoods, furniture 
squares and panels. 

In order to make it convenient for the 
teachers, or purchasing agents of the schools, 
to order supplies as needed, Kilpatrick Brothers 
have devised a clever booklet, containing five 
business reply postcards requiring no postage 
by the sender, which cards are all bound to 
gether but easily detached by tearing along a 
perforated line. 

The face of each postcard bears the address, 
“Kilpatrick Brothers, 820 West Fourth St., 





Better be a cottage owner than a 
castle tenant.—Build a home. 





orders sent in by the schools, nevertheless, once 
established it is a steady source of business, and 
results in contacts that often lead to business 
outside of the educational field. Besides that, 
there is the element of creating good will by effi- 
ciently serving a community need. 

Anyway, Kilpatrick Brothers are proud to be 
known as “Headquarters for manual training 
materials,” and as has been indicated in this 
story, they have given some thought and time 
to developing this trade and systematizing the 
ordering of materials by the schools, through 
the use of the booklet of postcard order forms 
here described. 

The last card in the booklet, by the way, bears 
a “P. S.” reading, “We are out of order cards—- 
please rush a new supply.” Thus this sys- 
tem of ordering, with its convenience for busy 
teachers or school officials, is made self- 
perpetuating. 


$3.65. 50 
than a tot 
how to obt 
inside the 
S crushed ro 
lable |= 
Eis solved 
S brings his 
or two. 


By puri 
lumber co 
Rights of the Retailer and 
the Manufacturer 


As a subject of sufficient interest to warray 
discussion at the forthcoming conventions of ge 
tailers, John J. Rogers, president Twin Oak 
Lumber Co., Eugene, Ore., suggests a “thorough 
analysis of what the rights of the retailer am 
and what rights the manufacturer has in th 
distribution of lumber to the consumer trade” 

In these days, Mr. Rogers continues, whe 
business is at low ebb, there should be @. 
operation between retailers and manufage. 
turers, and this will always be impossible 
if they do not respect one another's rights 
These rights should be clearly defined. 

Proper distribution of lumber to the cop. 
sumer trade as viewed by a retailer, ani 
the same subject analyzed by a manufacturer 
would open up a lively, wholesome discus. 
sion from which a mutually satisfactory up. 








peer 

beg 

er. 

——— 

- 4 
“eaige™ 


one 


derstanding could eventually be reached a 
Without teamwork between retailers ani® use 
manufacturers, and with no regard on thf 

part of many manufacturers for the rights) 


of the retail distributer, a genuine harm jsf but also 


done the entire industry. of the he 

I am inclined to think that western re. a net pr 
tailers, especially, would heartily approve rial is sé 
and welcome a thorough analysis’ and dis-§ . | 
cussion of their proper part in the retail 4 we * 





charge. 
pay cash 


distribution of lumber. 


Lumber Dealer Makes Nice 


New 

Profit Handling Gravel There 

H. F. Colman, proprietor of the Amatexp, o Chic: 
Lumber Co., of Montebello, Calif., finds that a) Homes. 
nice profit may be made by handling gravel, or The B 
crushed stone, through his yard, though it isf Blanche 
primarily designed as an accommodation to th— "0™° . 
customers. lg ter 


and incl 


The prevailing situation in the community is livided 
cdividec 


such that the gravel companies decline to de 


liver a ton of gravel to customers without 3 p agg 
cartage charge of $2, which, when added top ‘ Pi 
the price of the material ($1.65 a ton) make} Suche 

ing cot 








This Week’s Timely Tip 


gaged i 


IN 


Incre 

Watch Out For This Racket ! a 

O. H. Burns, manager of the Swanson Lumber Co., West Plains, a 
Mo., had an experience the afternoon of Nov. 3 which should act as Depart 
a warning to lumber yard managers throughout the country. A well This 
dressed man stepped into the office and inquired about some “boards,” peso 
and was taken out into the yard to inspect the lumber. He selected out of 
several pieces, and said he guessed he could fasten them on the side craft | 
of his car, and would drive around in about twenty minutes. That ag 
was the last seen of him, but when Mr. Burns tried to balance his cash and in 
before closing up that evening he found it was $107 short. He feels The 
certain that the ostensible customer was working with a partner mpl 
whose role was to step in and rob the office when the person in charge trades 
could be got out in the yard, and that they may be systematically ting w 
working lumber yards in this manner. It is a good idea to see that a . 
the cash is safe before stepping out in the yard with anyone in these “*V 
days of all kinds of “rackets.” - 10 
ocun 

iesten 
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s, whe with push cart loaded 
a with lumber, storm sash, 
possibk tool chest and trestle— 

rights a complete repair shop 
ed. on wheels 
he con. 
ler, and 
‘acturer E 
discus. § and on top of that his 
‘Ory Un-§ tool chest, while across 
reached the ends of the lumber 
rs anc : 
on & is straddled the ever- 
> rights handy trestle, or saw- 
harm ish but also a 40 percent discount, which takes care horse. His load, besides the lumber, includes 
of the handling costs and a little more, so that two pair of glazed storm sash destined for some 
ern re-§ a net profit of $1.35 is assured when the mate- job on his list for the day. 
approve rial is sold at the rate of $3 a ton, or 65 cents This man has made a great many similar 
es dis-§ ton less than the gravel companies would trips during the year. He rolls his push cart 
“*) charge. In nine cases out of ten the customers all over town on his way to small repair jobs, 
pay cash and carry the gravel away themselves. and to some larger ones. 
a 7 The special significance of the picture is that 
lice it shows one of the “privates” in the big army 
New Book on Better Homes of contractors, carpenters and handy men who 
>| are keeping things in repair, and who thereby 
. There has just been issued by the University are making a market for, in the aggregate, an 
Amatext of Chicago Press in co-operation with Better immense amount of lumber and other building 
ls that 2) Homes in America a 781 page book entitled materials during the course of a year. Some of 
ravel. orf “The Better Homes Manual.” It is edited by them drive battered old Fords, or even small 
ch it s@ Blanche Halbert and is one of the home eco- trucks, while others, like Mr. Brown of Park 
n to the "omic series published by the university. It Ridge, may push a cart, but they all get the 
‘fis an ideal volume for one who has the time lumber from the yard to the job, and into con- 
wunity is 2nd inclination to peruse its contents which are sumption, which is the thing that counts. 

ste a divided into three parts: First, the require- More power to the carpenters and handy men 
ithout 24) ments for a good home, covering selection of who are “drumming up” small repair jobs in 

dded tof Site, plans, and materials entering into its con- these days, and may their tribe increase. 

) make} struction; second, progress in improving hous- meeteeeneees 
ing conditions; and, third, organizations en- 
oc10e : mo - > 3 - re > - bd 
——— | gaged in housing and home improvement work. Planned for Efficiency 
a Moscow, IDAHO, Nov. 9.—Of rather unusual 
New Booklet on You Can design and appearance is the new building ma- 
" terial store of the Madison Lumber & Mill Co., 
Make It for Profit at this place, completed and occupied several 
Increased calls for small bills of lumber from ™onths ago. —_ 
local vetaiiere should seeelt foam Getstbation rhe space between the building and sidewalk 
of one of the Government's latest booklets, “You _as_been landscaped with grass and shrubbery. 

' |p Can Make It For Profit,” published by_ the On the ground floor of the main structure are 
‘ \— National Committee on Wood Utilization of the located the office and display room. The stor- 

iS IB Department of Commerce. age shed at the left of the office has a display 

1] This booklet pictures and describes the con- window extending almost the entire width of 

” struction of more than 100 articles of furniture, 

d |— ornamentation and for play purposes to be made 

: out of wood. It is a guide for planning handi- 

le \— craft projects and a handbook for the hobbyist 7 

it or handy man. It is, at the same time, a text LO 

h book suitable for manual training, vocational ee 

and industrial schools. ae tat Ve 

Is The book caters to the individual needs rather Tue 

r than to the demand for articles manufactured RR ae 

on a mass production scale. Such articles as genes 4 WiLL wenrany © 

e trucks for carrying ash cans, creepers for get- 

y ting under automobiles, guinea pig hutches, wall 

it | tool cabinets and the like are included in its 

| lists. 

ie “You Can Make It For Profit” is obtainable 

at 10 cents a copy from the Superintendent of 
Documents, Government Printing Office, Wash- 
ington, D. C. Lumber dealers desiring to pro- 

———— ‘ure quantity lots for distribution among cus- 
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So many small home owners want less 
a ton that they are in a quandary as to 
how to obtain it. But in the Amatex yard just 
yside the gate are two large bins filled with 
crushed r ck, Passersby may see it; customers 
Si, the yard may see it. Result: the problem 
bi; solved for the small user, who frequently 
| brings his own conveyance to haul away a sack 
or two. , 7 ii » 

By purchasing in quantities of 20 tons the 
S jumber company not only obtains free delivery, 


$3.69. 
than 


AMERICAN 


tomers can obtain special quotations from the 
National Committee on Wood Utilization, 
United States Department of Commerce. 





A Carpenter Shop on Wheels 


This photograph, snapped on one of the 
streets of Park Ridge, Ill., a suburb of Chi- 
cago, tells a story that is both significant and 
cheering. It shows W. G. Brown, a small con- 

tractor and “fix-it” man 










Ls 





of that community, on 
his way to a job with 
his pushcart, a small 
jag of lumber thereon 





W. G. Brown, a small 
contractor of Park 
Ridge, Ill., is seen on 
his way to a repair job, 





































LUMBERMAN 


37 


the building, and 6 feet deep, with provision for 
flood-lighting at night. 

A 6-foot stairway leads from the office to 
the floor above, which is used for storing fin- 
ish lumber, flooring, insulation etc. 

The exterior walls of the building are of gal- 
vanized corrugated metal siding. The struc- 
ture was designed by Harlow Hudson, a stu- 
dent in architecture at the University of Ore- 
gon and a son-in-law of I. G. Kjoness, presi- 
dent of the line-yard concern, general office of 
which is located at Lewiston, Idaho. 


Finds Fencing Profitable Line 


The experience of the J. H. Patterson Co., 
lumber and material dealer at Rockford, IIl., in 
the merchandising of wire fencing is a strong 
testimonial to the additional volume and profit 
that may be secured by a live lumber concern 
through the stocking of a line of high grade 
fencing. Asked concerning this line, G. G. Pat- 
terson, of the above company, stated that fenc- 
ing made by the American Steel & Wire Co. is 
stocked in six of the company’s yards. 

“We have always considered this a profitable 
line, and do a nice volume of business with 
it,’ said Mr. Patterson, “These six yards are 
mainly farmer yards, and this line fits in very 
nicely with our lumber and building materials. 
The sale of wire naturally carries along with 
it the sale of wood posts and steel posts, to- 
gether with staples, fence fasteners, concrete 
for corner and end posts etc., all of these items 
contributing to the volume and profits of the 
yards.” 








Home Insulation Featured in 
New Booklet 


A booklet which discusses “House Insula- 
tion; Its Economies and Application,” has just 
been published for the benefit of home builders 
and home owners by the National Committee 
on Wood Utilization of the United States De- 
partment of Commerce. This booklet explains 
the reasons for the use of insulating material 
in keeping heat, cold and sound in or out of 
the home and its several rooms as may be de- 
sired. It also gives practical methods of install- 
ing such material and discusses the desirable 
weights, qualities and thicknesses of satisfactory 
insulating material. 

A foreword explains that the booklet was 
published in response to a need on the part of 
home owners and prospective home owners for 
more and authentic knowledge on the economies 
and advantages involved in the proper use of 
insulating material for home construction. It 
points out that the function of the committee 
is to further efficient’ wood-using practices, and 
that while some insulating material is made 
from other than wood, much of it is a product 
of wood fiber. 

This booklet is obtainable at 10 cents a copy 
from the Superintendent of Documents, Gov- 
ernment Printing Office, Washington, D. C. 
Lumber dealers desiring to obtain quantity lots 
for distribution to customers can obtain special 
quotations from the National Committee on 
Wood Utilization, Department of Commerce. 












Showing front of new building of the Mad ison Lumber & Mill Co., Moscow, Idaho 
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Teamwork—On the Gridiron and in Business 


The accompanying photograph is not repro- 
duced as a sports news picture, for the grid 
battle of which this was an incident was fought 
a year ago; but rather as an example of per- 
fect teamwork, of the sort that spells victory 
for any sales organization good enough to attain 
an equal degree of co-ordination. 

In other words, the picture carries the lesson 
of success through co-operation, for which rea- 
son large copies of the original photograph, 
measuring 10 inches wide by 6 inches high, were 
recently sent by J. F. Donahue, president South 
Bend Lumber Co., South Bend, Ind., to all 
members of the sales forces of that company 
and its associated organizations. 

With each photograph went a letter signed 
by President Donahue, under date of Nov. 7, 
which letter because of its interest to football 
fans—which includes about everybody—and the 
lesson of teamwork which is emphasized therein, 
is here reproduced: 

I am enclosing you a picture which I want 
you to preserve. t 
is a picture with a — 
story connected with 
it that would delight 
the heart of any en- 
thusiastic sales man- 
ager. It concerns a 
man and an organiza- 
tion of 33 other men 
whom you and I knew 
—Knute Rockne and 
the Notre Dame foot- 
ball team of 1930. 
Those of you who are 
ambitious and deter- 
mined will get from 
this picture a great 


Nearing the close of the 1930 football sea- 
son, Knute Rockne, somewhat broken in 
health but still determined and resourceful, 
had yet to lose a single game. The only 
thing that stood in the path of national 
championship was the University of South- 
ern California, lauded by sports writers as 
the greatest team in their history and sure 
to defeat Notre Dame. In the face of this, 
“Jumping Joe” Savoldi, who had been made 
famous through Knute Rockne, was dis- 
missed from school a few days prior to the 
time that the team was to leave for Cali- 
fornia. Mullins, another fullback, was in- 
jured, but Rockne, great general that he was, 
spent his time on the train devising a way 
to defeat his opponents. 

At Phoenix, Ariz., where the train stopped 
for practice, Rockne converted Bucky O’Con- 
nor, a substitute halfback, into a first-string 
fullback. The odds in California were 2 to 1 
on California. It seemed that with the loss 
of both Savoldi and Mullins there wasn’t a 
chance for Notre Dame. Aside from making 








lesson. To others = 
more adolescent, it 
will be just another 
picture. 


“The Perfect Play”: A thrilling example of the fighting spirit and teamwork that win victories, 


on the gridiron and in business 


a fullback out of O'Connor, Rockne talky 
to his men and imbued them thoroughly wig 
the idea that if each one of them would & 
his duty, which in football language Meany 
for each one to take care of his Opponent 
properly, Notre Dame still had a chance to 
win. You remember the outcome of thy 
game. Notre Dame won 27 to 0. 

Shortly after the start of the game, Buck 
O'Connor, the substitute halfback, broke log 
for an eighty yard run, That is why I senj 
you this picture of what Rockne called “Ty, 
Perfect Play.” Note how O'Connor is abgp. 
lutely free because each one of the oppo 
ents is being perfectly blocked out by 4 
Notre Dame man. As one South Bend wy 
remarked who saw the game, “O’Conno 
could have stopped and picked a few daisigs 
on the way and still made the touchdown” 
I don’t know of any better illustration of 
organization and co-ordination than this Die. 
ture. 

It is proof to me beyond all question that 
any organization, regardless of condi. 
tions, if they hay 
the determination 
and if each one wil 
do his duty per. 
fectly, that organiza. 
tion is bound to Zo 
ahead. That’s _ the 
kind of an organiza. 
tion we want to buili 
for the South Beni 
Lumber Co. We be. 
lieve that you will 
enjoy being a mem. 
ber of such an or. 
ganization and _ that 
any glory we might 
have in being sue. 
cessful will be your 
glory also. 










Training Young Men in Retail Merchandising 


Houston, Tex., Nov. 9.—Believing that the 
future of the retail lumber and building mate- 
rial business will depend largely upon well 
trained and thoroughly informed young men, 
who have a complete knowledge of all the funda- 
mentals of merchandising and in addition are 
well posted as to the origin and manufacture 
of the materials they sell, the Lumbermen’s 
Association of Texas is embarking upon a con- 
tructive program that should be far reaching in 
its results, 

In conjunction with the Texas Hardware & 
Implement Dealers’ Association, the lumber- 
men’s association is co-operating with the 
Texas Agricultural & Mechanical College in 
making possible a course of study in that 
institution for young men who wish to train 
themselves for this kind of retail merchandis- 
ing. 

A. & M. College heads, realizing that to be 
of the greatest value to the students this course 
should cover more than a theoretical training, 
invited representatives of the two associations 
to sit in with them and prepare a course of 
study for the four years in college that would 
adequately prepare the students for their busi- 
ness life. At preliminary conferences held last 
spring the retail lumbermen were represented 
by I. B. McFarland, general manager of the 
Temple Lumber Co., of Houston, president, and 
R. G. Hyett, secretary of the Lumbermen’s As- 
sociation of Texas; J. W. Rockwell, Rockwell 
Bros. Co., of Houston, former president of the 
association; and R. P. Jeter, of Cameron, a di- 
rector of the association. There were present 
officials of the hardware and implement asso- 
ciation and members of the college faculty. At 
these sessions problems of the retail lumber and 
hardware dealers were analyzed, the relation 
of the college to Texas industries and business 
was discussed and the possibilities of the col- 
lege to provide adequate schooling and train- 


ing for men who expect to enter the retail hard- 
ware or lumber business were reviewed. 

The need for such trained men was unani- 
mously conceded. The statement was made 
that competition in business is not likely to be- 
come less severe and that solution of the mer- 
chandising problems of the future will require 
the best efforts of thoroughly trained men. 

It was felt that the training of these men 
would be much more effective if summer em- 
ployment were provided for these students in 
the lumber, hardware and implement business, 
and the group decided to make every effort to 
provide the employment that would give these 
young men a backing for their college educa- 
tion of real, practical experience. 

As a result of this conference, the college 
heads have worked out a four years’ course 
that will include banking; credit; corporation 
finance; business law; insurance; transporta- 





[Sales-o-gram No. 95] 


CLIP IT 


You see in a paper or magazine some 
clever modernizing idea. Clip it and send 
it to a customer who might be persuaded 
to do something along that line. You see 
a good Scotch story, send it to your 
"Scotty" friend who enjoys collecting 
them. You note a bit of information which 
might be of value to one of your contractor 
friends; and so on, down the line. Read 
newspapers and trade journals with your 
customers in mind, and you can inexpen- 
sively gain a lot of gratitude, and inci- 
dentally some extra business. 


tion: wholesale and retail merchandising; 
market analysis; business letter writing ; adver- 
tising; salesmanship; principles of accounting; 
study of commercial paper and commercial 
practices; collection and use of statistics; farm 
machinery; automotive machinery; terracing 
and draining ; farm buildings. 

In connection with this course, the college 
authorities asked that an advisory council be 
provided by the associations interested to assist 
in making it a success. One of the duties of 
this council will be to arrange for practical 
lumbermen and hardware dealers to talk to the 
students from time to time and counsel with 
them. On this council will be one representa 
tive of the Lumbermen’s Association of Texas, 
one representaive of the line yards and one 
representative of the lumber manufacturers. A 
similar group will represent the hardware ané 
implement dealers, and the secretaries of the 
two associations are ex-officio members of the 
council, 

Practical training in the stores, yards and 
mills is to be provided by giving employment 
to the students during the summer vacations 
following their sophomore and junior years i 
college. 

President I. B. McFarland, of the Lumber- 
men’s Association of Texas, already has had this 
question up with dealers and manufacturers and 
is meeting with a favorable response. His own 
concern will give employment to some of these 
students in its retail yards and in its mills. 
Lumbermen are being asked to assist in mak- 
ing this course a success by recommending tt 
and securing students. Mr. McFarland is one 


of the first lumbermen selected to visit the class 
at College Station and confer with the students 
and he will make his first visit for that pur- 
pose some time this month. He is tremendously 
interested in this program and believes that this 
Continued on page 41) 
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(Continued from Page 38) 

training of young men especially for the retail 
jumber and building material business will mean 
much for the perpetuity and the prosperity of 
that business in the future. 





Point to Encouraging Signs 


Houston, TEx., Nov. 9.—While realizing 
that the country has been experiencing one of 
the worst depressions in its history and deplor- 
ing the fact that the lumber industry seemingly 
has suffered more severely than any other of 
the country’s basic industries, officials of the 
Wier Long Leaf Lumber Co. believe that there 
are numerous encouraging signs that indicate 
a turn for the better and are looking forward 
to a distinct improvement in the near future. 
In this connection, in a letter sent to the sales- 
men of that company, E. E.: Hall, sales man- 
ager, said: 

Wheat has advanced almost 30 cents a 
bushel from the low point and there has been 
some advance in cotton, as well as in stocks 
and bonds. In the press are reports of many 
encouraging things happening and we believe 
that very shortly the price of lumber will 
begin to advance. While the mills have a 
surplus of lumber on hand, it is composed of 


New Heating 


Transformation of the basement of an old 
house by installation of clean, modern oil or 
gas burning equipment is naturally followed 
by the remodeling of the space thus made 
available, it has been pointed out in a recent 
announcement to the retail lumber trade by 
one of the leading manufacturers of such 
equipment. The retailer has had lots of prof- 
itable business from similarly transforming at- 
tics, through the use of wallboard. In making 
new basement quarters attractive and livable, 
joist and flooring, insulation, wallboard or ply- 
wood, new sash and door frames, as well as 
built-in furniture and trim, all play their useful 
parts. Improvements in other parts of the 
home frequently follow, says this manufacturer, 
and before the remodeling thus started has 
been completed, the retail lumberman has sold 
a nice bill of materials. 


Retailer Is Logical Distributer 


This manufacturer—one of the oldest and 
most reliable manufacturers of oil or gas burn- 
ing equipment—decided that the retail lum- 
berman is the merchant in the most powerful 
strategic position to sell such equipment. The 
modern lumber store is the place where people 
would expect to find it on exhibit, and in fact 
some retailers are already displaying it. Auto- 
matic heating completes the picture of the mod- 
ern home. It provides a strong approach to 
remodeling sales, in a door-to-door canvass by 
salesmen, through an inquiry as to heating 
satisfaction. The retail lumberman has of 
course other entering wedges for starting re- 
modeling through the sale of oil burning equip- 
ment. Every one of his coal customers is a 
prospect for modern automatic heating, and so 
is everyone attracted into his showrooms by 
advertising or displays of other modern con- 
veniences. The lumber retailer has lots of 
opportunity to sell it, this manufacturer as- 
serts, opportunities on which he should cash 
in, with confidence that sales of other ma- 
terials will surely follow. 


Public Desires Automatic Heat 


Automatically stoked coal with economy 
provides a great measure of convenience, and 
Strong reasons can be advanced why oil or gas 
burning equipment should be installed. It pro- 
vides uniform, healthful heat, quietly and ef- 
ficiently, without requiring any attention—and 
in fact is the basis for a new and higher stand- 
ard of home enjoyment. Home buyers appre- 
Ciate the opportunity to have such heating equip- 
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items that are not moving, A large number 
of the best items are very low and a little 
buying would cause them to become scarce. 
This surplus, however, amounts to very little 
when compared to the reduction that has been 
made in yard and industrial stocks. This re- 
duction amounts to practically 28 percent, the 
larger part of it occurring during the first 
six months of this year. From now on there 
will be more lumber bought from the mills 
for the same amount of building because of 
the fact that the yards will not be able to 
supply it out of their stocks. Also a little 
increased business will make it necessary for 
a large number of yards to increase their 
stocks. 

As you know, low grade lumber has been 
easier to sell for the last two years than 
higher grades. We believe there will shortly 
be a reaction against this and the higher 
grades will come into demand, as well as a 
better quality of lumber. 


Mr. Hall then reminds the salesmen that the 
Wier Long Leaf Lumber Co. not only is ship- 
ping virgin longleaf lumber, but will be in 
position to do so for many years to come, thus 
controverting the statements sometimes made 
that virgin longleaf yellow pine lumber is no 
longer easily to be obtained. 

This company is one of the outstanding pro- 
ducers of longleaf yellow pine and has an en- 
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viable reputation for the quality of its product 
and its ability to serve the trade. 





New Railroad Developments 
in the West 


PorTLAND, OrE., Nov. 7.—Next Tuesday at 
noon the Great Northern will connect with the 
Western Pacific at Bieber, Calif., and thus pro- 
vide another direct line between Portland and 
San Francisco. 

A. L. Raught, jr., manager of the Longview 
division of the Weyerhaeuser Timber Co., spoke 
on behalf of the Longview Chamber of Com- 
merce at the ceremonies that marked the entry 
Tuesday of the first train of the Chicago, Mil- 
waukee, St. Paul & Pacific line at Longview. 
The road will establish water connections at 
Longview. 

The Spokane, Portland & Seattle Co. has 
entered into contract for purchase, from the 
Charles R. McCormick Lumber Co., of the St. 
Helens dock and terminal, and the deal is now 
awaiting approval from the Interstate Com- 
merce Commission. This change of ownership 
will eliminate switching charge for local indus- 
tries, and make St. Helens a shipping terminal 
for routings from the Willamette Valley. 


System Stimulates Remodeling 


ment included and financed as part of their 
new homes. Oil or gas equipment needs to be 
planned as part of the home, for it saves the 
storage space that would be needed for other 
fuel, and, as it is clean heat, makes the base- 
ment available for recreation and play rooms 
or for study or den—adds a complete new floor 
to the house. And such planning for the utili- 
zation of space is part of the retail lumber 
dealer’s function. 


Convenient Heating Has Sales Appeal 


Many such retailers have “gone modern” on 
heating equipment. They have found, as have 
all interested in the production or distribution 
of coal, that it has to considerable extent been 





[Sales-o-gram No. 96] 


LAYOUT 


The smart department store strategist 
plans his store layout so that customers 
freely circulate about the store and so that 
attractive displays induce the customer 
shopping for one thing to notice others. 
Perhaps there is a point concerning yard 
layout in all this. Perhaps there can be 
more thought given to inducing a customer 
to get a good impression of a comprehen- 
sive stock in all departments even if pri- 
marily buying one thing, by a layout plan 
which will make it easy to note the others. 
Of course, it is not as easy to get a cus- 
tomer to walk a block through a long ware- 
house or yard as through a department 
store, but more "circulation" might be de- 
veloped than is usually the case if the mat- 
ter were considered of enough importance 
for thorough planning. 





displaced because of the fact that through 
using oil or gas their customers can free them- 
selves from all the daily chores connected with 
stoking, regulating and cleaning, and be sure 
at all times of equable heat and comfort. Others 
have found that through stokers and tempera- 
ture regulators they can furnish the desired 
automatic heat with coal. Its convenience fre- 


quently wins oil or gas preference when equip- 
ment for a new home is being considered, and 
a retail merchandiser who seeks profits will 
always put himself in line with his customer’s 
preference, whether it is for automatically 
stoked coal or oil or gas. 


Insulating Fits in With Heating 


Storm windows, weather strips, building 
paper and insulating materials are logical lines 
for the retailer. One of the chief reasons the 
home builder has for installing them is to 
obtain a comfortable home temperature at the 
lowest possible fuel cost, and even fuel itself 
has been long handled by retail’ lumbermen 
during the winter months. In most communi- 
ties. in fact, the lumberman is expected to sup- 
ply the coal or oil, and many lumbermen are 
extending their lines to include equipment for 
burning the fuel they sell. Addition of paint 
and hardware seemed logical and has proved 
good business, and leading retailers are finding 
profits in kitchen cabinets, electrical refrigera- 
tors and other conveniences that are a true 
part of every modern home. This manufacturer 
of automatic heating equipment asserts that his 
is a profitable new line, fits nicely into the 
retail lumberman’s present distribution facili- 
ties, can be handled at very little extra ex- 
pense, and should therefore be welcomed by 
progressive merchants. They have often found 
that in financing the sale of a new home they 
have created for others a market for items that 
they might as well supply themselves and thus 
add to their own profits. 


Invites Lumbermen to Inquire 


This manufacturer of automatic heating 
equipment knows it can work with such dis- 
tributers to mutual profit. It offers them a 
valuable franchise on an investment that is 
quite small, and backs their efforts with a 
powerful, direct plan that has proved its sales 
effectiveness. Valuing its own reputation, ac- 
quired through precision workmanship and 
long years of honorable dealings, the Wayne 
Oil Burner Corporation, of Fort Wayne, Ind., 
appreciates the importance of having distribu- 
ters who have standing in their communities 
and business stability, and regards the lumber 
retailers as logical choice. This company rea- 
lizes that sound merchants want to investigate 
fully before adding a new line, and will wel- 
come an opportunity to supply full information. 
Careful attention will be given any inquiries 
sent to the above address. 
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National Production, Shipments and Orders 


Wasuincton, D. C., Nov. 9.—Following is the National Lumber Manufacturers’ Association report for week ended Oct. 31, and for forty-three 
weeks ended that date, covering mills whose statistics for both 1931 and 1930 are available, and percentage comparison with statistics of identical 


mills for the corresponding period of 1930: 


ONE WEEK 

Softwoods: 

Southern Pine Association 

West Coast Lumbermen’s Association......... 

Western Pine Association (Inland Empire and 
COE, = SAEEEED ce ceececeesevonsspeseres 

Northern Pine Manufacturers’ Association.... 

Northern Hemlock & Hardwood Mfrs.’ Assn.. 

North Carolina Pine Association............. 


Total softwoods 
Hardwoods: 
Hardwood Manufacturers’ Institute........... 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 


Total hardwoods 
Grand totals 


PORTY-THREE WEEES 

Softwoods: 

Southern Pine Association.........ccccseeeees 

West Coast Lumbermen’s Association......... 

Western Pine Association (Inland Empire and 
CREECOUEED, TREES . ocacavececvesenesazeevers 

Northern Pine Manufacturers’ Association.... 

Northern Hemlock & Hardwood Mfrs.’ Assn... 

North Carolina Pine Association.............+. 


Total softwoods 
Hardwoods: 
Hardwood Manufacturers’ Institute........... 
Northern Hemlock & Hardwood Mfrs.’ Assn... 


ee ee ee ee ee 


Total hardwoods 
Grand totals 


*Average weekly number. 


ee 














No. of Percent Percent Percent 
Mills Production of 1930 Shipments’ of 1930 Orders of 1939 
106 23,415,000 63 33,873,000 83 29,379,000 79 
193 75,941,000 69 84°676.000 76 87,166,000 85 
80 27,190,000 63 29,871,000 62 29,798,000 75 
Ble ee a 1,581,000 36 2'126,000 a7 
16 438,000 110 1'078,000 84 770,000 54 
36 3,574,000 75 3'942°000 93 3,883,000 103 
438 130,558,000 66 155,021,000 74 153,122,000 “80 
206 12,999,000 65 16,823,000 86 15,147,000 86 
16 172/000 22 1,206,000 98 917,000 91 
222 13,171,000 63 18,029,000 87 16,064,000 “86 
644 143,729,000 66 173,050,000 75 169,186,000 80 
Mills 
Reporting* 
117 1,291,984,000 65 1,480,941,000 78 1,461,495,000 79 
193 4'213°379,000 72 4°422°343,000 76 4204°640.000 75 
82 1,633,087,000 67 1,781,078,000 78 1,725,500,000 77 
7 99'399,000 51 112°504,000 70 107,476,000 7 
21 84°626,000 77 56,535,000 69 53,287,000 71 
41 180°643,000 72 190,750,000 93 164,465,000 88 
461 7,503,118,000 69 8,044,151,000 77 "7,716,863,000 _ 
191 650,562,000 60 796,999,000 82 792,451,000 86 
21 103,744,000 54 91,820,000 70 88,606,000 82 
212 754,306,000 59 888,819,000 80 ~ 881,057,000 “86 
652 8,257.424,000 68 8,932,970,000 77 8,597,920,000 77 





Relation of Unfilled Orders to Stocks 


Wasuineoton, D. C., Nov. 9.—Following is a statement for five associations of the gross stock 
footage Oct. 31, and the percentage relationship of unfilled orders to stocks: 


Orders of 





No. of Gross Unfilled Stocks— 
—Association— Mills Stocks Orders Percent 
Southern Pine Association. ..........eeeeeeeeeee 102 662,489,000 57,477,000 9 
West Coast Lumbermen’s Association........... 170 1,346,033,000 193,095,000 14 
Western Pine Association (Inland Empire and 
CD, SE es ted dee eee eke we enew ene 99 1,772,557,000 136,497,000 8 
Northern Pine Manufacturers’ Association....... 7 260,124,000 15,481,000 6 
Hardwood Manufacturers’ Institute............++- 163 878,085,000 112,238,000 13 
a a bd ' . 
West Coast Review National's Statistical 
Report Delayed 
[Special telegram to AMERICAN LuMBERMAN] Th h f 4 
SEATTLE, WaAsH., Nov. 11.—The 225 West : ° te egraphic report of produc- 
: a a ates tion, shipments and orders, usually 
Coast Lumbermen’s Association mills giving 


production, shipments and orders during the 


~ 


week ended Nov. 7 reported: 


Production 
Shipments 
Orders 


72,702,000 
66,746,000 
82,343,000 


8.19% under production 

13.26% over production 
A group of 344 mills whose production re- 

ports for 1931 to date are complete, reported as 

follows : 

Average weekly operating capacity 297,196,000 

Average weekly cut for 44 weeks— 


157,639,000 
116,181,000 


82,167,000 


Actual cut for week ended Nov. 7.. 

A group of 224 mills, whose production for 
the week ended Nov. 7 was 72,635,000 feet, re- 
ported distribution as follows: 





Unfilled 
Shipments Orders Orders 
Os iseutes 25,186,000 23,841,000 54,678,000 
Domestic 
cargo ... 25,007,000 32,531,000 110,758,000 
Export .... 9,332,000 18,634,000 67,894,000 
Local ..... 7,124,000 (fy 8) rere re 
66,649,000 82,130,000 233,330,000 


A group of 193 identical mills, whose reports 
of production, shipments and orders are com- 
plete for 1930 and 1931 to date, reported as 
follows : 


Week ended Average for 44 weeks 


Nov. 7, 1931 1931 1930 
Production 70,402,000 97,359,000 135,320,000 
Shipments 65,096,000 101,990,000 134,191,000 
Orders 79,794,000 97,317,000 129,252,000 





received by the AMERICAN LUM- 
BERMAN on Thursday, the day on 
which this paper goes to press, has 
been delayed in transmission and 
has had to be omitted from this 
week's issue. 





City May Acquire Its Lumber 
Handling Facilities 


GuLrport, Miss., Nov. 9.—Port facilities for 
handling lumber at Gulfport, said to be un- 
excelled on the Gulf, may pass into mu- 
nicipal ownership and operation if the terms of 
a bill now pending in the special session of the 
Mississippi state legislature are ultimately 
carried out. The Foote-Evans bill, already 
favorably reported by the house municipalities 
committee, authorizes municipalities to acquire 
waterfront facilities by condemnation proceed- 
ings under eminent domain. The measure is op- 
posed by the Illinois Central, which serves Gulf- 
port through the Gulf & Ship Island Railroad, 
it being said by spokesmen that $4,000,000 has 
been lost during the five years since the acquisi- 
tion of the properties. 

Interests in Gulfport assert provision has not 
been made for handling general cargo, which 
must now stay in railroad box cars because 
warehouse space has not been provided. They 
aver the Illinois Central would be the principal 
beneficiary if the municipality takes over the 
properties and expands them, since that line 
operates the only direct north rail connection. 


Southern Pine Report 


New Or-eans, La., Nov. 9.—For the week 
ended Oct. 31, Saturday, 115 mills of total ca- 
pacity 124 units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1927, and Oct. 31, 1930), 
report as follows to the Southern Pine Associa- 
tion. 

Pct. of output 


3-year Ac- 

Production— Carst Feet Ave. tual 

Aver. 3 years. ... 51,848,000 ss aioe exes 

ROOUME cccecs ... 24,552,000 47.35 ‘oats 
Shipments* 1,674 35,154,000 67.80 143.18 
Orders 

Received* ...1,451 30,471,000 58.77 124.11 
On hand end 

SORE fan tades 2,784 58,464,000 


*Orders were 86.68 percent of shipments. 

tCar basis is 21,000 feet. 

tOrders on hand at above 115 mills showed 
a decrease of 7.42 percent, or 4,683,000 feet, 
during the week. 





Western Pine Summary 


[Special telegram to AMERICAN LUMBERMAN] 
PortTLAND, Ore., Nov. 11.—The Western Pine 
Association reports as follows on operations of 
Inland Empire and California mills during the 
week ended Nov. 7: 
Total number of mills reporting, 106: 


Actual production for week...... 27,180,000 
PD pi ivincewateeninesarmes 37,314,000 
a 39,365,000 
Report of 77 mills: 
Operating capacity .......ccccses 96,744,000 
Average for 3 previous years.... 52,551,000 
Actual production for week...... 22,679,000 
Report of 106 mills: 
AVOTERS PTOGUCTIORN ..ccccccccces 65,476,000 
Sra 168,477,000 
Stock on hand—Nov. 7.......... 1,831,061,000 
Identical mills reporting, 77: 
Production— 
Operating capacity ........... 96,744,000 
Average for 3 previous years.. 52,551,000 


Week ended 
Nov. 7, 1931 


Week ended 
Nov. 8, 1930 


Actual for week.. 22,679,000 38,831,000 
eee 32,545,000 43,174,000 
Orders received..... 31,122,000 37,958,000 
Identical mills reporting, 105: 

Production— 
Average for 3 previous years.. 65,280,000 


Week ended 
Nov. 7, 1931 


Week ended 
Nov. 8, 1930 





Unfilled orders...... 168,217,000 237,254,000 
Gross stocks on 
ME £660%4406c0« 1.868,224,000 2,077,116,000 
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Evidences of Returning 
Prosperity 


From various sections of the Southeast and 
central South have come reports of resumption 
of operations by mill plants and manufactur- 
ers, all predicated on the fact that orders have 
heen received. Some of the mills have been 
down for months while others were closed for 
only a short time. The following reports are 
therefore conclusive evidence of better times 
ahead. 

From Memphis, Tenn., comes word that the 
Fisher Body Corporation will operate four 
days and nights each week, which will mean 
that additional help must be employed. The 
plant started on its new schedule on Monday of 
this week, making Chevrolet bodies. It is also 
expected that the plant of the Murray Wood 
Products Corporation at Memphis will start 
operating on full time soon. 


A Retail Credit and Collection 
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After standing idle for nearly a year, the 
Carr Lumber Co. at Pisgah Forest, near 
Brevard, N. C., has resumed operation and 
placed 200 men at work in the mill and in the 
woods surrounding its plant. The company is 
adhering to the policy of placing its former 
employees on the pay roll, stating that outsid- 
ers will not be given jobs until all vacancies 
have been filled by men formerly with the 
company. 

According to a dispatch received from Hape- 
ville, Ga., the Evans-Inman Lumber Co. has 
resumed full operation of its sawmill there 
after a shut-down of months. Full-time em- 
ployment is being given to 50 men and indi- 
rectly, according to G. H. Evans, an official 
of the company, more than 500 people will be 
affected by the opening of the forty logging 
camps controlled by the company. 

Furnishing employment for approximately 
60 men, the J. L. Anderson Lumber Co. at 
Timmonsville, S. C., has reopened its veneer 


System That Works 


Part 3— Court House Record 


This is the third of a series of articles on a 
credit and collection system, others of which 
will appear from time to time. Watch for suc- 
ceeding instalments.—Ep1rTor. 


Since the encumbrance against a_ property 
has to do with a man’s credit, we find out about 
it before opening an account. When orders are 
small, we do not investigate further than get- 


Order 
When wanted? _ 
Date —— san 









ESTIMATE OR ORDER 
THE PORTAGE LUMBER YARD 


kept for later references in the making out of 
liens, if necessary. 

The accompanying form shows how we 
evaded the selling of materials when we found 
two mortgages against a property, and thus 
justified the trouble and expense of this survey. 
The court house records showed that John 
Jones, the purchaser of the lumber, got a war- 
ranty deed from Henry Smith on June 5, 1928, 
which was filed with the recorder on that date. 


Lot No ee 
Record Name of Owner? 22... cccccsesesneee 
1st Mortgage Loan From?”.... 








. Main 4295—65 N. Case Ave., AKRON, O. 2nd Mortgage Loan ie A a 2 Jalala aia 
Charge to Mall Add. Reference Open or Closed 
Deliver to (No.) (Street) Address Tel. No. 
Particular Directions Reference Open or Closed 
Ordered by Address Tel. No. 
Terms Desired Reference Open or Closed 
Price Wanted When? Occupation Address Tel. No. 
Will Cont’r. Call for Price? Former Address Reference Open or Closed 
Shall We Telephone Price? Our Salesman Address Tel. No. 
Salesman See When? Sold by (Co.) 
accept this estimate as an order for the sum of $__.. sans _....for materials to be furnished at the above address 

Delivery to curb only, unless passable road is provided. Frames and mill work made up cannot be cancelled. 
Price good for 15 days unless otherwise agreed. 
Please examine proposal carefully, as we agree to furnish only the materials on this list for the above amount. 
43731 . i" ___ THE PORTAGE LUMBER & BUILDING CO. 

Wanted Wanted Check | | _ Board Lin. | 

ll be | ‘Here | Pees |  peasere Seat Size Length | DESCRIPTION | TOTAL 
—t } — —————————————— — — ———e eee — 

q x | 








This estimate or order form contains a space for noting the description of property. 


references given here are investigated, and suffice when the amount is small 


ting and following up credit references. 

In the upper right hand corner of all order 
blanks (as shown on the order form reproduced 
herewith) we have a space for the land de- 
scription—lot number and allotment. Then we 
get the name of the owner of the land, and find 
what mortgages etc. are on the property. On 
this order form we also get references to aid 
us in establishing the credit worthiness of the 
applicant. 

On house jobs, or on medium or large repair 
accounts, before delivery of the materials we 
look into the title, that we may know just how 
the property is encumbered in regard to mort- 
gages, liens or judgments. 

When description of the property is obtained, 
and the job is of considerable size, we copy the 
description of the property, from the order form 
to our court house record form, and it goes to 
the court house for verification. This record is 
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plant, after a several months’ shutdown, owing 
to increase of orders received. 

Employment will be given to about 70 men 
within the next week or 10 days when. the 
Greenville (Miss.) veneer plant of the Chicago 
Mill & Lumber Corporation resumes operations. 
N. L. Mayhall, local manager, said the plant 
would run full time for at least two months. 
The plant has been shut down for several 
months. 

Work at the Kingston, Ark., timber mills 
has opened after a two months’ shutdown. 
Farmer & Soule of Huntsville, Ark., are oper- 
ating the Kingston spoke plant, making base- 
ball bats of ash and staves of white oak tim- 
ber. S. H. Bullock is making locust pins for 
telephone and telegraph use at his mill at 
Kingston. W. A. Johnson, who has leased the 
V. A. Weathers sawmill, has a large number 
of orders. Stave men report the demand for 
staves has increased until mills are working 
overtime. 


By RALPH B. WILSON, 
Secretary-Treasurer and 
Credit Manager, 

The Portage Lumber & 
Building Co., Akron, Ohio. 


According to the records, Mr. Jones did not 
pay for the land entirely, but gave back to Mr. 
Smith a purchase money mortgage for $2,000. 
Mr. Jones also negotiated a mortgage with the 
Wise Building & Loan Co. for $5,000. The 
form shows that the warranty deed was filed 
at 10 a. m., the mortgage to the Wise Building 
& Loan Co. at 10:01 a. m., and the mortgage to 
Henry Smith at 10:02 a. m. Since our ma- 
terials had not been delivered, and there had 
not been any work done on the premises, it 
would seem that, if we had furnished the ma- 
terials, we would have had security only after 
both first and second mortgages were satisfied, 
and the value of such junior security of course 
would be nil. 

In investigating the credit references of John 
Jones, we found that he had not been paying 
his debts satisfactorily. Under these conditions, 
we turned the job down. 

Had we not gone into the records for the 
encumbrances, we would probably have lost at 
least part of the money, for we have found that 
seldom can a house be built in this locality on 
first mortgage money alone.- Afterward, in 
watching court house records we found liens on 
this property which were of no value. 

We feel a certain sense of security when we 
use this plan, for we know just how we stand 
before we start delivery. No matter how good 
a contractor: may have been, even for many 




















The years previous, there is always the first time 
for anything. It doesn’t pay to take chances. 
WARR. DEED MORG. DEED Lor AUD. BOOKS| REC. BOOKS| REC. PLAT DEEO MORG. 
NAME NAME NO. ALLOTMENT ver. vace| ves. eacs| econ ence] PATE AMOUNT 
Smith 13 Fraud Allotment 21/36 |6 e 
os 13) 21 est/ 5/28 
John Jones 1320 Chance St. 437 + ¥ 
John Jones 1197 6/5/28. 
To f 3 Vo/ 5000. 00 
The Wise Bldg.& Same 10,61 
Loan Co. A.M. 
John Jones 6/5/24. 
To Same 1197/ 
Henry Smith 342 1002 $20000 0 












































When a job runs into money, the description of property is entered on this court house record 
form, and at the court house are obtained data in regard to encumbrances 
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This paper gives the origin and 
inefficiencies of the air-suction 
method of gathering shavings, 
sawdust, hogged chips, metal 
grindings etc., in industry. Ref- 
erence is made to important al- 
lied equipment and a description 
is given of efficient modern meth- 
ods and their suitability to pres- 
ent-day production needs. 

In 1885 W. E. Allington, then 
manager of a planing mill and 
box factory in Saginaw, Mich., 
designed and built a centrifugal 
dust collector (Fig. 1). This 
device received air and ma- 
terial as discharged from a fan, 
and by centrifugal action effected 
a separation between the mate- 
rials conveyed and the air used 
for conveying, so that the mate- 
rials could be deposited into a 
storage vault, while the compar- 
atively clean air escaped from 
the top of the collector into the 
atmosphere. This was the be- 
ginning of the modern so-called 
dust-collecting industry. A few 
using fans, and piping 
(mostly built of wood) from the 
machines to the fan, had been 
installed as early as 1875, but for 
the following ten years such sys- 
tems were required to blow the 
accumulated refuse and air, 
either to an open field or directly 
into a storage vault or possibly 
through system of baf- 
fles, which could separate 
only the very coarsest of the ma- 
terials from the escaping air, or 
some combination of cloth screens 
might be used in an effort to con- 
trol the dust nuisance. The in- 
vention of the centrifugal col- 
lector was a practical solution of 
the problem and from then on 
dust-collecting systems grew 
rapidly in number. 

These systems of course de- 
pended upon air velocity for car- 
rying the materials away from 
the machines or points of origin 
and through pipes to the fan. 
Sheet metal was quickly adopted 
as the standard material from 
which these pipes were made and 
it was soon recognized that the 
smaller pipes could be connected 
to one or more trunk lines or 
mains, if the trunk line was 
tapered throughout its length so 


eystems 


some 


also 


that the area at. any point 
equalled the combined areas of 
the branch pipes served, and, 


strange to say, a suction system 
of this kind using tapered mains 
has been the only gathering 
method until a comparatively re- 
cent date. 


Other Allied Improvements 


There were, however, develop- 
ments in the field of material 
handling, but none in the gather- 
ing method. Among improve- 
ments made were the slow-speed 
low-power fan (Fig. 2) and the 
dust collector (Fig. 3) with 
tapering upper body, vertical in- 
let, and interior deflectors which 
eliminated all centrifugal resist- 


ance These two improvements 
saved thousands of horsepower 
for the users of dust-collecting 


systems for years, but they were 
merely betterments in efficiency, 

*Presented at the sixth na- 
tional Wood-Industries Meeting, 
Winston-Salem, N. C., Oct. 15 and 
16, 1931, of the American Society 
of Mechanical Engineers. 
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Modern Methods Used in 
Dust-Collecting Systems’ 


and still used the high-velocity 
air current through tapering 
mains to convey the materials. 
A positive high-pressure long- 
distance conveyor system was de- 
veloped which was principally 
for shavings, sawdust, and 
hogged chips. This entirely new 
method supplanted centrifugal 
fans for conveying a large vol- 
ume of material or heavy mate- 
rials for long distances, using 
instead a positive type blower, 
but this system received the ma- 
terial after it has been gathered 
and did not alter the gathering 
method. Up until 1926 no notice- 
able change had been made in 
the practical basic design for 
dust-collecting systems, other 
than the using of high-velocity 
air through tapered suction pipes 
for conveying, the method which 
originated so many years ago. In 
1926 the self-clearing main type 
of system was developed, but be- 
fore describing this system a re- 
view of principles underlying air 
suction conveying is necessary. 


Principles of Air-Suction 
Conveying 


Air-suction conveying in a 
dust-collecting system depends 
principally upon the friction of 
air on the material, for carrying 
it along. There is, therefore, a 
certain critical air velocity which 
is most efficient for any given 
piece of material, depending upon 
its size and its shape, the na- 
ture of its surfaces and its spe- 
cific gravity. Any higher veloc- 
ity will not keep the particle in 
motion for any distance. If 
gravity pulls it to the bottom of 
the main before it reaches the 
fan, then it can not be kept mov- 
ing or be started again except 
with a still higher air velocity, 
because it is retarded by the fric- 
tion of the metal, and the air 
ean not reach the under side of 
the particle, but dodges over it. 


Limitations Which Require Fre- 
quent Remodeling 


To maintain the necessary ve- 
locity throughout its length the 
main must be tapered to suit the 
locations of the branch pipes 
from the machines, and if this 
is done and sufficient air velocity 
is produced through the length 
of a main thus proportioned, it 
will be, in one sense, a successful 
system and do the work expected 
of it as long as none of the con- 
ditions change. These propor- 
tions are correct for the mate- 
rials, as well as the air, because 
the size of each branch pipe 
bears a definite relation to the 
volume of material which will 
enter the main through it, or at 
least this is true with respect to 
the branch pipes which handle a 
comparatively large amount of 
material, but these balanced con- 
ditions can not be disturbed. If 
branch pipes are closed off tem- 
porarily or removed from the 
system, the velocities are reduced 
and material will drop and re- 
main on the bottom of the main. 
If pipes are moved nearer to the 
fan, then the loss of velocity and 
danger of clogging exists bhbe- 
tween the old location and the 
new location. If pipes are moved 
farther away from the fan, then 


the conveying capacity of the 
pipe is too small in the portion 
where there is now more mate- 
rial to be handled, namely, be- 
tween the old location and the 
new location, and the suctions 
will be weakened in this re- 
stricted area and be made 
stronger near the fan, which lat- 
ter is all wasted and throws the 
system out of balance. If branch 
pipes are added to the system, 
then for the same reasons the 
velocity immediately becomes 
less in that portion of the main 
away from the fan, while at the 
same time the added volume of 
material calls for more carrying 
capacity between the new ma- 
chines and the fan. 

The limiting words “in one 
sense” were used above because 
although the areas of branch 
pipes and main, and the velocity 
in the main, might be correct for 
one class of material (and suc- 
cessfully keep the material in 
motion until it reaches the fan), 
a different kind of material 
thrown off by the same machines 
and requiring the same sizes of 
branch pipes, might require a 
greater velocity or a less veloc- 
ity, and there is the necessity of 
a fine balance between an unsuc- 


cessful system and wasting 
power. These considerations re- 
quire that to have a truly effi- 


cient system, or at least efficient 
within the limitations of centri- 
fugal fan design, whenever 
branch pipes are moved or closed 
off, any tapered suction convey- 
ing pipe must be reproportioned 
and the air velocity changed to 
suit the new conditions as to the 
character of the materials and 
the distances they are to be 
moved to reach the fan. 


Power Wasted Continuously 


There is a still greater loss in 
air-suction conveying, particu- 
larly in woodworking systems, 
occasioned by the fact that the 
material to be handled is not 
uniform from day to day. The 
change may be in the type of 
work done by the machines, in 
the kind of wood or material 
which is being worked, in the 
condition of the saws, knives, 
cutters or grinders, and even the 
weather may have a marked 
effect. .Further, there is no way 
to determine the greatest mass 
of material which may get to- 
gether in the main as the stream 
of material is added to along the 
length of the main from the va- 
rious branch pipes and as fast- 
moving materials overtake mate- 
rials moving more slowly in the 
main. With air conveying it is 
therefore necessary to waste 
power all the time to produce air 
velocities in the conveying pipe 
sufficient to handle the worst 
piece of material or combination 
of several such pieces and to 
handle the greatest mass or ac- 
cumulation of materials, even 
though these conditions may oc- 
cur infrequently. If it is real- 
ized that the handling of the air is 
the function that takes the power 
and that the variation in power 
consumption between a full vol- 
ume of material and no material, 
in any given representative gath- 
ering system, is only a small 
fraction of the total power, then 
the amount of power wasted in 
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proving the absolutely necessary 
safety factor in a tapered pipe 
is immediately recognized evyep 
when it is correctly proportioned, 


No Flexibility Except With 
Added Waste of Power 


Any flexibility to permit ma- 
chines to be shifted, removed, or 
added, contrary to the above 
principles, can be provided only 
at the expense of producing ve. 
locities even higher than as. 
sumed to be enough for given 
conditions, with the hope that 
these velocities will be sufficient 
for new and different conditions; 
or by increasing the yaste of 
power at the time changes are 
made, as, for instance, speeding 
up the fan or adding a fan to 
overcome the new and always 
less favorable conditions. 


Other Losses Because Not 
Adaptable 


It is unnecessary to state that 
millions of dollars have been 


spent for power which would 
have been saved except for the 
above considerations, and other 


millions in recurrent remodeling 
expense. There has been, how- 
ever, another loss which may not 
be as readily recognized. Many 
important improvements in wood- 
working and other factories, the 
adding of new and needed ma- 
chines, or the shifting of ma- 
chines for better routing of pro- 
ducts, have been delayed or never 
adopted because they would in- 
volve the remodeling of the dust 
collecting system, and _ because 
this remodeling would mean not 
only an extra expense, but often 
of more importance, it would re- 
quire shutting down the whole 
system for days, and a produc- 
tion loss that could not be tol- 
erated. 
An Ideal System 

An ideal gathering system 
should be always efficient, re- 
gardless of how machines and 
their branch pipes were changed 
in size or location or suction re- 
quirements, so that it would be 
possible to move a machine and 
its branch pipes as a unit, to any 
desired new location, or remove 
them entirely, or add new and 
different machines anywhere on 
the system, all without  inter- 
rupting or interfering with op- 
erations on any other machine. 
It should be a system in which 
branch pipes could be closed off 
when not in use, with a corre- 
sponding saving in fan power, no 
matter where these closed pipes, 
or the ones which remained in 
use, were connected to the main. 
It should be one to which more 
fan capacity could be added as 
desired without stopping produc- 
tion, one which would be sure 
and positive in operation, and 
not subject to the vagaries of 
air suction conveying. These re- 
sults must be secured with 4 
main which would never have to 
be proportioned or rebuilt in any 
way. 


Mechanical Self-Clearing Main 


These requirements can be ac- 
complished by the use of a main 
that is self-clearing. This mod- 
ern method depends entirely on 
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principles long known and ex- 
tensively used. The first system 
of self-clearing main type was 
installed for a shoe factory. It 
consisted in a single straight 
suction main. In cross section 
this main is balloon shape with 
a flat bottom and the same shape 
and size throughout its’ entire 
length. The area is such that, 
regardless of the high degree of 


vacuum in the main and strong 
suction in the branch pipes, the 
air velocity in the main is al- 


ways comparatively low, no mat- 
ter how machines are crowded 
into the floor space served. Thus 
air friction losses are eliminated 
from one end of the main to the 
other and the fan is relieved 
from working against these un- 
necessary resistances. In such a 
system the material entering 
through the branch pipes, mostly 
falls to the bottom of the main, 
due to the low air velocity in the 
main, and for the all-important 
function of keeping this material 





Pig. 4 


moving, a flight conveyor is pro- 
vided, Maple-wood flights, im- 
pregnated with oii, located about 


3 feet apart along an_ endless 
conveyor chain, keep the material 
moving slowly to the fan. The 
return side of the conveyor is 
overhead inside the main, so the 
entire system is air tight, with 
no air to be handled except the 
air actually used in taking the 
dust and materials away from 
the machines and through the 
branch pipes to the main. 


Safety Factor Provided Without 
Wasting Power 


mechanical conveyor posi- 
prevents any accumulation 


The 
tively 


of materials in the main. Its 
effectiveness does not vary with 
changes in the size, shape, sur- 


face, or weight of the individual 
pieces making up the mass to be 


handled nor with the distance 
from branch-pipe connections to 
the delivery point, and since it 


moves slowly, but at a uniform 


rate, it prevents any bunching of 
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fast and slow moving materials. 
Because it is mechanical, it read- 
ily handles the occasional large 
pieces which are the source of 
trouble in air conveying, and 
does all this without the neces- 
sity of handling excess air or 
wasting power continuously, 
against the possible entrance of 
these large pieces or peak loads 
or abnormal conditions. 

Automobile factories in partic- 
ular immediately recognized the 
importance of this new type of 
system, because of high-speed 
production methods and frequent 
changes in machines due _ to 
changes in routing ete. As large 
self-clearing machine systems 
were installed for them and other 
industries, it became clear that 
the ideal was being approached. 

Details of Main 

The main delivery fan can be 
located at the end of the self- 
clearing main, or the charger of 
a positive long-distance delivery 


Fig. 2 A slow-speed 


Fig. 3 ‘Two 


system placed there, to deliver 
the material to the wood-fuel 
stoker or to storage or other 
destination, while the rest of the 


suction required to take the dust 
and materials away from the 
machines and through the com- 
paratively short branch _ pipes 
into the main is supplied by one 
or more fans located anywhere 
along the length of the main. 
These fans discharge’ through 
one or more dust collectors which 
merely return the collected ma- 
terials to the self-clearing main, 
and the discharge pipes are gen- 
erally short. The inlets of these 
fans are connected to the upper 
part of the main, so that only 
the lighter floating materials 
pass through them, while the 
heavier materials are carried past 
underneath the fan-intake open- 


“ings by the mechanical conveyor. 


This relieves these fans from the 
wear of any volume of material 
passing through them. It is prac- 
close off 


tical to branch pipes 
when not needed, no matter 
where located along the main, 


collectors of the type which 


and except that the delivery fan 
is kept running, if there is one 
in the system, it is possible to 
operate any combination of ma- 
chines and fans independent: of 
their relative locations, and shut 
down all fans except for capacity 
of the machines kept in opera- 
tion, thus saving all the power 
normally used on the fans shut 
down and without any loss in the 
efficiency of the fans in use. This 


is true because the self-clearing 
main is merely a long header 
kept under partial vacuum by 


the fans and the conveying is in- 
dependent of the directions. in 
which air may move through this 
header. 


For the same reasons, 
machines and the corresponding 


fan capacity can be permanently 
removed from a system, or ma- 
chines can be added as desired 
and the additional air required 
can be secured by adjusting any 
of the fans already in place or 


by adding fan capacity anywhere 
length 


along the of the main. 


low-power fan 





is free from centrifugal resistance 


self-clearing 
into one or 
additional self-clearing 
mains, with the entire arrange- 
ment tied- together as a single 
unit with respect to the fan or 
air-exhaust part of the system, 
and all the materials will be 
brought to one point in the suc- 
tion side of the sytem. New mains 
may be added to serve new floor 
space as a plant expands and, a 
further important advantage is, 
that with a known floor space to 
be served, and only a general 
idea of the fan capacity needed, 
a self-clearing main system can 
be installed, ready to operate 
when the first machine is con- 
nected, without requiring that 


number of 
ean deliver 


Any 
mains 
more 


the names, sizes, or locations of 
any of the machines be known 
before they are actually placed. 
Representative Installations 
The first self-clearing main 
system installed in a woodwork- 
ing factory consisted in a main 
parallel with and not far from 
an outside factory wall. Along 
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this main were connected three 


large fans located outside the 
building. Two of these dis- 
charged to dust collectors above 


the self-clearing main, while the 
third delivered all the materials 
to the boiler house. Delivering 
into this long main were six 
self-clearing mains, so positioned 
that no matter where machines 
were located, only comparatively 
short branch pipes were needed 
to reach a_ self-clearing main. 
There were no fans connected to 
these supplementary mains. As 
the plant has grown additional 
fan and collector capacity has 
been added until there are now 
nine fans, all the same size (10- 
foot diameter) and inspite of this 
enormous growth, the self-clear- 
ing mains have never had to be 
rebuilt or changed in any way, 
except where it was found pos- 
sible to run the conveyors still 
more slowly than first antici- 
pated. 

The 
lecting 


efficient dust-col- 
system in the world is 
another which has grown until 
there are 22 fans and over 2,000 
linear feet of mains of the self- 
clearing type, and in this plant 
also, none of the mains have ever 
had to be remodeled. This is true 
of every self-clearing main. 

One of the large automobile 
manufacturers has two body 
plants side by side, practically 
identical in _ floor space and 
equipment. In the first of these 
two, the all-pneumatic dust-col- 
lecting equipment requires over 
twice as much horsepower as is 
used on the self-clearing main 
system in the later plant, suc- 
cessfully to take care of work 
which is practically identical in 
all respects. 

Endless Self-Clearing Circuit 

° 
Main 

The subject of dust-collecting 
design has been given new prom- 
inence by the invention of a 
self-clearing circuit main (Fig. 
4), which is suitable for use in 
plants of small and medium size, 
as well as in the largest plants 
and is more easily applied in 
most old plants than the straight 
main. A main of the same shape 
in cross section, as previously 
used, is made continuous or end- 
less, in the form of a rectangle, 
or like the outlines of a large 
letter L, or T, or any other shape 
that best suits the floor space to 
be served. There is a flight con- 
veyor in this main of the same 
type as was formerly used to 
handle the accumulated mass of 
materials, but the chain is on its 
side, passing around a sprocket 
on the lower end of a vertical 
shaft at each corner. The chain 
and sprockets are clear of the 
bottom of the main by 6 inches 
and the flights are below, spaced 
about 3 feet apart as before. A 
fan or a charger or other means 
of taking care of the materials 
gathered, is located at any de- 
sired point around the circuit and 
fans are connected at convenient 
points around the circuit. 


Additional Advantages 

This circuit system has all the 
advantages of the original self-.- 
clearing main type of system, 
with several more valuable char- 
acteristics, as for instance, the 
air from any branch pipe, or 
group of pipes, is free to pass 
around the circuit in either of 
the two directions toward any 
fan and the capacity of the sys- 
tem for handling air is there- 
fore twice the capacity repre- 
sented by the _ cross-sectional 
area of the main. Whenever a 
fan is added, the result is the 
same as though the main had 
again been increased in_ size. 
Thus, with three fans, each with 


largest 
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capacity for the given size main, 
the effective capacity of the main 
is six times that of a straight 
main of the same size with a fan 
at the end. The main can there- 
fore be smaller than would other- 
wise be necessary for the same 
results. This influences the first 
cost and also increases the head 
room under the main. All of the 
flight conveyor is doing useful 
work, as there is no idle side. 
The ease with which this circuit 
is routed around corners is a 
great advantage, particularly in 
older plants. The fact that all 
the material gathered can be dis- 
charged at any point around the 
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same purpose, without moving it, 
and it is self-evident that the 
other fans already in use can be 
attached to the circuit anywhere 
desired, without moving them. 


Characteristics Recapitulated 


The general advantages of the 
self-clearing main have now been 
proved by several years of oper- 
ation. It uses the expensive air- 
conveying methods only where it 
can not be avoided, namely, in 
short branch pipes from the ma- 
chines to the main, and uses the 
efficient, positive, practically 
fool-proof, mechanical flight con- 


out any power being wasted in 
maintaining this safety factor 
during periods when not needed. 
Pieces of really large size and 
several pounds in weight can be 
conveyed through the main and 
trapped out without danger to 
any part of the system. It never 
requires cleaning out by hand 
and exhausts only the air from 
the room needed for removing 
the dusts and materials from the 
machines. It is efficient in the 
use of fan power, for the further 
reason that all air frictional 
losses have been eliminated in 
the main. It has never to be re- 
modeled and never has to be shut 
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not in use. It is never thrown 
out of balance and maintains its 
original high efficiency no mat- 
ter how machines are changed to 
suit new conditions or more fan 
capacity is added. It can be ipn- 
stalled in an old plant, using the 
old fans, discharge pipes, and 
collectors, on their merits, with- 
out moving them. It can be com- 
pleted ready to run, before the 
names or sizes or locations of 
the machines are known. It is 
permanent in its original loca- 
tion, but capable of being ex. 
tended or even moved to a new 
building without loss in effi- 
ciency. 





circuit is also a great advantage, 
particularly when the system is 
applied in a plant already 
equipped with a dust-collecting 
system, as the fan which for- 
merly made final delivery of the 
material can be used for this 


main. 


plied to 


veyor for moving the accumu- 
lated mass 


where around the 
with power saving 


down when machines 
of materials in the or machines or fans 
Emergency capacity is al- 
ways available and instantly ap- 
take care of peak condi- 
tions or heavy pieces which may 
occur only infrequently, but with- to the area of the branch pipes 


are moved 
added. It 
can be operated at part capacity 
with machines distributed 
circuit and 
proportional 


The simplicity of appli- 
cation and adaptability to all re- 
quirements without remodeling, 
as provided by the mechanical- 
conveying methods, contributes 
added utility and affords genuine 
permanence in the modern dust 
collecting system. 
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“Pep” Letter Brings Snappy Comebacks 


That the “selling game” is not without its 
humorous side is exemplified by an amusing 
interchange of letters between E. W. Bache, 
assistant sales manager Bloedel Donovan Lum- 
ber Mills, Bellingham, Wash., and three of 
the salesmen in the field, which the AMERICAN 
LUMBERMAN is privileged to print, with Mr. 
Bache’s running comment thereon, as follows: 

The other day (writes Mr. Bache) we got a 
letter from our salesman in western Iowa and 
eastern Nebraska that struck us as pretty good, 
so we made a bulletin out of it and sent it 
to all of our salesmen, with an introductory 
paragraph reading as follows: 

“Here's a letter we received from a REAL 
salesman! Why can’t we all do the same? 
Read Bill Logan’s letter and get some ideas.” 

Then followed Mr. Logan's letter in full: 


Sioux City, Iowa, Sept. 21, 1931 
Bloedel Donovan Lumber Mills, 
fellingham, Wash. 
Gentlemen: 

(Mr. E. W. Bache) 


I am enclosing my order No. 231 for one 
ear of No. 1 XXXXX Skykomish shingles, 
preferably G. N. No. 8042 in transit, 205 
squares. As per my wire of even date, if 
this car has passed point where diversion is 
possible, please release new transit at same 
basis, containing same quantity of shingles. 

Here’s how we sell shingles in Iowa. This 
dealer told me today that he couldn’t buy a 
car. He is the prospect I referred to in re- 
cent letter as being open for a mixed car of 
fir and shingles. He was very backward to- 
day when I arrived in his office, stating that 
he did not know where he could use the car 
he had mentioned two weeks ago. I asked 
him if he had any prospects for shingles. He 
stated he had one farmer who thought some 
of re-roofing his barn, so I suggested to him 
that we get out into the country and I would 
spend the afternoon trying to see farmers and 
sell them shingles. In two hours we sold 
80 squares of shingles to two farmers, and 
left him with a live prospect for 30 more 
squares at another farm. 

He came home well sold on the idea that 
there was business if he would go after it, 
gave me the order for this, my first car of 
shingles, and promised me he would be able 
to later on make up a mixed car of fir and 
pine. Tell your boys to take their dealers 
out into the country and help them sell this 
stuff. The business is there I believe, if it 
can be dug out. These farmers we called on 
this afternoon (it was raining, incidentally) 
were very much pleased to have a mill repre- 
sentative call on them, and we sold them on 
a lot of ideas they had never heard of before, 
one in particular being that they could re- 
roof without tearing off the old shingles. In 
two hours I made my dealer $100 and he was 
both well pleased and well sold for future 
business. 

Yours truly, 
W. W. LOGAN. 


We had several replies (Mr. Bache con- 
tinues), some more or less platitudinous, but 
two of them rose to certain heights. Charlie 


Lockridge, in a terse, cryptic remark seemed to 
have one delightful reaction and he wrote across 
the face of my bulletin and returned it to me, 
saying : 

“This bird is the type. 
hard cider in the cow barn. 
perience !” 

For terseness, this hits the nail on the head, 
but we do think that Jim Wallin’s answer to our 
inspiring bulletin is really worth while print- 
ing and I have obtained Jim’s permission to use 
his name if you should so desire and, as a con- 
sequence, I am enclosing both my “Message to 


Farmers all keep 
I know from ex- 
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DUMPING 


There comes a time when even distressed 
merchandise is all moved, when panicky 
merchants are forced by the stern economic 
fact of depleted stock to begin buying 
again. That time is here. So sales tactics 
must change to gear in with saner market- 
ing and merchandising, and a closer tab 
with the bookkeeper or cost man, and with 
the credit manager. But though selling 
may be slower when profitable, it is hap- 
pier. Dumping and dumps are always linked 
together. Now the salesman can smile again. 
Again good cheer becomes a factor in busi- 
ness. Again the cheerful salesman heads 
the list. 





Garcia” with Charlie Lockridge’s remark and 
the original of Jim Wallin’s letter. 

We have heard of the “Cowboy’s Lament.” 
We have all read Oscar Wilde’s “De Pro- 
fundis.” We have heard of the “voice crying 
out in the wilderness,” but for a real lumber 
salesman’s plaintive wail, methinks that Jim 
Wallin’s sense of humor is perfect.” Here is 
his letter: 

Denver, Colo., Oct. 1, 1931 
Bloedel Donovan Lumber Mills, 
Bellingham, Wash. 
Gentlemen: 
(Mr. E. W. Bache) 

Did you ever hear the story of the last 
stand of the boys on the firing line selling 
“Pinus Monticola,” “‘Strobus,” ‘‘Lambertiana,” 
“Ponderosa,” “Contorta,” ‘“Albicaulis,” ‘‘Bal- 
fouriana,” “Torreyana,” “Larix Occidentalis,” 
“Larix Lariciana,” “Picea Sitchensis,” “Tsuga 
Heterophylla,” ‘‘Pseudotsuga,” “Abies,” ‘‘Se- 
quoia,” “Thuja,” “Tumion Taxaceae,” “Quer- 
cus,” and some “Prosopis’’? 

Out among the “Prosopis,” or “mesquite,” 
where the West begins and the country comes 
up quite close to the towns—which are an 
eagle flight apart, where we peddle the var- 


ious woods mentioned in the title of the story, 
selling ‘“‘sesame”’ is fast becoming a real art. 

To sell successfully today, you must be a 
scholar, diplomat, connoisseur, epicure, chiro- 
practor, lawyer, liar, golfer, hunter, fisher- 
man, cook, nurse, mechanic, reciter of “‘The 
Face on the Barroom Floor,” and “Danger- 
ous Dan McGrew,” know your traffic regula- 
tions, and be a procurer, and, at that, we are 
now facing the inevitable—pool cars etc. 

In the old days, we used to ride a horse to 
get business. They called us Jesse James 
after we got the order and rode away. Now, 
when they see us coming, they say, “Here 
comes sucker bait,” as they expect, or ask 
you, to do the circuit in your Austin or ‘“‘what- 
have-you,” call on farmer Brown, sell him a 
few pieces of “Pinus Strobus,” ‘“Contorta,” 
“Balfouriana,” ‘‘Larix Occidentalis,” ‘“‘Tsuga,” 
“Quercus,” and, to make weight for a 19,000- 
foot car, fill out with ‘‘Prosopis’’—providing 
your price is all right and you can ship in 
twenty-four hours. Then, if you can make 
the order stick with the sales manager and 
the credit man says all right, you are an 
artist. 

We are handicapped in working our cus- 
tomer’s customers, because most of our cus- 
tomers do not sell their customers the same 
stock as we sell our customers. So, if we 
went to the country and sold their customers 
what we think our customers would sell them, 
we would have a lot of trouble with all the 
customers; besides, we don’t know who owns 
the customers. Then, we are too busy study- 
ing the peculiarities of the fellow whom we 
think might be our customer, to bother the 
customer’s customer, who might be a “L. D.” 
—short for lame duck. 

So, this is the story of the Lumber Cus- 
tomer Contactor; in a few years they will 
have another name for him, which won’t sound 
so good and will look bad on paper. 

Yours truly, 
WALLIN-VALENTINE LUMBER CO., 
By J. E. Wallin. 





To Move Railroad Offices and 
Shops 


FoLtey, Fia., Nov. 9—An announcement of 
particular interest to the trade served by the 
Brooks-Scanlon Corporation, of this city, is that 
recently made by J. S. Foley, president of the 
Live Oak, Perry & Gulf Railroad, that the 
general offices and shops of that road, now 
located at Live Oak, soon will be moved to 
Foley. This move will enable the railroad com- 
pany to give better service to the Brooks-Scan- 
lon mill and to other industries in this section. 
As indicated by an official of the lumber com- 
pany: “Better service means better delivery for 
Brooks-Scanlon lumber, all of which moves out 
over this railroad.” 

To accommodate the executive and general 
office force of the railroad, an addition is being 
constructed to the general office building of 
the Brooks-Scanlon Corporation. 
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Machine for Priming Lumber 


With the development of lumber primed with 
aluminum paint and its increasing sale by re- 
tail yards, its use by sash and door manufac- 
turers and others for priming their products, 
has come a demand for practicable equipment 
that will perform the priming easily and at a 
low cost. A pioneer in the manufacture of 
spraying apparatus is the De Vilbiss Co., oi 
Toledo, Ohio, which has seen the need of such 
a device and has perfected a lumber priming 
machine for use with aluminum paint whereby 
quantities of lumber can be automatically 
primed on all surfaces in one operation at a 
cost ranging from $8 to $10 a thousand board 
feet. 

Two types of spraying equipment have been 
developed by the De Vilbiss Co.—one for 
manual operation whereby the operator controls 
the spray guns through special valves—the 
other being the same with the addition of an 
electrically controlled tripping mechanism ior 
automatically starting and stopping the spray 
guns. 

The machines are small and compact, con- 
sisting of a spray booth, pressure feed tank 
and exhaust unit. A conveyor is attached to 
the spray booth, permitting as little as 60 
lineal feet or as much as 200 feet of lumber 
a minute to be fed and completely primed, 
depending upon handling conditions. The lum- 
ber, after painting, is dried by placing it on 
racks or passing through oven to speed up 
drying. 

The De Vilbiss priming machine can also be 





used readily with lead and oil and other 
primers. ee ene 

Aid for Belt Users 
A handy pocket size illustrated booklet 


called the “Belt Users Book” has just been 
issued by J. E. Rhoads & Sons, of Philadel- 
phia, Pa. Charts, tables.and engineering data 
supplement rules, information and suggestions 
which will prove valuable in solving everyday 
problems in transmission. 

The contents include short articles on vari- 
ous types of drives, causes of belt trouble, mak- 
ing belts endless, how to cut, clamp, lace and 
cement belts, and a price list and description of 
Rhoads products, with codewords. A complete 
index of contents makes the manual handy for 
quick reference. 





Announces New Line of 
Semi-trailers 


Pointing out that while the operation of trail- 
ers today has become successful because of good 
roads, balloon tires and favorable conditions, 
the only drawback of much of such equipment 
is its heavy construction, the trailer division 
of Gramm Motors, Inc., Delphos, Ohio, is an- 
nouncing a new line of semi-trailers made with 
special duralumin frames which greatly increase 
the gross load that can be carried. These trail- 
ers which are especially adaptable for use in 
the lumber industry, are made in four sizes— 
3 to 18 tons capacity; are of a new type double 
channel frame construction, which doubles the 
strength in the center of the trailer where it 
is needed, at the same time bringing about a 
large saving in weight. They come equipped, 
if desired, with Timken axles, Lockheed hy- 
draulic brakes, operated by B-K booster, and 
chrome vanadium Mather springs. 

These new Gramm ttrailers are thoroughly 
adapted to the lumber industry, their design 
permitting hauling long lengths of both finished 
lumber and logs. Ordinary bolsters or special 
log loading devices can easily be placed on 
top of the frames. Besides being designed to 
be used behind any make of truck, other fea- 
tures of these semi-trailers are their upper 
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Materials and Machinery — 


half fifth wheel installation, making for rigidity 
and perfect alignment; stake pockets rivited to 
each end of the I beams; extra wide tread, mak- 
ing for even distribution of the load and reduc- 
tion of tire costs; and an approximate 6-inch 
reduction in height from the ground to the 
bottom of the frame. 





New Type Factory-Built Dry 
Kiln Door 


Some new materials that have come on to 
the market are being utilized by the National 
Dry Kiln Co., of Indianapolis, Ind., in the con- 
struction of a dry kiln door, which costs less 
than a door constructed on the job. National 
engineers have been concerned with dry kiln 
doors since the first factory-built kiln door was 
constructed, in 1912. They have continually. 
kept in mind that the door must be substantial 
as to strength; it must be insulated to retain 
the heat; it must be built of materials that will 
withstand the effects of the different acids com- 
ing from the drying lumber. To accomplish 


these things, it has not been possible to take 
into consideration the matter of price as com- 
pared with that of the usual type of door con- 
The accompanying illus- 
type of 


structed on the job. 


tration shows this new door. It is 





made of materials that withstand the condi- 
tions to which it is subjected when placed on 
the dry kiln. It is said to have a greater 
insulating value than the ordinary dry kiln 
building. In construction the door is unique, 
as no bolts or rivets are used although the fix- 
tures, of course, are bolted on. 

As this door will neither stretch nor shrink, 
provision is made for adjustment to discrepan- 
cies in the building itself. This novel construc- 
tion has brought the price down so that the 
old type of construction can no longer be con- 
sidered. The weight of the door is approxi- 
mately the same as that of the old type door 
which is built on the job. It is made to re- 
place worn-out doors, as well as for new con- 
struction. 


A Specialty With Many Uses 


The modern, wideawake lumber dealer is not 
slow to realize that some of the profits in his 
business must come from the sale of specialties 
—items that he can secure from warehouses 
quickly or keep in stock without deterioration 
and which have excellent demonstration possi- 
bilities. One of the specialties now being given 
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New Developments of 
Interest to Lumbermen 


close attention because of the drive for more 
healthful living and office quarters is the Hexcel 
air conditioner. Well made and adapted to 
large or small rooms, this conditioner serves a 
dual purpose.. In the winter it can be used 
for heating up a chilly room quickly or to keep 
the automobile radiator in the garage from 
freezing. In the summer it both cools and hu- 
midifies the air. It is small, compact, and be- 
cause of its size can easily be carried from one 
place to another, as desired, and utilized for the 
purpose intended by simply plugging in on any 
A. C. or D. C. light socket. Full particulars 
concerning this profitable specialty and details 
of sales plans can be obtained by writing the 
manufacturer, the Hexcel Radiator Co., 241 E. 
Erie Street, Milwaukee, Wis., which has eleven 
district representatives in this country and Can- 
ada and maintains warehouse stocks at Los 
Angeles, San Francisco, Seattle, Dallas, Kansas 
City and Hamilton, Ont. 





Booklet on Home Improvement 


One of the large paint companies has just is- 
sued a very interesting booklet called “Out of 
Our 25th Depression.” It contains one hundred 
suggestions for making improvements about the 
home and, of course, most of these betterments 
call for the sale of paint—some of them a con- 
siderable amount and others a small amount. 
3ut the remodeling and things that are incident 
to it suggest an opening wedge to a sale of 
other materials or equipment for the improve- 
ment of the home. Many of the things that 
are suggested in the booklet are new. Dealers 
desiring to secure a copy of this booklet may 
do so by writing to the AMERICAN LUMBERMAN. 





Improved Plaster Base Now 
Carton-Packed 


One of the most important improvements in 
merchandising building materials has been the 
introduction of “package goods.” It has been 
adopted by manufacturers of many building 
products and has been enthusiastically received 
everywhere by the leading dealers. 

Every dealer knows how appearance helps 
sales; how carefully protected building mate- 
rials minimize waste and loss of profits; how 
much easier it is to handle neatly packed car- 
tons. 

One of the latest products to be neatly and 
compactly packed in cartons is “Insulmesh,” 
reinforced plaster base manufactured by the 
Truscon Steel Co., Youngstown, Ohio. Each 
package contains 25 sheets and the strong car- 
ton not only protects the steel mesh, but also 
facilitates handling and simplifies storage in the 
dealer’s warehouse. 

Truscon Insulmesh is offered by the manu- 


facturer as meeting every requirement of 
strength, permanence, insulation and _ plaster 
reinforcement. The company announces that 


samples of this new product will be promptly 





Gives the Lowdown on Termites 


What damage termites do, and how best to 
prevent the ravages caused by these insects are 
graphically portrayed in a very interesting, 
compact booklet just published by the Ayer & 
Lord Tie Co., the title of which is “Termites— 
a growing menace to untreated timber.” The 
booklet tells its story in simple, direct language, 
and many photographs show how termites de- 
stroy unprotected timber, and how various types 
of structures may be made permanently immune 
to termite attacks by the use of material which 
has been pressure treated by the Ayer & Lord 
process. 
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Associations’ Plans and Activities 


Nov. 16—Loyal 
Portland, Ore 
ing board of 

Nov. 17 
tion, 

Nov. 18 
Ark 

Nov. 18 
tional 
nual 

Nov. 19—Central 

Lumber Dealers, 

Annual, 

19-21 


Legion of Loggers & Lumbermen, 
Twenty-sixth semiannual meet- 
directors. 


Southwest Kansas Lumbermen’s Associa- 
Warren Hotel, Liberal, Kan. Annual, 


West Side Hardwood Club, Pine Bluff, 


Trade 
New 


New York Lumber 
Republican Club, 


Na- 
An- 


Association, 
York City. 


Missouri 
Hotel 


Association of 
Bothwell, 


Retail 
Sedalia, Mo. 
Nov. California Retail Lumbermen’s Asso- 
ciation, Hotel Oakland, Oakland, Calif. Annual. 


Nov. 20—Millwork Institute of Hotel 
Oakland, Oakland, Calif. 
1—Appalachian Hardwood 
Ohio. Annual. 


California, 
Annual, 


Dec Club, Cincinnati, 


Dec. 3-5—Central 


cinnati, Ohio. 


States Forestry 
Annual, 
7—National Homes Finance Corporation, Con- 
gress Hotel, Chicago. First annual stockhold- 
ers’ meeting. 
7-9—Associated 
Dealers of 
Annual. 
Dec 10 Lumber Dealers’ As 
cut, Shuttle Me 
Annual 
Dec. 12—Massachusetts 
Association, Hotel 
nual, 
Dec 12—Lumberm 
Gayoso, Me 


Congress, Cin- 


Dec. 


Dec. Leaders 


America, 


of Lumber & Fuel 
Congress Hotel, Chicago. 
sociation of C 


‘ mnecti- 
idow Clu», New 


Britain, Conn 


Retail 
Statler, 


Dealers’ 
Mass. An- 


Lumber 
Boston, 


Club of 
Tenn 


n's 
mphis, 


Memphis 
Annual 


Hotel 


Dec 


. 29-31 
Hotel, 
12-15, 
ber 


Society of 
New 
1932 
Dealers, 
12-15 

& Door 
13-14, 

ation of 
lis, Ind. 
14-16, 
ers’ 


American Foresters, 
Orleans, La, Annual, 
Retail 
Annual, 
Lumber & Sash 
Ohio. Annual, 
Lumber 
Claypool 


Jung 
Jan. Ohio Association of 
Toledo, Ohio. 
Association of 
Salesmen, Toledo, 
1932—Retail 
Indiana, 
Annual, 
1932—Mountain 
Association, 
Colo. Annual. 
19-21, 1932- 
sociation, 
nual, 


90.99 


Lum- 


Jan. Union 


Jan, Dealers’ Associ- 


Hotel, Indianapo- 
Jan, States Lumber Deal- 
Cosmopolitan Hotel, Denver, 
Jan, -Northwestern Lumbermen’s As- 
Auditorium, Minneapolis, Minn. An- 
Jan. 1932—Ontario 
Association, King 
Annual, 
20-22 
sociation, 
phia, Pa. 
26-28, 1932—Northeastern 
men's Association, Hotel 
York City. Annual, 

27-29, 1932—Southwestern Lumbermen’s 
sociation, Ararat Temple, Kansas City, 
Annual, 
27-28, 
Supply 


Retail Lumber Dealers’ 
Edward Hotel, Toronto, Ont. 


Jan. As- 


Philadel- 


Lumbermen’s 
Hotel, 


1932—Pennsylvania 
Bellevue-Stratford 
Annual, 


Jan. Retail Lumber- 


Pennsylvania, New 
Jan. As- 
Mo. 
1932—Tennessee Lumber, Millwork & 
Dealers’ Association, Hotel Noel, Nash- 

ville, Tenn. Annual, 
Jan, 27-28, 1932—Western 

sociation (Canada), 


tetail Lumbermen’s As- 
Royal Alexandra Hotel, 


Winnipeg, Man. Annual, 

Feb. 2-3, 1932—Canadian Lumbermen’s Associa- 
tion, Mount Royal Hotel, Montreal, Que. An- 
nual, 


Feb. 2-4, 1932—Iowa Lumber & Material 
Association, Coliseum, Des Moines, 
nual. 

3-5, 1932—Michigan Retail 
Association, Pantlind Hotel, 
Mich. Annual, 


9-11, 1932—Illinois Lumber & Material 
ers’ Association, Stevens Hotel, Chicago. 
nual, 

10-12, 
ation 


Dealerg 
Iowa. An. 
Feb. Lumber Dealers’ 
Grand Rapids, 
Feb. Deal. 
An- 
Feb. 1932—Retail Lumber Dealers’ Assocj- 
of Western Pennsylvania, William Pen 
Hotel, Pittsburgh, Pa. Annual, 
11-12, 1932—Hardwood 
tute, Brown Hotel, 
12-13, 
Supply 


Feb. Manufacturers’ 


Louisville, Ky. 
Lumber 
Association, 

Hotel, Va. Annual. 
16-18, 1932—-Wisconsin Retail Lumbermen’s 
Association, Auditorium, Milwaukee, 
nual. 


Insti- 
Annual, 

& Building 

John Marshal] 


Feb. 1932—Virginia 
Dealers’ 
Richmond, 


Feb. 


Feb. 18-20, 1932—-Western Retail Lumbermen’s As. 

sociation (U. 8S.), Davenport Hotel, Spokane, 

Wash. Annual. 

24-26, 1932—Nebraska 

sociation, Lincoln Hotel, 

Feb. 25-26, 1932 
ers’ Association, 


Feb. Lumber Merchants’ 


Lincoln, Neb. 
—Mississippi Retaii Lumber 
Robert E. Lee Hotel, 


As- 
Annual 
Deal- 


Jack- 


Wis. An- § 


v 


i inna 


oe 





son, Miss. First annual, 
March 10-11, 1932—South Dakota Retail 
men’s Association, Watertown, S. D. Annual, 
12-14, 1932—Lumbermen’s Association of 
Texas, Texas Hotel, Fort Worth, Tex. Annual, 
12-13, 
sociation, 


Apr. 


May 


Orlando, Fla. Annual. 





Southwestern Kansans to Meet 


LIBERAL, Kan., Nov. 9.—Retail lumber deal- 
ers of the southwestern section of Kansas, who 
are informally organized as the Southwest 
Kansas Lumbermen’s Association, will hold 
their annual meeting here on the afternoon of 
Nov. 17 at the Warren Hotel. This organiza- 
tion is unique in that it has no standing of- 
ficers, a presiding officer and secretary pro tem 
being chosen at each meeting. 





Nebraska Lumber Merchants’ 
Association 


Lincotn, Nes., Nov. 9.—Official announce- 
ment is made by Harry E. Dole, secretary- 
manager of the Nebraska Lumber Merchants 
Association, that this organization will hold its 
forty-second annual convention on Feb. 24, 25 
and 26, 1932, with headquarters at the Lincoln 
Hotel in Lincoln. Plans are under way, Sec- 
retary Dole states, to make this one of the 
best conventions ever held by this association. 





Furniture Man to Speak at Appala- 
chian Club Meeting 


CINCINNATI, Onto, Noy. 9.—A feature of 
the fifth annual meeting of the Appalachian 
Hardwood Club, to be held Dec. 1 at the Ho- 
tel Sinton in Cincinnati, will be an address by 
Dr. A. P. Haake, managing director of the 
National Association of Furniture Manufactur- 
ers. The of efforts to secure Dr. 
Haake as a speaker will afford those who at- 
tend the meeting an opportunity to hear not 
only a representative of one of the largest 
lumber consuming industries, but also a na- 
tionally known authority on economics and 
distribution. 

Out of deference to the present scrambled 
business situation, Dr. Haake has chosen “Eggs 
and Omelets” as the subject of his address. 
His address will deal primarily with the mu- 
tual problems of the furniture and lumber 
manufacturers and will offer many thoughts 
that merit the careful consideration of all those 
engaged in the production of hardwoods. 

With the exception of the address by Dr. 
Haake, the proceedings of the club annual will 
deal with the organization’s own affairs. At 
the morning session matters of a general na- 
ture will be discussed by the officers, while 
special actvities will be reviewed in committee 
and departmental reports. 


success 


The afternoon will be devoted to the club’s 
trade extension program. These activities will 
be summarized by Trade Extension Manager 
David G. White whose report, the first since 
the augmented program was adopted some 
months ago, will be both a recital of worth- 
while accomplishment and an outline of sug- 
gested future activities. 





Plans of Connecticut Dealers 


New Britain, Conn., Nov. 10—The Lumber 
Dealers’ Association of Connecticut will hold 
its thirty-ninth annual convention on Dec. 10, 
and the Shuttle Meadow Club here in New 
Britain has again been selected as the scene 
of the gathering. Hugh S. McKenna, of New 
Britain, secretary of the association, is chair- 
man of the convention committee and working 
with him are H. E. Thompson, of the Water- 
town Lumber Co., Watertown; H. E. Shepard, 
of the New Britain Lumber Co., New Britain; 
George H. Loewenthal, of Gustav Loewenthal 
Co., Middletown; Earle Chappell, of Hartiord, 
and Willard Terrill. 

Frank H. Warr, of the Seymour Commercial 
Co., Seymour, completing his first term as 
president, will call the meeting to order at 6:30 
p. m. around the banquet tables and the business 
session will follow the annual dinner. Details 
of what is intended shall be a very interesting 
and instructive program are now being ar- 
ranged and will be ready for public announce- 
ment in about two weeks, according to Chair- 
man McKenna, of the convention committee. 
The date, Dec. 10, was selected to synchronize 
with the Massachusetts retailers who will hold 
their thirty-first annual on Dec. 12, and to per- 
mit the many who wish to do so to attend both 
annual conventions. 

John C. Barry, of the Strong & Hale Lum- 
ber Co., Portland, has been named chairman of 
the nominating committee, serving with Wil- 
liam J. Riley, of the Hartford Lumber Co., 
Hartford, and John Schwartz, of the Schwartz 
Bros. Co., Bridgeport. Hobart Richards is 
chairman of the auditing committee, assisted by 
Warren M. Beers, of the Shelton Lumber Co., 
Shelton. 





Put this question to your family 
tonight; “Shall we build a home?” 
and take a vote. It will be carried 
unanimously. 


New York Trade to Meet 


New York, Nov. 10.—The forty-fifth annual 
meeting of the New York Lumber Trade As- 
sociation will be held on Wednesday, Nov. 18, 
at the National Republican Club. There will 
be a reception at 6:30 o'clock, tendered by the 
retailers to the wholesale members, and dinner 
will be served at 7 o’clock. Voting on the 
trustees and officers of the coming year is the 
only event yet announced for the evening. The 
nominating committee has endorsed C. N. 
Pitcher for president, Frederick J. Bruce for 
vice president, and Russell T. Starr for treas- 
urer, and the following for trustees: Retailers, 
Everett L. Barnard, William E. Code, Andrew 


H. Dykes, Robert R. Kloess; wholesalers, 
Frank S. Davis, Frank A. Niles, Otis N. 
Shepard, Bernard L. Tim; Nylta Club, Henry 


G. Boe and Joseph E. Masterson. 





National Exporters Selecting Date 


Mempuis, TENN., Nov. 9.—Louisville, Ky., 
and the Brown Hotel will probably be selected 
by the National Lumber Exporters’ Association 
as the place for the next annual meeting. The 
dates will probably be Feb. 9 and 10, 1932, just 
prior to the institute convention. Members oi 
the board of managers of the association are 
being asked to express themselves as to these 
dates by President Joe Thompson. 





Holds 28th Annual Dinner 


Tacoma, WasH., Nov. 7.—Eleven members 
of the Southwestern Washington Lumber Manu- 
facturers’ Association held their twenty-eighth 
annual dinner at the Tacoma Hotel here last 
Saturday. This hotel has been the scene of 
every one of the annual gatherings. The or- 
ganization today is purely a social one; senti- 
mental ties only are holding together the twenty 
members left out of the original sixty sawmill 
men who formed the organization thirty-four 
years ago at Chehalis, Wash. 

Of the eleven members present at the last 
annual meeting eight are still in the lumber 
business, though some of the manufacturers of 
early days are now retailers, or, as in one in- 
stance, are in the post and pole business. 

Organization of the body came about in an 
effort to find, and bind together, sufficient mills 
to get out an order which called for 5,000,000 
feet of ties for a railroad which was extending 
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its line. The order was taken and shipped in 
due time. After the lumbermen had co-operated 
in handling this one order, and had begun to 
get acquainted with each other, they made per- 
manent the organization. In about 1901 the 
West Coast Lumbermen’s Association was 
formed, and it took over the business activities 
of the Southwestern; since that date, except for 
a lapse of three years immediately thereafter, 
the association has existed in its present form. 

In addition to spending a social evening the 
body passed a resolution, as an appreciation of 
the poems which one of the charter members, 
and organizers, Harry John Miller, of Seattle, 
has written from time to time. The resolution 
which was signed by W. C. Miles as President 
and C. S. Gilchrist as secretary, authorized J. 
G. Startup to contact Mr. Miller and arrange 
for publication of the poems selected. 


Home Building is one of the fac- 
tors in character building. 


Maple Flooring Manufacturers 
Optimistic 

MENOMINEE, MuicH., Nov. 10.—Optimism 
over future status of the maple flooring market 
was expressed at a meeting of the Maple Floor- 
ing Manufacturers’ Association at the Hotel 
Menominee here, last week, with A. C. Wells, 
president of the J. W. Wells Lumber Co., and 
head of the association presiding. Other lum- 
bermen attending included A. H. Abendroth and 
P. W. Abendroth, of Robbins Flooring Co., 
Rhinelander, Wis.; H. V. Newell, of Sawyer 
Goodman Co., Marinette; A. W. Klass and W. 
L. Dewitt, of Holt Hardwood Co., Oconto; W. 
B. Earle, of Wisconsin Land & Lumber Co., 
Hermansville; H. H. Shepeck, of I. Stephenson 
Co., Wells, Mich.; Charles Brand, of North 
Branch Flooring Co., Chicago; J. D. Staples, 
ff Northwestern Cooperage & Lumber Co., 
Gladstone, Mich., and A. L. Osborn, of the 
Flooring Institute, Oshkosh, Wis. 
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Propose Changes in Southern 
Pine Grading Rules 


Note: A full report of the fall meet- 
ing of the Southern Pine Association will 
appear in the Nov. 21 issue of the AMERrI- 
cAN LUMBERMAN.—EbITOR. 





[Special telegram to AMERICAN LuUMBERMAN] 

New Or.eEANS, La., Nov. 11.—Extension of 
official Southern Pine Association grade mark- 
ing to non-subscribing mills was recommended 
at the meeting here today of the grading rules 
committee of the association, subject to ratifi- 
cation of the general membership at their meet- 
ing Thursday. The action was taken today on 
the basis that extension of such service to non- 
members will strengthen the association efforts 
to obtain an official grade-mark specification in 
Government work. In its recommendation the 
grading rules committee included a revision of 
charges for certificate inspection for non-mem- 
bers from the present 50 percent surcharge on 
member costs to $20 a day plus actual expenses, 
to which would be added $1 a thousand for the 
grade-marking. The charge is applicable to 
shipments originating at non-member mills. 

The committee voted to refer an inquiry from 
the materials committee of the American Rail- 
way Association as to whether requirements 
would be filled under that organization’s pro- 
posed specifications to its sub-committee for re- 
port in January; the attitude appeared favor- 
able. Specification on edge grain flooring count 
of six rings to the inch was referred to the re- 
finement committee, of which L. J. Arnold was 
named new chairman. New standard center- 
match flooring was scheduled for approval in 
January to overcome looseness found in the old. 

W. T. Murray presided over the grading rules 
committee session. 


Work With Wholesalers, Speaker Says 


CotumBus, Ga., Nov. 10.—Ilf the South is to 
hold her own in the lumber market of the na- 
tion, her producers must successfully combat 
the introduction by others of substitutes for 
which large claims are being made, and to do 
this the southern lumbermen must join with the 
wholesalers actively and intensively. 

This was the declaration of W. W. Schupner, 
of New York, secretary-manager of the Na- 
tional-American Wholesale Lumber Associa- 
tion, in addressing the Roofer Manufacturers’ 
Club Tuesday morning at the Hotel Ralston, 
here. 

Mr. Schupner asserted that not only must the 
wholesalers have the strong support of the lum- 
ber mill operators, but a definite plan of coun- 
ter propaganda must be worked out to compete 
with the substitutes. He declared in part: 

The wholesaler sells lumber only and is 
pushing it against all substitutes. These 
other interests, with their claims for fire-re- 
tarding properties, strength of construction, 
noise and heat insulation, and other claims 
along utility lines, are busy. The retailer usu- 
ally handles all materials and is less inter- 
ested in lumber than is the manufacturer and 
wholesaler, but the wholesaler and his sales 
force are on the firing line fighting with and 
for the manufacturers of lumber. True 
enough, they have to do so, because they have 
only lumber to sell, but for instance, if they 
can’t find a market for roofers, neither can 
you, 

Registering for his association an outright 
opposition to group selling agencies, Mr. 
Schupner asserted: There has been some agi- 
tation for group selling agencies, just as there 
has been for collective buying. The latter is 
opposed by the retailers themselves. When 
business drops, the desire to maintain sales 
continues and the manufacturers sometimes 
turn to panaceas. The selling agency is one 
of these. 


It is possible for large mills closely 
to succeed with such agencies, 
work for the large associated 
do for small scattered mills. 
nounced difference in the marketing of these 
two classes of products. Immense capital is 
necessary for such experimentation, and it will 


related 
but what might 
mills will not 
There is a pro- 


not raise the price of the product unless pro- 
duction can be controlled to the point of mak- 
ing a non-codperative portion ineffective, 
which will be impossible, and it takes a rela- 
tively small percentage of the production to 
set a price. 


A selling agency can not control a sufficient 
percentage of the production to prevent undue 
surpluses, thereby adjusting the price. That 
is a manufacturing problem, and as far as that 
is practical, it is in your hands now, and no 
sales agency, any more than a wholesaler, can 
raise the price against mounting mill inven- 
tory. 

At an executive session of the club the ques- 
tion of affiliation with the Southern Pine Asso- 
ciation was discussed at some length on a basis 
of a detailed report by a committee composed 
of H. Dixon Smith and Gerald B. Saunders, 
named by the club following a joint meeting 
here on Oct. 6 with officials of the Southern 
Pine Association to confer with officials of the 
latter. 

In view of the fact that a good many mem- 
bers of the club were not present, and in view 
of the cost of affiliation, it was decided that ac- 
tion would be deferred until the next meeting 
to be held here on Dec. 15, and Southern Pine 
officials were to have been so advised by Mr. 
Smith, by wire. At the December meeting plans 
will be made for the annual meeting of the or- 
ganization to be held in January. 

H. R. Garrett, of Faceville, president of the 
club, presided over the meeting, and W. R. 
Melton, of Cuthbert, the secretary, served in 
that capacity. 


l‘jnal general revision of southern pine grades, 
which would accomplish segregation of longleaf 
and shortleaf varieties in 2-inch stock and 
thicker in accordance with the Columbus meet- 
ing was deferred to the annual session in 
March by the special revisions committee. The 
committee Wednesday had effected tentative re- 
visions of from twenty-five to thirty-five grades, 
but wished to conclude knot studies to determine 
results of changes in methods of measurement 
and sizes, particularly in dimension and factory 
flooring, as also to write rules for 1200-pound 
longleaf structural and 1200-pound joists and 
plank before submitting a report to the associa- 
tion grading rules committee. The committee 
expressed a further desire that the proposed 
rule book be passed upon in a joint session with 
the grading rules committee in January so the 
final draft could be furnished the general mem- 
bership in stencil form prior to the March asso- 
ciation meeting. 


Assurance was given by the committee to 
Stewart Huckins, of George McQuesten Co., 
representing the New England Yellow Pine 
Dealers’ Association, that the 1200-pound grade 
will be provided, as requested by that organiza- 
tion. 

The tentative draft of the new rules by reason 
of their objective effects a radical departure 
from the established grade schedules both as to 
arrangements and content. The major separa- 
tion of the two species results in a comprehen- 
sive set for each displacing the common rule 
applying to either. The purpose of this is defi- 
nitely to cloak each species with its particular 
application in usage, and thus eliminate friction 
between the two. 

Another major objective is the raising of 
grading rules to more closely conform with 
actual shipments, it being represented that in 
a great many cases mills have raised their 
standards to meet buyers’ demands for increased 
quality, resulting in a wide variance as com- 
pared with shipments made close to grading 
rule specifications, a condition deemed not to 
the best interest of the industry. This superior 
mill practice may be compared with the recent 
inclusion of moisture content specification in the 
rules when it was found actual shipments were 
being made to conform to such a standard 
through trade demand. Greater uniformity of 
grades is to result. 

Among the major grade changes discussed 
were new definitions of longleaf and shortleaf:; 
dropping of the grades in longleaf of extra dense 
select structural and extra merchantable struc- 
tural; revision of longleaf structural grade 
names to 1905 titles; reduction of crook allow- 
ances and their application on widths; provision 
for an all heart for (paper) factory roofing 
plank grade; dropping of “common” from long- 
leaf and shortleaf dimension with addition of a 
No. 2 in longleaf; dropping of the 1400-pound 
shortleaf structural; addition of a dense short- 
leaf dimension grade; and possible addition of 
a No. 3 shortleaf small timber. 

The committee will particularly study knots 
in tree tops going into small timbers. 

The committee membership includes three 
each from longleaf, shortleaf and mixed manu- 
facturers. C. E. Klumb is chairman. Other 
members include O. S. Limbaugh, L. O. Crosby, 
H. S. Foley, L. J. Arnold, W. J. Yardley, F. 
W. Scott, E. W. Thompson jr., and E. E. Hall. 

Others taking an active part in the Tuesday 
and Wednesday meeting included Earl Wil- 
liams, J E. Crosby, J. E. Jones, association 
chief inspector, and O. N. Cloud, secretary- 
manager Longleaf Yellow Pine (Inc.). Presen- 
tation of the revisions was by J. F. Carter, as- 
sociation trade extension director. 

The board of directors considered matters 
relative to the merger of the North Carolina 
pine group. 
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Profitable Lumber Delivery and Advertising 


WYTHEVILLE, VA., Nov. 9.—It costs, on the 
average, 24 cents per load mile to deliver 
lumber by motor truck, figuring the going 


trip loaded and the return trip empty, ac- 
cording to figures carefully prepared by W. F. 
Gibson, treasurer and general manager of 
Gibson & Davis (Inc.), well known retailer, 
wholesaler and manufacturer of Wytheville, 
in response to an AMERICAN LUMBERMAN re- 
quest His firm operates three trucks—two 
Chevrolets and one Ford—in mountainous 
country; they are shown in an accompanying 
illustration 

The reader will quickly note how the 
trucks are made bright with white paint, and 
the paint, although it applied nine 
months ago, has well kept and 
cleaned (and patched when marred) that it 
shows up beautifully against the dark chest- 
nut-bark shingles (which this company man- 
ufactures itself, in the mountains). The 
rucks are painted every year, and every Sat- 
urday afternoon the drivers wash, grease and 
service all trucks Mr. Gibson himself well 
describes why this is done: 


was 
been so 


“We have tried to put ‘It’ into our trucks 
by painting them snow white, as this color 
is associated with a home in most folks’ 
minds. The main thing is to get a color 
that is distinctive so everyone will recognize 
your trucks even when they are too far 
away to read the firm’s name 

“We have our name and town plainly 
printed on both sides as well as fore and aft 
on the cab, so that all who meet and pass 
us on the road as well as those who live 
by the side of the road can see them. AIl- 
most everyone is interested in new buildings 
and improvements, and most people are curi- 
ous enough to wonder who is furnishing the 
materials. 

Painting Is Good Advertising 

“We budget 1 percent of our sales for ad- 
vertising of all Kinds, and while we do not 
charge painting and lettering of buildings 
and trucks to this account, we feel sure it is 
one of the most profitable forms of advertis- 
ing. However, a truck not washed clean or 
painted distinctively is just another truck 
and carries little advertising value even when 
lettered. 

We consider attractive buildings almost 
as good an aid to selling as our trucks, and 
the extra sales they create will many times 
pay their additional cost over the unkempt, 
unpainted, eyesore sheds that were the vogue 
a few years back. 


“You do not buy gas at an unattractive 


filling station The well-kept chain stores 
have made hard sledding for the old type 
grocery store. We all take a squint at a 


restaurant, and if it doesn’t look inviting we 
look elsewhere 

“The same thing applies to lumber sheds, 
and the same lumber looks better when it is 
attractively piled End piling for flooring, 
siding, moulding, ceiling and trim, keeps 
lumber cleaner and is ideal for displaying it. 
This method valuable space and 
makes it possible to separate easily or pick 
out desired lengths, and one man can always 
load a truck 

“Last year, as an experiment, we piled some 
No. 1 common siding flat and stood beside it 
the same grade on end. We put a price $2 
per thousand lower on the flat-piled stock, 
but our customers mostly bought the end- 
piled stock because they said it looked better. 

“Every yard has its own problems to solve 
and, of course, should buy attractiveness at 
the least possible investment. 


conserves 


The Lumber Truck's Dimensions 

“Getting back to trucks, we find the speedy 
light truck of 1% tons rating answers our 
requirements A lumber truck that measures 
less than 6 feet 6 inches from rear of cab 
to rear axle is not good, regardless of weight, 
as it can not be properly balanced, and a 
platform less than 6x12 feet is too small for 
lath frames and other light bulky loads. The 


lower one can keep the platform, the easier 
it is to load and unload. 

“We design and build our own bodies, us- 
ing no iron except for bolts, and keep them 
light in weight, for every pound saved on 
the body means an extra pound of pay load. 
We use oak for sills and stakes, white pine 
for cross members and floors, and poplar 
sides, in order to get good strength combined 
with light weight. 

“One of the main factors in selecting a new 
truck is how quickly it can be serviced. There 
are several good ones in the same price 
range, and an important consideration is 
whether any needed part can be secured at 
once from the local dealer. Other essentials 
are sufficiently long wheel base, strong 
brakes, creeper gear to pull out of any mud- 
hole, and at least 35 miles speed without 
racing the motor. 

“Rear springs should be strong enough to 
support double the rated load without giving 
down and letting the load slip off on a moun- 
tain climb. 


“We depreciate our 1'%-ton trucks $25 per 
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With Truck Fleet 


on bulk materials, which are priced to in- 
clude a five-mile haul in full loads, and 
enough added on longer hauls to cover the 
extra mileage. 

“Our yard is one mile from the railroad, 
and our own trucks do all unloading. Ten 
percent of our sales are hauled in customers’ 
trucks. 

“Wytheville is located in a mountainous 
section, and we often truck in stock seventy- 
five miles when the freight rate exceeds 36 
cents a hundred. 


What Truck Operation Costs 


“Summarized, during the first nine months 
of this year our truck operating costs, per 
mile, have been approximately: 





IED hd. larg wile wee Oe 4 cents 
PPEOOE  giccdcaneveceews 2% cents 
PS ckaeu eae n onew aren 5 cents 
General overhead .......... % cents 

IS 60s sews Boab cokes 12 cents 


“As trucks usually run empty one way, we 
can not figure less than 24 cents per load 


The motor truck fleet of Gibson & Davis (Inc.), of Wytheville, Va., consisting of one Ford and 

two Chevrolets. They all are painted a bright white, so as to be distinctive among other trucks 

in and near Wytheville. Note the length of the trucks, and the way the firm name is painted 

on both front and sides, so that motorist customers, as well as those “by the side of the road,” may 

read. The end of the shed is shingled with the unusual chestnut-bark shingles which this com- 
pany manufactures, for the purpose of further distinctiveness 


month, figuring a total depreciation in three 
years. The first nine months of this year 
our three trucks have run a total of 22,000 
miles and have consumed $400.67 in gas and 
oil, with gas at 19 cents and oil 80 cents per 
gallon. Our repairs, tires, parts, licenses and 
servicing cost us $476.78, plus home service 
by our drivers estimated at $25. Two of our 


trucks depreciated $225 each at $25 per 
month, and one truck $150 as it was then 


fully depreciated. Two drivers 
total of $1,080 for nine months. 

“Our system is to use only two regular 
drivers, and to use the third truck for small, 
hurry-up orders, unloading cars and shifting 
stock in the yard. When we have the oppor- 
tunity, we load the third truck for a long 
trip and turn it over to a regular driver, who 
exchanges his empty for a loaded truck. In 
ease of needed repairs, the extra truck en- 
ables both regular drivers to make deliveries 
as usual 

“Our one-block to one-mile hauls do not 
average over 500 pounds. Our one-mile to 
five-mile hauls average 3,000 pounds, while 
our ten- to fifty-mile deliveries will average 
close to 4,500 pounds. We make no extra 
charge for delivering up to fifty miles except 


cost us a 


mile. Our yard being small, the drivers gen- 
erally do their own loading. 

“In conclusion, trucks mean quick service 
and widen every yard’s field of operation. 

“The added delivery charge on heavy, low- 
priced commodities always gives the nearest 
yard an advantage. On other items having 
a larger profit in proportion to weight, 
enough must be added to include average 
deliveries only, for the further we deliver 
from our own yard, the closer we come to 
competing yards. If we will all figure out 
the actual high cost of deliveries, we shall 
not cause our competitor fifty miles away to 
lose so much sleep, and he in turn will not 
disturb our slumbers.” 

Fearing that he had not made quite clear 
the position he takes in regard to the matter 
of one dealer’s “encroachment” upon an- 
other’s territory, Mr. Gibson added: 

“The point I have tried to bring out is that 
the local dealer always has some price ad- 
vantage on the heavy items, and on the more 
profitable, lighter, items, by adding enough 
for an average haul, he will never be at a 
disadvantage. We do not believe any dealer 
should object to outside competition so long 
as price-cutting is not resorted to.” 
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Preparation 


This is the time of year that men 
3egin to think of things again 

That run on runners, sleds and sleighs, 
And wintry nights and wintry days. 
This is the time that men begin 

To see the winter closing in, 

And hear the first autumnal storm 
And wonder if the stable’s warm. 


Men think about the bunkhouse roof 
And whether it is weatherproof. 

Will rafters hold the weight of snow 
And walls shut out the winds that blow? 
The teamster looks his harness o’er, 
For light the summer loads it bore 
Compared with loads it soon must pull 
When timber fills the bolsters full. 


These are the times men think about 
Another world, the world shut out, 

A little world among the trees, 

For, if men think, the times are these. 
The cook is telling what he’ll need 
The mouths of hungry men to feed, 
The while the boss is wondering 

If he’ll go broke, or last ’till spring. 


Between Trains 


MITCHELL, S. D.—We came out here to ad- 
dress an utilities convention, and found that the 
public utility companies have made a discovery. 
It has been the custom in the past for the utility 
concerns to maintain retail stores and sell every- 
thing from flatirons to Frigidaires. There was 
nothing wrong with that, although some fool 
legislation has been aimed at some of the com- 
panies in certain States to prevent this very 
thing. 

3ut the public utilities are beginning to real- 
ize that their profits do not come from the sell- 
ing of toasters and electric this and that, but 
from the use of them. Every time a house- 
holder installs an electric refrigerator (and 
every householder should) it means about $24 a 
year added to the electric light bill. So the 
important thing is not that the utility company 
shall sell electric appliances, but that they shall 
be sold. 

So the public utilities have decided to encour- 
age, rather than compete with, the hardware 
man, the department store, the radio shop, or 
anybody or anything that is getting electrical 
appliances into the hands, and houses, of the 
public. So, on this occasion, the hardware man, 
and the others, were invited to this convention. 
What’s more, they came. 

What has that to do with the lumber busi- 
ness? This. Everything that the lumber manu- 
facturer does to make the lumber yard the out- 
let for his lumber helps both yard and mill. 
Everything that the manufacturer does to de- 
velop the lumber merchant develops the in- 
dustry, and pays the real profit in the long run. 
And everything he does that is just opposite 
hurts him as well as the retailer. 

But that isn’t much of a problem any more. 
The real problem now is to get the retailer to 
utilize the help that the manufacturer is ready 
and willing to give him. 

Detroit, Micu.—We are pained to report 
that business is a little quiet in Detroit; that 
is, Detroit’s principal business. We suppose 
the conviction of Al Capone had something to 
do with it. We were not approached even once 
by any recently returned traveler from Canada, 
or some fellow who said he was. We some- 
times have a feeling that a lot of this Canadian 
liquor is manufactured right here in Michigan, 
the only thing imported being the name, and 
you can telephone that in without much fear 
of detection. However, as we never use any 
of the stuff, we were not greatly concerned. 
You hear a good deal about how wet Detroit 





is, but we saw no signs of it. Perhaps they 
had taken the signs down. So, when we @aid 
Detroit’s principal business, we were speaking 
humorously but far from truthfully; and, as 
far as we could see, the fellows who tell you 
how wet Detroit is are talking the same way, 
but leaving out the humor. 

Of course, we didn’t come to Detroit for the 
purpose of writing any wicker sham report. 
If we had, we would have rented a house and 
sent for the folks. We were the guest of the 
Kelvinator people, who had assembled the dis- 
tributors of their Leonard line to add eclat to 
the occasion. They came from San Francisco 
and New York, because an electric refrigerator 
man could. That is one business that has not 
heard anything about the depression. We asked 
President Mason, of Kelvinator, why, and you'd 
be surprised at this answer. Good merchandis- 
ing. He thought they had been able to sell 
refrigerators because they had tried. Gosh, 
maybe there wasn’t any depression! Maybe we 
just thought there was. 

Well, if there is, we know when it will be 
over; it will be when the folks who once 
thought they were rich, and who now think 
they are poor, realize they are neither, but just 
well-off. 


We See b' the Papers 


Gov. Ritchie says Hoover should have warned 
the country of the 1929 crash. 

Will some one please go through the files and 
find Goy. Ritchie’s warning, please? 

Tut-Ankh-Amen’s court chamberlain was 
named Ay. The original yes man. 

The best of us make mistakes, but the rest of 
us make the worst of the mistakes. 

Mr. MacDonald may have fallen, but you will 
observe that it was inside the breastworks. 

Russia fears a capitalistic plot against her. 
It seems the darned foreign capitalists want to 
collect their money. 

American manufacturers may find that scrap- 


ping your excess capacity pays better than 
scrapping your competitors. 
Automobile sales are off. Well, we'd be 


willing to trade the Stude in for a Chev and 
some cash if that will help any. 

There is a shortage of jaw oil. But it is the 
oil taken from the jaws of fish, not the oil used 
by the business prognosticators. 

Some rare beasts are on the way here from 
3razil. Now, if only some of those that are 
not so rare were on the way to Brazil. 

Chicago’s 1933 World’s Fair is so far along 
it could open next year, if necessary. Just now 
it is hard to think of anything less necessary. 

Conditions are still better in New England 
than in any other part of the country, but, on 
the other hand, fellows like Cal Coolidge don’t 
ask for much, 


Age 

Think not age comes like autumn, leaf by leaf, 
Like the slow waning of an ending year. 

Age comes in one swift hour of sudden grief, 
The loss of someone or of something dear. 
Youth has its sorrow, every time its tear, 

Yet grief to youth is but a summer rain; 

Sut we shall know, shall know that age is 


here, 
When skies that cloud refuse to clear again. 


Youth is a sapling; age has lost its spring, 
Becomes the tree that breaks and can not bend, 
Borne down beneath the load of anything, 
Must bear the burden to the very end. 
To both the selfsame grief the fates may send; 
The sapling groans, then throws the grief aside; 
But age can not imagine or pretend— 
Grief comes not visiting, but to abide. 
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AND HERE’S 
a 


The fastest selling insulation 
in the country today is INSO 
LATH. There are reasons. It 
is the only free expanding in- 
sulating lath on the market. 
Nailing slots, extra-wide bev- 
eled edges and ends, and ship 
lapping provide a permanent 
expansion space ALL THE 
WAY AROUND the lath. It 
is easy to handle and apply. 
Size 18”x48”. No wetting re- 
quired. Double thickness lath 
and quick setting plaster rec- 
ommended for ceiling work. 


The INSO LATH dealer plan 
is a remarkable business builder 
and a profit-maker for you. 
Write for samples of this prod- 
uct and for full details of our 
selling plan, designed to fit 
present conditions in the build- 
ing industry. 


gMPROVE, 











DEPENDAGLE BUILDING INSULATION 


O EWART INSO-BOARD CORP 





ST. JOSEPH. 
MISSOURI. 
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Hardwood Demand Shows Improvement 


° 
Demand Is Picking Up 

CINCINNATI, Onto, Nov. 9—More activity 
in inquiry from customers in the North and 
East for Appalachian hardwoods was reported 
by several of the wholesalers this week. Actual 
sales are also showing a slight improvement. 
A renewed interest in core stock in chestnut 
gum and poplar is reported by the furniture 
factories in Michigan, and by radio cabinet 
factories and other wood consumers of New 
York, Connecticut and the East generally. A 
number of good sales were recently reported 
in oak, chestnut and poplar, where buyers con- 
sidered prices especially attractive. Dealers in 
walnut report a better inquiry, and several fair 
sized sales to the furniture and interior trim 
trade, and prices of walnut are well sustained. 
Feelers are being put out by automobile fac- 
tories and body builders, and buying is ex- 
pected to develop in December and January. 

There is more interest being shown by cus- 
tomers in Canada, who are less disposed to 
hold out for the Canadian dollar basis of trad- 
ing. Reports this week show that larger Cana- 
dian dealers are buying New York exchange. 
Several local dealers are in Canada. Export- 
ers of hardwood report improved inquiry from 
the United Kingdom and France, Germany and 
the Netherlands, and several good contracts are 
being booked for shipment through the Gulf 
and South Atlantic ports. 

In certain items of Appalachian oak, chestnut 
and poplar, dry stocks at mills are admittedly 
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We're supplying the needs of exact- 
ing buyers for furniture factories, sash 
and door plants, retail yards, etc. 

We'll satisfy you, too, because we specialize 
in Northern Veneers and Plywood. 


Members We also invite orders for Northern Pine, Spruce, 
Pi 


Manctevurers Piemlock, Cedar Posts and Poles, Lath, Shingles, and 
Ameciation “Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Critten, 516 Lumber Exchange 




















“Superior Brand’ 
DIMENSION LUMBER 


AND 
HARD MAPLE FLOORING 
Brown Dimension Co. 


(Subsidiary of Bay De Noquet Co.) 
Main Office: 


MANISTIQUE, MICH. 








17 17 





VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 


Manufacturers of 17 different species 


of Northern Hardwoods 





17 17 





growing scarcer. At the Appalachian Hard- 
wood Club meeting which starts here Dec. 1 
it is expected that reports will give a succinct 
idea of the amount of available dry stocks. 
Wholesalers of southern pine report a bet- 
ter inquiry and a general improvement in rural 
business, because farmers have been benefited 
by the higher prices paid for wheat, corn, rye 
and soy beans. The city trade has not yet 
been affected. 


Receives Big Philippine Cargo 
Tacoma, WaAsH., Nov. 7.—One of the largest 
shipments of Philippine hardwood ever received 
here arrived this week on the steamer Tacoma, 
of the Tacoma Oriental line. The ship brought 
700,000 feet of material, all of which was con- 
signed to The Wheeler, Osgood Co. 


New Wood Preserving Plant Placed 
in Operation 


JACKSONVILLE, FLA,, Nov. 9.—The first plant 
to install the Bruce wood preserving system in 
the Southeast, the Mahoney Terminix & Wood 
Preserving Corporation, Jacksonville, was 
placed in operation early in October. The new 
firm is headed by Haynes Mahoney, prominently 
known in southeastern retail lumber circles as 
president of Mahoney Lumber Co. A group of 
interested lumbermen witnessed the opening of 
the plant, among them being: 


Messrs. F. A. Web- 
ster, of the Drake 
Lumber Co., Miami: J. 
M. and B. F. McCor- 
mick, of McCormick- 
Hannah Lumber Co., 
Orlando; R. H. and 


Leonard Todd, of the 
R. H. Todd Lumber 
Co., Ocala; William Mc- 


Collough, of the Ep- 
pinger & Russell Co., 
Jacksonville; Dave 
Ramsey, of A. H. Ram- 


sey & Son, Miami; J.S. 
Shands and Tom Baker, 
of Shands & Baker, 
Jacksonville; Winton _— 
tamsey connected with , 
T. W. Ramsey, Tampa; . 

Bill Faxon, of the ae: 
Pacific Lumber & Sup- a ” 
ply Co., Miami. Others 
were Messrs. D. D. 
Bundrick, T. J. Gilbert 
and Alex H. Stephens, 
of the Moore Dry Kiln 
Co.; Ben Wand, Bill Jones, Clyde Taylor and 
Cc. G. Breeci, and Mellen C. Greeley, architect. 


Treating chamber at 


C. Demere, chief engineer of the Bruce 
Chemical Corporation, sunerintended the demon- 
stration, which consisted, first, of heating the 
loads of lumber to be treated up to a pre-deter- 
mined point in the specially constructed Moore 
treating chamber (built by the Moore Dry Kiln 
Co.) and then removing the loads and submerg- 
ing them in a tank of chemicals while still hot. 
The cooling of the lumber causes atmospheric 
pressure of approximately 15 pounds per square 
inch to force the liquid chemicals deep into the 
cell structure of the lumber. Besides lumber, 
such material as glazed sash, hardwood floor- 
ing in bundles, door and window frames, glued- 
up panels and plywood, were successfully treated 
at the demonstration. 

One of the principal features of interest at 
the new plant is the specially designed treating 
chamber which was built by the Moore Dry 
Kiln Co. in collaboration with engineers of the 
3ruce Chemical Co. It is designed especially 
for use in connection with the Bruce treatment, 
its purpose being to heat the contents up to the 
desired point quickly without changing the orig- 
inal moisture content of the material being 
heated. 


Lumber treated as described will, it is said, 
resist the attack of termites and decay-produc- 
ing fungi. The market for such lumber in the 
construction of houses and other buildings, ay- 
tomobile bodies etc., is tremendous and treated 
lumber is growing in popularity. 


Better Buying Indicated 


MemPuis, TENN., Nov. 9.—English buying, 
while probably not as brisk as in the last ten 
days or two weeks ago, still continues, and is 
the feature of the southern hardwood market, 
Little improvement can be seen in the domestic 
market. There is, however, a much better feel- 
ing among manufacturers of hardwoods, for 
better inquiry is coming from the domestic 
trade, with prices still exceptionally low. Au- 
tomobile manufacturers are taking more. Box 
and crate manufacturers have been in the mar- 
ket during the last week or ten days, and have 
placed some sizable orders. Other groups of 
consumers are still buying hardwoods sparingly, 
according to needs. There is expected to be 
some improvement in the furniture demand fol- 
lowing the shows now in progress, as it is re- 
ported that some nice business is being placed 
by the furniture retailers. Flooring, interior 
trim and sash and door manufacturers are tak- 
ing but little hardwood, for many of them 
closed down their plants. There has been some 


improvement reported in the dimension market, 
nice orders for dimension stock having been 





plant of Mahoney Terminix & Wood Preserving 


Corporation, Jacksonville, Fla. 


placed within the last ten days or two weeks. 

Some curtailment in hardwood output has 
been effected during the last week or ten days, 
and reports would indicate that southern pro- 
duction is about 27 percent of normal. Logs 
are rather scarce, and mills are not in the 
market for logs for winter operations. 


Price Advances Expected 


Boston, Mass., Nov. 10.—Local hardwood 
merchants have considerable confidence that an 
era of better prices is now not far away. They 
are satisfied that not a few of the smaller hard- 
wood manufacturers have now disposed of more 
of their surplus stock than generally supposed. 
There is, however, no improvement in the gen- 
eral range of hardwood quotations. Exporters 
speak in an encouraged way of the overseas de- 
mand, some quite fair orders have been received 
from Great Britain within the last week. Domes- 
tic consumers insist on buying on a_hand-to- 
mouth basis. 

Current quotations on 4/4-FAS No. 1 com- 
mon: Ash, $68@77 and $44@49%. basswood, 
$6367 and $42@48; beech, $67@72 and 
$46@50; birch, $70@80 and $45@52; maple, 


For Current Market Prices on Hardwoods See Pages 62 and 63 
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$7075 and $48@53; oak, plain hard red, 
$680 72 and $50@53; plain hard white, $88@93 
and $53@55; plain soft white, $105@110 and 
$61@67 ; quartered medium texture white, 
$120@125 and $75@80; quartered soft white, 
$145@150 and $83@90; poplar, medium tex- 
ture, $73@80 (saps, $50@53) and $40@44; 
soft, FAS, $97@103 (saps, $66@72) and 
$48(@52. 

Flooring prices have sagged lower, without 
stimulating demand. Quotations: Plain white 
oak flooring, clear, $59@61.50; select, $47@- 
52.50; No. 1 common, $34@38.50; Michigan 
maple, clear, $58.50@63.50; Michigan and Wis- 
consin birch, clear, $54@58. 

More than 300,000 feet of Nova Scotia hard- 
woods was received by schooner last week by 
the Cavanaugh Lumber Co., Blanchard Lumber 
Co. Godfrey Lumber Co. and R. H. Nutter. 
The only other arrival of foreign lumber was 
440 teak planks. 


Orders Received for Prompt Loading 


LaurEL, Miss., Nov. 9.—Last week the lo- 
cal hardwood mills received a number of or- 
ders for prompt loading. Foreign demand, 


especially British, has improved. It is said that 
stocks in the United Kingdom are much lighter 
in relation to probable demand than they were 
thought to be. Domestic furniture plants that 
had been out of the hardwood market for 
months are now buying, for they booked a 
good volume of business at their recent shows, 
and the hardwood mills have received some 
nice orders from them. An early increase is 
expected in new business from the automobile 
industry, because some of the large body man- 
ufacturing plants have resumed operations, and 
it is believed here that the marketing of new 
car models will insure good demand for hard- 
wood for some time from this industry. Low 
grade items are being taken in larger quan- 
tity by the box manufacturers, which had only 
been fairly active, as these are now increasing 
their production. 


Demand Is Improving 


LouisviLLeE, Ky., Nov. 9.—The hardwood 
market is showing some improvement, and even 
some of the chronic pessimists are beginning to 
speak with more cheerfulness. A little inquiry 
has come from at least some of the railroads, 
though no business has been reported locally. 
There are also signs that some automotive fac- 
tories will soon start up body plants on new 
models. Furniture buying has been a_ shade 
better, and some of the novelty and specialty 
companies are taking material again. Flooring, 
trim and planing mill lines are quiet. Export 
business continues fairly good. 

There has been a better demand for low 
grade walnut, more especially No. 2 common, 
but a fair percentage of No. 1 has been sold. 
Not much walnut is being cut, or has been cut 
for some time, and the prices on low grades are 
firmer. No. 2 common, which was selling at 
$30 and even under that, is now firm at $32, 
and expected to go higher, as there is demand 
for such stuff from which to cut dimension. Top 
grades, however, are slow and weak in price, 
with FAS down to $175; selects steady at $125, 
and No. 1 at $60. Inch red oak in FAS and 
No. 1 common; cypress, in 4/, 5/ and 6/4, in- 
cluding FAS, select and shop; cottonwood in 
No. 1 common, inch stock; sap gum in Nos. 1 
and 2 common; magnolia in Nos. 1 and 2 com- 
mon; quartered white oak in No. 1 common; 
and No. 2 common walnut have been the more 
active items. There is little demand for other 
than inch stock. 

Though demand has improved, prices are 
weak, those on inch stock at Louisville being 
as follows: 

Poplar, FAS, southern, $65 ; Appalachian, $80 ; 
Saps and selects, southern, $45; Appalachian, 
$50@52; No. 1 southern, $29@31; Appalachian, 
$35(037; No. 2-A, southern, $23@25; Appala- 
chian, $28@30; No. 2-B, $19@21. Walnut, FAS, 
$175; selects, $125; No. 1, $60; No. 2, $32; 
Sap gum, FAS, $35; common, $23@25; quar- 
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cA New — Fast Selling — Product- 


| W EATHERBEST 
Aluminum Brush Coat Stain— 


Changes old dark colored shingled walls 
to a beautiful silver gray 


— WEARS LIKE IRON — 


NE brush coat of WEATHERBEST 


Here’s another 
winner — 


Aluminum Gray Stain completely 
covers old red, green, gray, brown or 


weathered shingles. The tiny over- 


Weatherbest- 
BROW NSKIN 


The building paper that 
stretches when other 
papers break and tear 
under building and nail 
strain. Send for sam- 
ples and prices. 


} 


“ Don’t Overlook Our } 


rd 
{ Frees Sketch Service } 
{ for Your Modern- } 
| jzing Work. ) 
} 


*eanee! 1” engart” eager” eeget” *eageet” eager” eaceet” enget® 


lapping aluminum flakes in this stain 
ward off action of the elements. WEATH- 
ERBEST Aluminum Gray is a STAIN— 
not a paint—and preserves the stained 
shingle effect. 


Write for samples showing its abil- 
‘ ity to cover dark colors or ask your 
WEATHERBEST Service Representative 
to demonstrate it to you. Sold in one 
and five gallon cans—prices on request, 


WEATHERBEST STAINED SHINGLE CO., Inc. 
North Tonawanda, N. Y. 


WEATHERBEST 


Stained Shingles Sold 
Only Thru Accredited 


Retail Lumber Dealers 


Plants: North Tonawanda—Cleveland—St. Paul Distributing Warehouses in Leading Centers 


Weatterbest 


STAINED-SHINGLES 


For Roots and Sive-Warrs 





tered, FAS, $45@50; common, $30@34. Red 
gum, plain, FAS, $70@75; common, $38. Ash, 
FAS, $65; common, $37. Cottonwood, FAS, 


$3437 ; common, $25. Southern plain red oak, 
FAS, $58; common, $37; plain, white, southern, 
FAS, $70@75; common, $39; Appalachian 
plain red oak, FAS, $65; common, $42; Ap- 
palachian plain white oak, FAS, $80; common, 
$45; Appalachian quartered white, FAS, $125; 
common, $65@70; southern quartered white oak, 
FAS, $110; common, $62@65; southern quar- 
tered red oak, FAS, $80; common, $52.50; 
sound wormy oak, $24. 


Sales Showing Gains 


3uFFALO, N. Y., Nov. 10.—The hardwood 
yards report an increase in inquiry, together 
with improvement in sales. The leading lines 
of woodworking industry are getting busier, 
and a further gain in hardwood trade is ex- 
pected between now and the holidays. The re- 





port is made that two large local plants have 
put on one thousand additional employees dur- 
ing the last week. The Jamestown” (N. Y.) 
furniture market closed at the end of last week, 
after a successful run of two weeks. The at- 
tendance of buyers was 723, which is larger 
than that recorded’ at former shows. The num- 
ber last spring was 685, and last fall, 598. A 
satisfactory number of sales is reported by the 
manufacturers. 

A good-sized delegation from the . Buffalo 
Hoo-Hoo Club will go to Bradford, Pa., this 
week to attend a concatenation of the new Tri- 
County Hoo-HoosClub, which will be held at 
the Hotel Emery on Nov. 12. 

The Statewide reforestation program, which 
was voted: on at the election of Novy. 3, was car- 
ried by a large vote. Returns from about three- 
quarters of the district show a majority of 160- 
000. The proposition received a very large fa- 
vorable vote in‘ New York City, but in most 
upstate counties the vote was close. 
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GOLDSBORO 
N. C. PINE 


Our “ Jiffy Service”, by rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 
Let us prove it on your next order. 


JOHNSON & WIMSATT 
. WASHINGTON, D. Cc. 


























Yellow Pine 
Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler” 


The Alger-Sullivan Lumber Co. 
CENTURY, FLORIDA 























North Carolina Pine and 
West Virginia Hardwood 














iin Dried, Well Manu- CASING, 
tan Onde BASE AND 
Capacity, 250,000 feet MOULDINGS 
i Mixed Cars Our Specialty. 
WILLSON BROTHERS LUMBER CO. 
1530-35 Oliver Bldg., PITTSBURGH, PA. 











CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 
Planing Miil Facilities. 


Dibert, Stark & Brown Cypress Co. Ltd. 


Manufacturers DONNER, LOUISIANA 

















Lumbermen Enjoy 
Reading “TOTE-ROAD 
and TRAIL” 








TOTE-ROAD 
AND TRAIL By DOUGLAS MALLOCH 
r pax “T ote-road and Trail,” 





is the most important and 
entertaining that has 
come from his pen. It 
represents the ripe gen- 
ius of nearly forty years’ 
association, as boy and 
man, with the lumber 
business. 

No book of verse will 
afford a lumberman or 
logger greater joy, or 
serve as a more welcome 
gift to his friend. 


AMERICAN 


DOUCLAS MALLUCH 














Bound in Cloth, 
Gold stamped with 
gilt top. 
Illustrations in 
full color, from oil 
paintings by 


Oliver Kemp. LUMBERMAN 
Postpaid, 431 South Dearborn Sv. 
$1.50 CHICAGO, ILL. 





O TIMBER ESTIMATORS 0 
JAMES W. SEWALL 


Consulting Forestry 
JAMES W.SEWALL PHILLIPS & BENNER 


Old Town, Ruttan Block, 
Maine Port Arthur, Ontario 
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News Notes from Antler 


Portland, Ore. 


Nov. 7.—Curtailment of fir output continues, 
and some of the largest mills here are con- 
sidering a longer than usual winter shutdown 
unless business rapidly improves. 

Advances in prices of grain, cotton and oil 
are expected to stimulate rail trade demand. 
L. A. Nelson, of the West Coast Lumbermen’s 
Association, upon his return from a swing of 
the middle States recently, reported some 
signs of improvement in general conditions. 
He found stocks “pretty well shot,” as he put 
it. Inquiries from Atlantic coast ports are 
more encouraging than for some time. 

While during the first six months of 1931 
lumber exports from the Columbia River fell 
below those of the corresponding months of 
the preceding year, the last four months show 
an increase of 27,000,000 feet over last year. 
Things looked brighter today for lumber ex- 
porters. Higher silver quotations are ex- 
pected to revive Oriental business. France has 
been a factor in the lumber market here for 
some time, until the embargo was slapped on 
a short time ago, and this will be lifted on 
Dec. 31. Holland has been buying timbers 
here in considerable quantities of late for use 
in dyke construction. These timbers are 
principally 12 by 12- and 20 by 20-inch, and 
some are of great length. 

Plylock Corporation was recently organized 
in this city, and has taken over the operations 
of the Portland Manufacturing Co.’s plant. 
Plylock was the original trade name for the 
plywood products of the Portland Manufac- 
turing Co.’s plant. This plant has not been 
operating since May 26, but will be in oper- 
ation again Nov. 9. J. Lingaas is in charge 
of the new operations. 


Tacoma, Wash. 


Nov. 7.—Members of the newly-elected 
wood promotion committee of the Loyal Le- 
gion of Loggers & Lumbermen were the 
guests of the Tacoma Lumbermen’s Club at 
the regular meeting yesterday, and put on 
the program. Peter B. Milden, chairman of 
the committee, presided and introduced the 
speakers. H. D. Sage, field manager for the 
Four L, outlined the workings of the organi- 
zation, Russell B. Early, secretary of the 
committee, described its work. Jack Zeimer 
urged the operators to organize to maintain 
prices and wages. Harry Naubert spoke on 
the need for the lumber industry to develop 
home markets for its product. The big meet- 
ing to be held next Tuesday under the 
auspices of the committee will bring lumber 
manufacturers, architects and engineers from 
all parts of the Northwest. President Phil 
Garland, of the club, announced that the joint 
meeting with the Young Men's Business club 
of Tacoma, at which Col. W. B. Greeley will 
be the principal speaker, has been postponed 
until Nov. 27. 

Officials of the State department of public 
works and the Associated Log Shippers of 
Washington are in conference today at Olym- 
pia to determine the procedure to be followed 
by the department in defending its recent 
order setting up a new schedule of log rates 
for shipments in western Washington. The 
railroads are opposing the order of the de- 
partment, and the case is now pending in the 
Federal court here. The shippers have with- 
drawn from the case, but have not appealed 
from the department’s order, although regis- 
tering strong opposition to the increase 
granted the roads. 

F. R. Titcomb, general manager for the 
Weyerhaeuser Timber Co., who has just re- 
turned from a trip to the East, announced 
that the output of the company’s various 
mills will be considerably reduced during the 
next few months, in an effort to adjust man- 
ufacturing operations to market conditions 
in the industry, and to conform with the 
recommendations of the special lumber com- 
mittee of the Timber Conservation Board ap- 
pointed by President Hoover Mr. Titcomb 
declared that the accumulation of surplus 
stocks is a menace to the industry, and im- 


poses burdens of investment and carrying 
charges which ean not be justified under 
present cenditions. The company, he said, 


will endeavor to distribute payrolls as 
equitably as possible among the communities 
where the Weyerhaeuser plants are locateg 

The St. Paul & Tacoma Lumber Co.’s yijjj 
at Nooksak, near Bellingham, will shut down 
today and will remain closed until after the 
first of the year. 

Reorganization of the Shaffer Box (Qo, 
which will prevent the closing of the box 
factory and pulp mill and the throwing out 
of work of 300 employees, was begun this 
week when George J. Busch, auditor for the 
company, was named receiver. The receiver. 
ship was the result of a friendly suit brought 
by the Manley-Moore Lumber Co. Under the 
receiver, arrangements will be made to meet 
the bond interest due on the company’s obli- 
gations, and continue both plants in opera- 
tion. Failure of concerns owing money to 
the company, the depreciation of foreign ex- 
change and the chaotic condition of the 
market, were the causes of the financial] 
stringency which the company is facing. 

The Four L band gave two concerts 


this 
week for charity. Foodstuffs were accepted 
as admission fees, and large supplies were 


taken in for distribution 
sons of the city. 

The fiftieth anniversary of the incorpora- 
tion of New Tacoma as a city was celebrated 
here this week. Tacoma is now one of the 


to the needy per- 


principal lumber producing centers of the 
world. 
s e . 
Minneapolis, Minn. 
Nov. 11.—Prices for northern pine are 
fairly firm, and special offerings or conces- 


sions few. Mill stocks are smaller than last 
year’s, and they are likely to be cut down 
at almost the same rate as during last season. 
The manufacturing season is practically at 
an end. The year’s production totals about 
100,000,000 feet, a record low, and about half 
that of last season. While box and crating 
interests are taking a little stock, most of 
the demand is in mixed orders for immediate 
delivery, and material is not moving rapidly. 
With warm, wet weather the rule, the 
northern white cedar post trade has held up 
fairly well in the more prosperous farm 
areas, but the approach of winter is now put- 
ting a damper on this trade. Prices are at 
a low level, and some dealers are buying to 
fill next year’s requirements. Poles are in 
little demand. There is a prospect of a 
shortage in some post sizes early next spring. 
Edward C. Gabler, formerly with the W. L 
Carpenter Lumber Co., has been engaged by 
the Emmer Bros, Co. here to manage a new 
department, handling lumber and_ shingle 
products of Pacific Northwest mills. 


Spokane, Wash. 


Nov. 7.—The Potlatch (Idaho) sawmill unit 
of Potlatch Forests (Inc.) closed down re- 
cently for an indefinite period. The shut down 
was necessary, plant officials said, because 
of the surfeited market for lumber and by- 
products. Operation of the planing mill, re- 
manufacturing plant, dry kilns and _ box 
factory will be governed by the orders re- 
ceived. Closing of the Potlatch mill follows 
a shutdown of the Potlatch Forests (Inc.) 
plant at Elk River, Idaho, and means sus- 
pension of all lumbering by the company in 
this area. Camps were closed several weeks 
ago. The sawmill of the Rutledge unit of 
Potlatch Forests (Inc.), at Coeur d'Alene, 
Idaho, closed Nov. 1, J. P. Weyerhaeuser, jr., 
president, announced. The mill will be closed 
for an indefinite period. 

Sight million feet of white pine timber, 
damaged by the McPherson forest fire of last 
summer, has been sold to Richard Johnson 
and L. O. Larson, it is announced at Mis- 
soula (Mont.) Forest Service headquarters. 
The operators, logging for the Blackwell 
Lumber Co., have put in a crew of 80 men 
100 miles west of Missoula. 

Maintenance of present minimum wages in 
mills which employ Four-L members is the 
desire of the Four-L organization for the 
Inland Empire. This was declared at a meet- 
ing of district delegates at Coeur d'Alene, 
Idaho, last Friday. It was evident the dele- 
gates realized the seriousness of the indus- 
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try’s situation and it was indicated the 
Four-L desires to assist in bringing it out 
of its present slump. 

A sawmill of 15,000-foot daily capacity is 
about to be erected at Rathdrum, Idaho, by 
George Clem, recently from Bonners Ferry, 
where he has just completed sawing three 
million feet of lumber for the Diamond Match 
Co. 

The Pehastin sawmill at Pehastin, Wash., 
and box factory owned by C. A. Wright has 
closed for this season. The mill will resume 
operations in the spring. 

John A. Humbird, formerly associated with 
his father, T. J., in the management of the 
Sandpoint (Idaho) and Newport (Wash.) 
mills, has taken charge of the Newport mill, 
and both this and the mill at Chemanius 
(B. C.) plants will be under his management. 

The Long Lake Lumber Co, has received 
orders to furnish material for six new homes. 

A deal consummated recently at Sunburst, 


Mont., involved the purchase of the Pioneer 
Lumber Co. yards by the Monarch Lumber 
Co. 
. 
Kansas City, Mo. 
Nov. 10.—Trade in the southern States 


underwent a decided improvement last week, 
as a result of the optimism created by the 
upturn in cotton prices. Yards report a much 
better building trades demand in that section, 
and mills are hopeful of some fair business 
throughout the winter months. 

Inquiry from yards in nearby agricultural 
districts has picked up, for they report a ten- 
dency on the part of farmers to build hous- 
ing facilities for their livestock of a more 
or less permanent nature, instead of provid- 
ing only temporary shelter, as a great many 
did last winter. Most farmers are still hold- 
ing their wheat, but feel that expenditures 
on their property are warranted in view of 
the increased value of this wheat. 

City demand is small. Home owners are 
not investing in lumber supplies for repair 
work as they have done in the past. Stocks 
of city yards are in fairly good shape, but 
retailers are not adding to their supplies 
with any regularity. 

Mills generally have reduced their surplus 
stocks, and a number have curtailed produc- 
tion. Therefore, a fair demand will have a 
tendency to keep prices firm, sales managers 
Say. 

Industrial demand is not falling off as rap- 
idly as mills expected it to. All classes of 
industrial consumers, except hardwood floor- 
ing and millwork plants, are still in the 
market for modest amounts. Radio and fur- 
niture manufacturers continue to buy fairly 
liberal quantities, indicating that the retail 
demand for their products must be good. 


Birmingham, Ala. 


Nov. 9.—The Oct. 15 list did not hold, and 
recent changes have included as many ad- 
vances as declines. B&better 1x3-inch floor- 
ing as well as No. 1 and C items dropped $1, 
while rift grade dropped $5. All sizes of 
B&better were off from 50 cents to $2.50, and 
C grade, 50 cents to $1.50. The strongest de- 
mand is for lower grades, and most items in 
these advanced. No. 3 flooring, 1x3- and 
4-inch, is $6.50, and 6-inch, $8. Boards, 1x8- 
and 10-inch No. 3, are $8.50, and 1x12-inch, 
$9. No. 2 common flooring, 1x3- and 1x4- 
inch, is $10 to $11. S2S&CM or siding, 1x6- 
inch, is $12, and S4S, $12.50. No. 2 common 
S4S or shiplap, 1x8-inch, is $12.50; 1x10-inch, 
any working, $13, and 1x12-inch $15. Drop- 
ping grades remain unchanged. Calls for 


No. 2 common for use as casing show an 
increase. No. 2 and better dimension moved 


is within 50 cents of the No. 1 
common price in shortleaf. Small timbers 
registered $1 advance. Car decking demand 
remains slow, and lower prices are offered. 
Longitudinal car lining, 2x6-inch, 18-foot Is 
in demand, but is low in price, and most mills 
are passing up offers. Western mill competi- 
tion on upper grades is more pronounced 
Since pine mills stiffened prices on rift sawn 
stocks. For 1x3-inch B&better rift sawn fir 
flooring, $42 is quoted in this territory. 


up $1, and 


Oak flooring prices are extremely low. 
Further cuts on Nov. 1 brought the clear 
quartered below $90, mill, for the first time 
in ten years. Other grades declined until the 
list has been pronounced below cost of pro- 
duction by reputable manufacturers. The 
low reached by second grade 1x3-inch red 
oak flooring was $32. 

Pattern shops here have been increasing 
the number of their employees to care for 
a temporary rush in their line. The State 
highway department has released a number 
of contracts that had been held up for the 
last sixty days. 


Warren, Ark. 


Nov. 9.—Large Arkansas soft pine mills 
have not fared as well this week as they 
did last. They had a nice volume of business 
early in the week, but few orders the last 
half. The small operators report a larger 
volume of business than they have had for 
several weeks. Dealers are inclined to con- 
fine their purchases to common boards and 
dimension, and are buying bargains where 
possible. Small mills are selling these items 
at $1 to $2 under prices of large mills. Stocks 
are materialy reduced, so any improvement 
in demand should result in higher prices. 
The weather has been ideal for mill opera- 
tions, but there is no inclination to increase 
production; in fact most mills show a ten- 
dency to make a further slight curtailment. 
Improvement in the price of wheat and corn 
has caused mill operators to be more hope- 
ful, as they expect decided improvement in 
demand from the grain growing sections 
which have been practically out of the mar- 


ket for several months past. 
. 
St. Louis, Mo. 
Nov. 9.—Reports from southern pine pro- 
ducers indicate that mill stocks have been 


greatly reduced through curtailment of pro- 
duction. One of the larger manufacturers’ 
reported that its Nov, 1 stock was 25 percent 
less than on Jan. 1 this year, and says that 
shipments are running about 15 percent in 
excess of production. Sales volume is about 
equal to that of the last few weeks. In- 
quiries from railroads continue in better 
volume, but prices remain very unsatisfac- 
tory. Industrial buying seems to be lagging 
again. Retailers are purchasing only stocks 
for immediate requirements. B&better flat 
grain flooring seems to be slightly stronger, 
with $29@29.50 quoted by smaller mills for 
1x4-inch random loading; larger mills, 
$29.50@31; straight cars, 10- and 12-foot, 
$26@26.50, with straight cars, 16-foot and 
longer, $31@32.50. No. 1 dimension, 2x4-inch 
random lengths, small-mill stock, is $18.50@ 
19; large-mill stock, $21.50@23; 8-, 9- and 
10-foot, $16.50@17. No. 2 boards and shiplap, 
8- and 10-inch, are $18@19 for small-mill 
loading and transit cars; $21@22 for large- 
mill stock. Bé&better car siding, 1x4-inch, 
9-foot, is $30. Car lining, No. 1 common, 
1x6-inch, 16-foot, is $26; 18-foot, $29. 
Representatives of West Coast mills re- 
port farther curtailment, because of unsatis- 
factory prices. Special cutting is so low 
that mills are averse to accepting business. 
Bé&better fir drop siding, 1x6-inch standard 


patterns, is $28.50@29 for random loading, 
with straight cars of 16-foot and longer 
$32@32.50. B&better flat grain fir flooring 
1x4-inch is 27 @ 27.50; vertical grain, 


$38.50. B&better fir ceiling, %x4-inch, is 
$22.50. No. 1 common fir dimension, air dried, 
no moisture content guaranty is $13.50@14; 
kiln dried, $9@9.50 off Rail B list, with kiln 
dried items scarce. Timbers up to 12x12-inch, 
40-foot long, full sawn, rough, No. 1 com- 
mon, are $32.50; select common, $34.50; select 
structural, $36.50. All above prices are f. o. b. 
St. Louis. 

Hardwood sales volume is extremely light, 
but production is even lighter. A number 
of mills report that they are entirely sold 
out of the flooring grades of oak. Oak floor- 
ing demand shows no change, notwithstand- 
ing drastic reductions in prices during the 
last two weeks. 

John L, Avery, general sales manager Frost 
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HEN you want files 

that keep their 
sharp-cutting teeth, no 
matter howtough the job, 
choose Simonds. Rugged, 
durable, specially hard- 
ened Simonds Files never 
quit under fire of hard 
service. Their perfectly 
shaped teeth are evenly 
spaced to give you sure, 
accurate cutting and long 
wear. All Simonds Files 
are made in Simonds 
plants with the skill de- 
veloped by years of ex- 
perience in making the 
finest quality cutting tools. 
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SIMONDS SAW AND 
STEEL COMPANY 


FITCHBURG, MASS. 
“The Saw Makers” Established 1832 
Branch Offices and Service Shops in 
_4. Principal Cities 
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Sugar Pine 
California Soft Pine 
Arizona Soft Pine 

White Fir 


LOUIS WUICHET, Inc.. 


Shop—Selects—Common 
Dimension—Lath—Shiplap 
Pattern—Flask 


WRITE 
712 Railway Exchange Bldg., Chicago 











California Pine 


and Sugar Pine 


California Redwood 


WENDLING-NATHAN CO. 
Ww Established 1914 
wy Lumbermen’s Bldg., 
ww 110 Market St., 

SAN FRANCISCO, CALIF. 









































C3 PACIFIC COAST Co 


KLAMATH 
CALIFORNIA PINE 
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That our operations at 
Sprague River are right 
in the center of a great 
body of fine quality Cali- 
fornia Pine timber? 

In fact, the Klamath 
Basin is famous for its 
dense stands of virgin- 
growth Pinus Ponderosa 
trees which are very uni- 
form in quality, size, and 
texture. 


That's just one of the rea- 
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Crater Lake 
Lumber Co. 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 








B00 KS—BOO KS$—BOOKS$—Here’s theplace 
to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 











Lumber Industries (Inc.), Shreveport, La., 
spent Thursday and Friday here with the 
district representative, renewing his acquain- 
tance with the trade. 


Macon, Ga. 


Nov. 13.—Roofer manufacturers, taking ad- 
vantage of the colder weather, are increasing 
their production a little, though there has 
been no general movement to reopen mills. 
More roofers are being shipped outside the 
state than for some time. But home trade is 
taking its full share of the lumber. Stocks 
of roofers have decreased to such an extent 
that some manufacturers had to step up their 


production to be able to fill orders. There 
has been no improvement in prices. 
Longleaf manufacturers in southern 


Georgia will not get the usual orders from 
railroads this fall, it is now indicated but 
stocks in the railroad shops are depleted and 
have to be replenished soon. 

Hardwood men report that purchases by 
the furniture trade have increased, and a few 
orders have come from radio manufacturers 
and other industries. Prices are holding their 
own. That the demand is better than it has 
been for some time is admitted by all. Pro- 
duction is still below shipments, it is stated, 


and inventories at the first of the year are 
going to be the smallest in years. The 
weather has been so dry for many months 
that it has been especially desirable to get 
out fine timber in the swamps of southern 
Georgia. Water in these swamps has been 
lower than in years. There is an occasional 


report of a mill starting up again to save the 
logs. 

The hardwood lumber plant of the Evans- 
Inman Lumber Co, here was reopened on full 


time this week, giving employment to fifty 
men. The plant had been closed for several 
months. 

Forest fires continue in the swampy tim- 
ber lands of southern Georgia, being largely 
confined to Clinch, Charlton and Echols 
counties. Thousands of acres have been 


burned over. 
this section 


It has been many weeks since 
has 


had rain, so streams are 
drying up. The situation is somewhat alarm- 
ing. Gov. Richard B. Russell, jr., was asked 


to send National Guardsmen into the fire dis- 
tricts to fight the flames, but the governor 
replied that the guardsmen were not trained 
in fire fighting. However, he requested the 
highway department to co-operate in trying 
to check the fires. Timberland controlled by 
members of the Timber Protective Associa- 
tion has not been swept by fire, for a close 
watch is being kept and any fires discovered 
are quickly put out. 


Norfolk, Va. 


Nov. 9.—The North Carolina pine market 
continues quiet, and there has been no change 
in prices. When customers want good stock 


right away, there is very little bargaining, 
for everybody is well aware that prices to- 
day are low and mills are refusing business 
when offered lower figures. The weather 
continues ideal for building, and a deter- 
mined effort is being made to extend opera- 
tions throughout the winter. 


There continues a fair demand for circular 


sawn Bé&better 4/4 edge and stock widths 
mixed, but band mills have had little busi- 
ness because band sawn lumber is higher 
than circular. Bé&better 4/4 stock widths, 
rough or dressed, have been moving very 
slowly. The mills do not have much stock, 
but yards do not need the lumber. Yards are 
always willing to buy more 12-inch widths 
in 4/ and 5/4 lumber but the mills do not 
eare to sell this width in large quantities. 
There has been very little call for No. 1 


common kiln dried, for more good, bright air 
dried B&better boards coming on the 
market at rather low 

The lower grades of North Carolina pine 
have not been very active. The box makers 
are buying a little good air dried 4/4 edge 
box if the stock is bright and thoroughly 
dry. The small mills have much air dried 
edge box for sale, but find demand for both 
rough and dressed and resawn stock is light. 
The price has not changed. The yards have 
been showing more interest in 8- and 12-inch 
No. 1 box air dried, rough and dressed, and 
many mills are out of these widths entirely. 
Naturally low offers have been refused. Vir- 
ginia, North and South Carolina mills do not 
have much good stock box, but Georgia mills 


are 


prices, 
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have some surplus. The box trade is using 
very little stock box, except 4- and 5-inech | 
rough. There has been a better demand fo, 
4/4 log run poplar rough, and this item seems 
to be very scarce. Hardwood dunnage 4/4 
is also moving better. 

Planing mill men have been finding busj. 
ness rather quiet. Inquiries have been light. 
Prices have shown no further change, 4 
number of mills are operating, but total pro. 
duction is small. Air dried and kiln drieg 
roofers have been quiet, yet orders are harg 
to place with good mills at less than their 
prices. Most air dried Georgia roofer mills 
want $10 for 6-inch, $11 for 8- and 10-inch, 
and $11.50 for 12-inch. Some want 50 cents 
higher than these prices, and an occasional] 
car is picked up at 50 cents less. Transit 
roofers are hard to sell at a reasonable price, 


Shreveport, La. 





Nov. 9.—Southern pine manufacturers say 
that volume of shipments went off quite a 
little last week. A fair volume of business 
is being booked, and it is indicated that there 
will be an increase in shipments from now on. 
Texas is furnishing the mills in this vicinity 
more business than any other territory, but 
there is some coming from Oklahoma and 
northern States. Demand from the big man- 
ufacturing centers is rather light. The de- 
termination of the mills to hold prices firm 
is winning general approval. The market is 
at last taking more definite shape, and will 
probably make some advance as soon as a 
heavier demand appears. Increase in the 
value of farm products will soon cause larger 
buying of lumber in the wheat States. 

Hardwood stocks are rather low, and the 
first indication of buying will doubtless have 
a strengthening effect on the market. 


New York, N. Y. 


Nov. 10.—Lumber shipments 
Port Newark are smaller each week and are 
expected to decrease constantly from now 
till the beginning of the year. West Coast 
and southern mill representatives here say 
that they will not be able to send any large 
orders through till then. There is enough 
lumber on hand here in wholesalers’ hands 
to keep the yards supplied for a year if de- 
mand continues at present levels. Curtail- 
ment of shipments has not stiffened prices, 
but is expected to. It was rumored yester- 


coming into 


day that the source of supply of the most 
drastic price cutter among the handlers of 
western stocks was being cut off and his 


competitors promptly’ strengthened their 
resolution to hold out for a price that could 
repay them for producing, shipping and sell- 
ing their wood. 

The North River dock bids have not been 
opened yet, but should exhibit some remark- 
able bargains in first class lumber. 

The Port of New York Authority has filed 
a brief with the Interstate Commerce Com- 
mission, in which it recommends the adop- 
tion of the findings of Examiner Cheseldine, 
of the Interstate Commerce Commission, 
that trunk line railroads exert undue influ- 
ence against Port Newark by refusing to 
absorb the cost of loading on cars the lum- 
ber received at the port by cargo, and re- 
shipped by rail to points west of the Atlan- 
tic seaboard. The Port of New York Author- 
ity has filed its brief in reply to exceptions 
to the findings which had been taken by the 
Pennsylvania Railroad and the Baltimore 
Association of Commerce. In its Commerce 
Bulletin, the New York Port Authority pre- 
dicts that the removing of the alleged dis- 
criminatory condition would be a boon to 


the lumber business in the Port Newark 
area. It points out that the railroads serv- 
ing the ports of Baltimore, Philadelphia, 


Wilmington, Chester and Camden absorb the 
cost of loading from ship to car, which aver- 
ages from $12 to $15 a carload but have 
refused to do so at Port Newark, as a result 
of which inland shipments by rail from this 
port have suffered. 
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{ HOO-HOO DOINGS 


Milwaukee Hoo-Hoo Elect 


MILWAUKEE, WIs., Nov. 9.—John B. Bert- 
ling, of the Badger Lumber & Supply Co., St. 
Francis, was elected president of the Milwaukee 
Hoo-Hoo Club at its annual meeting held at 
the Republican Hotel here last week. Claude 
E, Flambeau, of the Badger Sash & Door Co., 
was named vice president; and Donald S. Mont- 
gomery, was re-elected secretary-treasurer. 

The meeting followed an enjoyable social 
hour and a dinner, interspersed by a light caba- 
ret program, and the evening was devoted to 














honoring Benjamin F. Springer, first president 
of the Milwaukee Hoo-Hoo Club, and recently 
elected Supreme Snark of the Universe. Mes- 
sages of greeting were received from Supreme 
Scrivenoter Lance; Supreme Jabberwock Bur- 
russ; Supreme Custocatian Kuhlman; Supreme 
Gurdon Brady, Supreme Secretary-treasurer 
Isherwood, and from the Twin City Hoo-Hoo 
Club. 

Past President Robert Blackburn was intro- 
duced and spoke at length upon the history oi 
the lumber industry. On behalf of the club, 
Mr. Blackburn presented Mr. Springer with an 
autographed engraved pen and pencil, stating 
that “The pen is mightier than the sword, and 
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the pencil mightier than the ax,” and assuring 
Supreme Snark Springer of the devoted co- 
operation of the Milwaukee club. 

Mr. Springer responded enthusiastically and 
emphatically in making his first appearance at 
home as Snark of the Universe. He outlined 
the plans of the Supreme Nine under his ad- 
ministration for the coming year, and told of 
his ideas as to the benefit Hoo-Hoo may work 
for the industry through educational promo- 
tion work. 





Says Mental Weaknesses Are 


Responsible for Depression 


MINNEAPOLIS, MINN., Nov. 9.—Stafford King, 
State auditor, was the chief speaker before last 
week’s meeting of the Twin City Hoo-Hoo 
Club. Speaking on the general subject of 
conservation, Mr. King said, in part: 


I'm not at all sure that this depression 
we are suffering is as bad as we make it 
seem. The depression is caused largely be- 
cause of mental neurasthenia, with certain 
groups of people calling attention to the 
faults of our present government and advo- 
cating radical organizations for its replace- 
ment. They have had a large part in bring- 
ing about the situation. 

Another cause is human frailty for “pass- 


ing the buck.” Take the tax situation, for 
instance, High taxes really are our own 
fault, and hardly any of us complained of 


them until we felt the stringency of depres- 
sion. There are 11,000 separate divisions of 
government in Minnesota alone, and every 
new committee, board, department or divi- 
sion costs us more money. 


Stating that it is criminal for anyone to sell 
land to honest farmers, knowing that that land 
can not be made productive for agricultural pur- 
poses, the speaker said that much of the land in 
northern Minnesota is fit only for reforestation. 

A. A. Hood, president of the Associated Lead- 
ers of Lumber & Fuel Dealers of America, Chi- 
cago, and former president of the Hoots Club 
here, was a guest. He said business conditions 
are growing better along the Atlantic seaboard, 
which he recently visited, but added that busi- 
ness never will be the same again until we have 
a wave of small residential construction. He 
announced that a Minneapolis office of the As- 
sociated Leaders would shortly be opened by 
Charles Rhodes, formerly of the A. C. Ochs 
srick & Tile Co. 

It was the birthday of Ormie C. Lance, secre- 
tary of the Northwestern Lumbermen’s Asso- 
Cation, and he was the recipient of official and 
informal congratulations. 
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SELLING 


is the way out— 


Mis have tried ignoring business depressions, bluff- 
ing their way through them and sitting by and 
wishing for good times. But the only thing that really 
works is selling. We need it and we believe you need 
it. Every man in the country will be better off for put- 
ting forth a lot of actual selling effort. 


People have money. They are going to go on living. They 
will buy useful articles when approached in the spirit 
of the sincere salesman. Not the back slapping, high 
pressure artist, but the kind who uses a brain cell in the 
interest of his prospect, who points out logically and 
enthusiastically how the other man can save money or 
make money by using his product. 


We are bending every effort to use that kind of selling 
to dealers, contractors, architects, farmers, home owners 
—everybody we meet. And Sisalkraft is a product that 
fully justifies that kind of selling by every dealer. If he 
is going to stay in business, he needs articles that can 
be enthusiastically recommended for a wide variety of 
applications. You never saw a building paper that filled 
that bill so fully as Sisalkraft. 


Let’s sell our way out. 


THE SISALKRAFT CO. 








205 West Wacker Drive (Canal Station) Chicago, III. 
55 West 42nd Street, New York City 
55 New Montgomery Street, San Francisco, Calif. 
Northwest New England 
The John Leslie Paper Co. Whitney Bros., Inc. 
Minneapolis 34-36-38 Farnsworth Street 
Minn. Boston, Mass. 





Canada 








(4) Kraft Paper 
(B) Asphalium 











(C) Crossed Sisal Fibres 


Alexander Murray & Company, Limited 
Montreal, Toronto, Saint John, N. B., 





CHIEF 
SHOPPENAGON 


Halifax, Winnipeg and Vancouver 








AL 11-14 Gray 


“CHIEF BRAND Mitieant es keine- 


A rush wire order for a carload of flooring was received from 
Philadelphia on Friday afternoon. The car was loaded Saturday 
and left here Sunday noon. It was in Philadelphia on Consignee’s 
siding Wednesday afternoon and the flooring was all unloaded 
and delivered on the job by Thursday afternoon. 


This is not unusual service. We can do the same for you. 
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Get Facts Now - Toke 
No © — 
with 


CHEMICAL ENGINES 


40 Gallon Capacity 
Equals 2000 Gallons of Water— 
Throws Powerful Stream Seventy- 
Five Feet 





Labeled by 


Underwriters’ Laboratories, Inc. 





Engine shipped on Memo for 30 days 
Free Trial — Freight Prepaid 


ghe 


“SafetyFire anbeksithiats amc 


291-293 SeventhAve, NEW YORK CITY 








INSURANCE 


With That Mutual 


Interest 


LUMBER Specialized Protection for 


the Lumber Industry, with 
a Cost-Reducing Dividend 














WARREN AXE & TOOL CO. 


WARREN, PA. 
GRAND PRIZE 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS torycapacity 3500Axes4& Tools 


Were awarded hi 


ghest 
honors Panama - Pacific 
Internationa: Exposition 
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Surface Measure 


ESTIMATOR 


By J. M. LEAVER 
This book 





covers in the most com- 
plete manner the whole field of 
surface measure as applied to rapid 
estimating of contents of fractional 
sizes of lumber, veneer, fibre board 
and stock used in the manufacture 
of interior and exterior finish, panels, 
doors, sash, blinds, door and win- 
dow frames, etc., etc. Send for 
circular containing sample pages. 


Pocket Size (41/2"x6'42”) 
Postpaid $5.00 
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W. O. Baum, of the Bowler Lumber Co., 
Bowler, Wis., called on lumbermen in Chicago 
Tuesday. 


Art Wells, of the J. W. Wells Lumber Co., 
Menominee, Mich., was in Chicago Tuesday, 
and was a visitor at lumber offices here. 


J. L. Flack, of the C. M. Gooch Lumber Co., 
Memphis, Tenn., called at the office of lumber- 
men in Chicago on Friday and Saturday of last 
week, 


C. S. Willett, of the W. R. Willett Lumber 
Co., Louisville, Ky., was a recent business vis- 
itor in Chicago, where he called on local lum- 
bermen. 


Frank Klesner, of Grand Rapids, Mich., 
sales manager for William Horner, was a busi- 
ness visitor in Chicago this week, and called 
on the trade. 


James E. Stark, jr., of Memphis, Tenn., 
president of James E. Stark & Co., hardwood 
manufacturer, was in Chicago Wednesday and 
called on local lumbermen. 


Ben Hartquist, of the Hatton Lumber Co., 
New London, Wis., was calling on the Chi- 
cago trade Wednesday, and took lunch with 
the lumbermen who daily gather at the Boston 
Oyster House. 


George Holmes, of the sales department of 
the Great Southern Lumber Co., Bogalusa, La., 
recently has written several popular songs 
which were introduced to the public at large 


this week by broadcast over radio station 
WWL, New Orleans. 
A. F. Marsh, of Chicago, vice president of 


the Marsh & Truman Lumber Co., left for 
Kansas City, Mo., Monday night to spend sev- 
eral days at the scene of the Government’s op- 
erations along the Missouri River. The Chi- 
cago firm makes a specialty of furnishing the 
materials for this sort of work. 


The Hiles Lumber Co. has moved its head- 
quarters from Elcho to Rhinelander, Wis., ef- 
fective Monday. Its operations are now in 
charge of G. C. Robson, vice president and 
general manager, who has severed his connec- 
tions with the Forest County Lumber Co., of 
Elcho, with which he has been associated dur- 
ing the last four years. 


M. S. Baer, of Baltimore, Md., a partner in 
the firm of Richard P. Baer & Co., on Friday 
of last week sailed from New York to spend 
several weeks in Europe, visiting various lum- 
ber centers and studying conditions there. He 
expects to spend most of his time in England, 
but will also cross over to the Continent and 
call at some of the German, French and Dutch 
ports. He will return shortly before Christmas. 


Leighton H. Peebles, of Washington, D. C., 
who a few months ago was appointed chief of 
the lumber division of the Department of Com- 
merce, was in Chicago this week and called at 
the offices of the AMERICAN LUMBERMAN. For 
the last two months Mr. Peebles has been in 
the South and West, visiting lumber plants 
and getting in touch with the leading factors, 
seeking first-hand information so that he may 
more thoroughly understand the conditions in 
the trade and thus be able to direct his energies 
along those lines that will be the most helpful. 
His visit to Chicago was a stop on the way 
home from the West Coast. 


A. W. Weller, of Weller Bros., West Point, 
Neb., was a Chicago visitor this week, his chief 
mission being that of visiting his daughter, who 
is a student at Northwestern University; and, 
incidentally, to escort her to a couple of cur- 
rent stage attractions. He paid the AMERICAN 
LUMBERMAN a pleasant visit, swapping remin- 





—y 


iscences with a couple of former Nebraskap; 
now identified with the “World’s Greatest’ 
Mr. Weller is hopeful concerning business cop. 
ditions in his State, seeing distinct grounds fg! 
encouragement in the recent advances in whey 
and corn prices. ; 


Charles B. McVey, of Peoria, Ill., who fo 
over twenty years has sold lumber in wester 
Illinois and is known to practically every dealer 
in that territory, recently decided that ther 
could be no time better than the present to take 
that long vacation he’s been wanting, so le 
resigned his position with the Exchange Say. 
mills Sales Co. and he and his wife climbe 
into the family gas buggy, and headed for the 
South. “I don’t know just where we're going,” 
he told Frank R. Linroth, manager of the com. 
pany’s Chicago sales office, “and I don’t knoy 
how long we'll be gone. But we'll have a 
good time, because we won't be feeling bad 
about the salary and commissions I might bh 
earning if I were working. There’s not much 
to them, nowadays.” Mr. Linroth is covering) 
the east half of the territory, and H. E. Frost 
the company’s Milwaukee representative, is 
handling the western portion. 





Form New Corporation 


PHILADELPHIA, Pa., Nov. 9.—Announcement 
was made today of the formation of Inter- 
coastal Lumber Distributors (Inc.), to succeed 
the Intercoastal Lumber Corporation; the lat- 
ter organization has been discontinued, be. 
cause of the death of one of its principal stock- 
holders. 

Maurice C. Burton, president of the new 
corporation, will be the manager. At Colum- 
bia Terminals, North Delaware River, the firm 
will carry a large stock of West Coast lumber 
and timbers, and North Carolina pine board 
and plank. It will specialize in long timbers. 
Adequate planing and resawing facilities are 
available. 

Mr. Burton says that the company expects 
to make itself an important factor in the trade, 
through mass production, standardized methods 
of distribution, and speedy service. Its address) 
is Pier 38, North Wharves. 











Recalling the School Days of Yore 
"Way Out West in Kansas” | 


Hallowe’en saw high jinx in Parsons, Kan, 
in several different modes, no doubt, but none, 
of the ghostly evening’s antics could have beet} 
more joyous than a get-together event of the 
preceding night, in the dining room of the 
Matthewson Hotel, when a well known lumber- 
man presided over the third annual banquet and 
talk-fest of the “Spirit of ’89 Club.” 

Eighty-one men and women sat around the 
table—sons of Parsons or daughters of Par- 
sons, who were chums in school together, 
or who at least knew each other, back 11) 
the days of ’89, but many of whom have 
strayed away from the old town in the 
forty years since. The organization was 
started in 1929 by Thomas C. Whitmarsh, 
of St. Eouis, Mo., and the first meeting was 
held in the Hotel Muehlebach, in Kansas City, 
by just a few chums of two score years ago.> 
In 1930, meeting at Parsons, they decided to 
take in also all who were residents of Parsons) 
prior to 1889. So this year the number at-> 
tending was considerably larger. 

Mr. Whitmarsh led the grand march intop 
the gaily decorated dining room, and presided 
at the meeting. Singing was led by a maf 
named Harry Sparrow, who proved to be 
quite a songbird, leading the members in many 7 
a tuneful melody of the Eighties and the Gay) 
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Nineties. Later the “deck was cleared for 
action” and the Virginia Reel and the square 
dance were danced as they ought to be danced, 
while Old Dan Tucker came to town, found 
Sugar in the Gourd, and had a wonderful time 
with Money Musk. 

There was other dancing too, a brilliant per- 
formance by professionals from Kansas City 
which included tap dancing, songs and other 
features—a pleasant surprise planned by Mr. 
Whitmarsh, which greatly pleased his friends. 

The lumberman was re-elected president of 
the club. When he returned to St. Louis, and 
got to telling the AMERICAN LUMBERMAN about 
the party, he was reminded of those old church 
“oyster socials, where the oysters were cove 
oysters; then you took your girl home and 
stayed a while at the house, and she popped 
some popcorn for you.” That, in turn, re- 
minded him of an oyster social that the Texas 
Retail Lumber Dealers’ Association had in 
Galveston, once—‘“‘and we had it right, too,” he 
added. 

Getting back to the lumber business of 1931, 
Mr. Whitmarsh agreed that business conditions 
do seem to be improving, partly under the in- 
fluence of a rising wheat market. “In fact,” 
he said, “I am greatly pleased with conditions 
that have occurred in the last few weeks. The 
common sense shown by the British people in 
their election will have a wonderful effect on 
the world all over, and the people will sooner 
or later come to their senses.” 


° ° 
Growing Up with Wood 
PorTLAND, CONN., Nov. 9.—Three future 
lumbermen sitting in a wooden cart in front of 
wood-framed and wood-shingled cottage, admir- 
ing a wooded shore in the wooden nutmeg 
State, posed for the accompanying illustration. 


They are, left to right, Frank Dodd, 5 years 
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Lumbermen some day, these three sons of AL 
fred Dodd, of Portland, Conn. 


old, Arthur Dodd, 3% years, and John Dodd 
1, 6¥%2 years, sons of Alfred Dodd, of the 
Strong & Hale Lumber Co., and grandsons of 
John A, Dodd, one of the “Two Johns” known 
to lumbermen from coast to coast. 

These three young gentlemen are not yet reg- 
ular readers of the AMERICAN LUMBERMAN, 
although they assured a representative that they 
always enjoy looking at the pictures whenever 
they have a chance to visit the busy offices of 
the Strong & Hale company in Portland. They 
are also firmly convinced that, next to their 
father, Grandpa John A. Dodd is the greatest 
and nicest man in the world, with his lifelong 
friend and business partner, John C. Barry (a 
vice president of the Northeastern Retail Lum- 
bermen’s Association), a close third. 

The pleasure of running and playing in a 
neat and spacious lumber yard, with the smell 
of sawn lumber in the air, is one of the real 
treats which these healthy and happy youngsters 
enjoy. John II considers himself already to be 
a veteran schoolboy, quite capable of initiating 
brother Frank into the mysteries and problems 
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of gaining an education; he is quite confident 
that within a very few years he will be big 
enough to help Dad and Grandpa and “Uncle” 
John Barry run the lumber company, and later 
on teach the intricacies of retail lumber mer- 
chandising to his two kid brothers. 


LUMBER CLUBS 


Preparing for Annual Election 


MempHis, TENN., Nov. 10.—Members of the 
Lumbermen’s Club of Memphis are preparing 
for their annual battle of ballots which will take 
place on Saturday night, Dec. 12, at the Hotel 
Gayoso when new officers will be elected. A. L. 
DeMontcourt, president of the club, will an- 
nounce the nominating committees of the Blue 
and Red tickets at a meeting to be held on Nov. 
12, and the candidates will be announced two 
weeks from that date, preparatory for the elec- 
tion. 
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Explain Work of Various 
Organizations 


New York, Nov. 10.—Suburban associations 
provided the most interesting point of discussion 
at the last meeting of the Nylta Club in the 
New York Lumber Trade Association’s rooms 
on Friday. Executives of several of the lum- 
bermen’s associations in this territory spoke on 
the work of their own organizations. Included 
in the program were speeches by Bert Coho, 
secretary of the New York Lumber Trade As- 
sociation; Ben Downing, president of the North- 
eastern Retail Lumbermen’s Association; Frank 
Alcott, of the National Lumber Manufacturers’ 
Association; Walter Pettit, and Herbert Brown, 
of the Westchester Building Material Men’s 
Association. Barlow Shuit, president of Nylta, 
presided. 

Mr. Coho, the first speaker, explained the ob- 
jectives of his office, and told the members what 
they could reasonably expect of any trade asso- 
ciation. He was followed by Mr. Downing, who 
expressed the belief that an association’s most 
valuable function is to strengthen friendships. 
He also said that many people enter business 
without proper training, and that associations 
help educate them. 

Mr. Alcott talked about the value of grade- 
marking and trade-marking lumber in order to 
help the dealer stress known quality when sell- 
ing the product. Mr. Bahr outlined the credit 
facilities developed by the Long Island associa- 
tion, which has collected files covering debtors’ 
activities for a period of more than ten years. 

Mr. Pettit’s talk was mainly humorous, and 
Mr. Brown’s concerned itself with the work of 
the salesman’s club of his association. 





Commission Permits Use of 
Trade Name 


In December of last year the Federal Trade 
Commission set forth in a complaint that the 
Deniston Co., of Chicago, could no longer use 
a trade name “led-hed” which has been fea- 
tured in their advertising since the nail was 
introduced by A. J. Deniston, jr., in 1926, 
claiming that it was not wholly true because 
the lead in fact did not completely cover the 
top of the nail head. The Deniston Co., by go- 
ing to trial before the commission, has now 
fully sustained its right to use the word “led- 
hed,” and the commission has dismissed the 
complaint. The Deniston Co. considers it is an 
important victory to have its trade name, and 
the manner in which it has presented it through 
its advertising and sales promotion work, ap- 
proved by this commission. 





Washington Irving said: “I value 
this delicious home feeling as one 
of the choicest gifts a parent can 
bestow.” 
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CHICAGO 





IT PAYS 
TO DEAL 


That’s the way to get better 
values and quicker shipments. 
Take advantage of our mix- 
ed car service on orders for 
Cypress. 

Special attention givento LCL 
orders and shipments. 

Write now for prices. 


Gregertsen Brothers Co. 


332 So. Michigan Ave., CHICAGO 
Yards and Planing Mills, CAIRO, ILL. 





WHITE STAR LUMBER COMPANY 


811 Roanoke Bldg., CHICAGO 
Phone Randolph 1069 
Manufacturers and Wholesale Dealers in Maple, Birch 
and Oak Flooring, Redwood, old growth Yellow Fir, 
Red Cedar, Northern and Western Hemlock, Pondosa 
and California Pine, Yellow Pine, White Cedar Posts. 
Exclusive agents for Redwood Manufacturers Co,, and 
‘“‘Soo Brand’’ Maple and Birch Flooring. 





and Alr Deiea ENGELMANN SPRUCE 


We own and represent exceptional quality stocks in 
Engelmann Spruce, Sitka Spruce and Western Pine 


We represent Nicola Pine Mills, Ltd., Merritt, B. C. 


PAUL MILLER CO. 
LUMBER 
General Offices: 308 W. Washington St., CHICAGO 














A Real Sales Help For Lumbermen 
Try It For 60 Days FREE—No Obligation 


Hundreds of new buyers 
are listed in each new edi- 
tion of the Red Book and 
many others are announced 
by us TWICE a week as 
> they start in 
business. Red 
Book credit rat- 
#ings and reports 
¥ are recognized by 
lumbermen as the 
most reliable. 
Ask for Pamph- 
let No. 49-S and 
rates, also the 
details of the 60 
day FREE Trial 
offer. 

Our Collection 
Department has 
had many years 
of experience collecting lum- 
bermen’s accounts and will 
be glad to assist you. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, Ill. 
East. Headquarters, 35 S. William St., New York City 

























Established1847 


oreign Forwar- 
ders, Customs 
Brokers. We 


Richard Shipping Corp. 


44 Beaver Street. NEW YORK 


Ocean Freight Brokers bndlc3"casss 
tend to collection 
and Contractors of invoices. 


Special department handling export lumber shipments 

















Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build,” 
which contains plans and instructions for build- 
ing scores of varieties of bird houses. Bound in 
heavy paper, 60 pages. Price delivered, 65 cents. 


American Lumberman, 431 So. Dearborn St., Chicago 
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Every Building 
Order You Sell 


Should be backed 
by this Policy ~ 





SPECIFICATION 








Te a ee aoe Pe ts 





Th hey Se Ree eed of tern aed erty ammrany 
er ne ee eg 0 2 claw « cmmed of the comtvecten, wal> 
— ne ed eft ger tees nh | heme rime 

Pomme chin eit quer deed. te condunee af the cule of quae 
_eemmen whe mprmeet by ter the henge prepereen of YOUR TOTAL 
DOESTMENT. 














COVERLINO 
FPR Cotten to Sthen Vite 
° e of Your Property . . 








Your Contractors 
Will Welcome It. 


It is a blank specification (easily made out) for 
any building as well as a guarantee of materials 
and construction. 


Whether your customer is building a house, 
barn, store building or remodeling an old build- 
ing, you should accompany his order with one 
of these policies. 


Dealers in all parts of the country are giving 
this Protection Policy to their customers. You 
should do the same thing in your locality in the 
og Don’t pass up this business building 
idea. 


A Booklet of Instructions 
sent with Each Order 


















AMERICAN LUMBERMAN, 
431 South Dearborn St., CHICAGO, ILL. 


Send us on approval sample “Specification 
Protection Policy.” Within 5 days we agree 
to remit 50c to cover cost of this sample or 
return same to you. 
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Coopers in Semiannual Meeting 


LouIsviILLE, Ky., Noy. 10.—The old question 
of grade rules and specifications and classifica- 
tion or reclassification of tight barrels and kegs 
promised to be the outstanding feature of the 
sixteenth semiannual meeting of the Associ- 
ated Cooperage Industries of America, starting 
its three day meeting at the Brown Hotel, 
here, today. 

No general membership sessions were 
scheduled for today, but numerous committee 
meetings were being held to decide various 
problems prior to presentation at tomorrow’s 
sessions. 

Morning sessions were held by the commit- 
tee on grade rules and specifications of the 
tight cooperage group; committee on grade 
rules and specification of the slack cooperage 
group; the trade promotion committee; the 
internal relations committee; and the commit- 
tee on classification of tight barrels. 

An afternoon session of the tight coopers’ 
group was presided over by C. J. Scott, Pion- 
eer Cooperage Co., Chicago; at which the pro- 
posed classification program was presented by 
the committee on classification of tight barrels, 
with a report also made by the leaders in the 
“cost questionnaire,” a report on the “statistical 
service,” followed by a meeting of the execu- 
tive committee. All of this information was 
to be presented later to the membership. 

At the afternoon session of the executive or- 
ganization, Carl Meyer, St. Louis, explained to 
the members present the purpose of the re- 
classification program, which it is understood 
stands better chance of adoption now than at 
any previous time. He explained the plan step 
by step, the proposals made or suggestions re- 
ceived, for standardization by classes and types, 
to remove all question regarding a type of 
package. It was proposed that before adoption 
of any set program a questionnaire be sent to 
every member of the body and a mail vote be 
taken regarding the adoption, with further sug- 
gestions sought. 

The question of a sound plan of cost ac- 
counting was also discussed, it being pointed 
out that there are many different methods, 
creating widely divergent figures, whereas one 
sound system for use in all tight package plants 
would create a standard that would be of great 
benefit to the industry. It developed during the 
discussions that there is a very wide divergence 
in costs, or else many are using no cost systems 
and don’t know what they are doing. 

Discussion was also heard regarding the 
need of statistical service, which has never got- 
ten anywhere due to the fact that many mem- 
bers fail to report stocks in hand etc., along 
with sales, or shipments. It is now proposed 
to work out a reporting plan with the co-op- 
eration of the United States census bureau. 

All of these questions will be touched on in 
the report tomorrow of E. A. Powell, presi- 
dent, presiding at the general session in the 
afternoon, which will follow morning sessions 
of slack cooperage branch and the tight stave 
and heading groups. 

3y this afternoon about seventy-five or eighty 
persons had registered, with a number of others 
expected in tonight and in the morning. Goodly 
representation was shown on the register for 
the southern, mid-western, and Atlantic sea- 
board sections of the country. 


WEDNESDAY SESSIONS 


“Our Dangerous Competitors—Are They Sub- 
stitutes or Practices Within the Industry?” was 
a subject handled at a special session for mem- 
bers of the tight group yesterday. 

This morning the entire slack cooperage 
branch met with Vice President L. D. Boone 
presiding, while at the same time the tight stave 
and heading group was meeting in an adjoining 
room, with A. H. Wrape, vice president, pre- 
siding. 

At the slack group meeting a report of grade 
rules and specifications was made by a special 
committee, and a motion was adopted calling 


for certain changes in classifications as re. 
gards No. 2 staves and dead culls, it being 
decided to change knothole specification from 
one inch to a half inch in determining a dead 
cull. There were also some minor changes as 
to specifications in grades or rules on both 
staves and heading. The chief action was a 
vote favoring full reporting of production, stock 
on hand, sales etc., to the association offices, but 
with classifications divided instead of in the 
present bulk form which gives no real informa- 
tion. 

At the tight stave and heading group meet. 
ing a report from the committee on statistics 
warmly favored reporting of production, stocks, 
sales etc., to the United States census bureay, 
It was held that while this was not a cure-all 
for the ills of the industry, it would greatly aid 
in regulating production, and preventing wide 
fluctuations, dumping of stock, price cutting etc. 

R. S. Clark of G. I. Frazier Co., Memphis, 
in a talk on “Why Is Our Business Unprofit- 
able,’ and “Can It Be Helped by Planning 
Ahead,” declared that his topic was really 
“What Can We Do to Be Saved.” He argued 
for starting at the bottom, or in cruising timber 
prior to purchase. He argued for the buyer to 
be wary, not to be stampeded into buying. 
Proper cruising and correct knowledge of what 
is in a tract are of prime importance; then cor- 
rect bolt cutting, and proper bolting, as well as 
getting out stock that will produce the right 
sort of material, closely inspected, graded and 
listed, with daily production closely checked to 
see that no department is speeding up and turn- 
ing out a lot of poor stuff. Lastly, the producer 
must know the markets and the marketing end 
as well as production. 

W. L. Sigman, Monticello, Ark., a former 
association president, issued a word of warning 
against long time contracts, based on present 
rock bottom prices, which are recognized «as 
such. He held that in event of months of bad 
weather and small production the producer 
would have trouble in delivery of long term 
contracts and if taken at low figures, he would 
stand to lose plenty. 

A general session was held shortly after noon 
of all interests, at which President E. A. Powell 
discussed the trend of the business, conditions 
existing, costs, the great need of statistical in- 
formation, proper classification of packages, and 
the work that is in hand and planned. He de- 
clared perhaps 50 percent of the members do 
not know their costs. 

A similar report was made by Louis F. Horn, 
secretary of the organization, stating that about 
10 percent of the membership had dropped out, 
reducing income, but operating costs had been 
reduced to offset this. 

J. Van Norman, Louisville attorney, general 
counsel for the Southern Hardwood Traffic As- 
sociation and other lumber bodies, who repre- 
sented the cooperage interests through the 
Southern Hardwood Traffic body, before the 
Interstate Commerce Commission on the 15 per- 
cent freight rate increase, spoke on “Why Trade 
Association,” and he pointed out why the 
cooperage industry more than many other needs 
its association. He also spoke on the history 
of the trusts and the antitrust laws. 

The association semi-annual banquet and en- 
tertainment, the latter provided by the Kentucky 
members, was scheduled for tonight. 

A final meeting was scheduled for Thursday 
morning of the entire tight cooperage branch, 
all groups, with C. J. Scott, of Chicago, pre- 
siding, at which reports were to be made by 
the committees on grade rules and _ specifica- 
tions, classification of tight barrels and I. C. C. 
Specifications, to be followed by a discussion on 
“Conditions in the Tight Cooperage Industry.” 
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East and west side mills have reported the following average f. o. b. mill sales prices on southern pine to the Southern Pine Lumber 
pxchange, New Orleans, La., for sales made in the period Oct. 28-31, but, where prices for this period were not available, prices for the 
month to date have been inserted and distinguished by asterisk: 

West East West East West East West East West East West East 

Side Side Side Side Side Side Side Side Side Side Side Side 

Surfaced Finish Ceiling, Standard No. 1 Fencing and No. 1 Shortleaf No. 1 Longleaf 
Flooring, Standard 10-20’ Lengths Boards, 10-20’ Dimension Dimension 

iengths B&better %x4"”— 1x4” 20.26 22.94|2x4” +r —T* 

1x3” rift— Inch thick— B&better.. 21.37 *20.95]}4y6" ‘"°"" 2396 22.34|12 & 14’ 16.71 14.50)12 & 14’... 16.32 15.78 

Bavetter Oe dasess 29.38 29.06|No. 1..... cos Stee *"*** 20:55 23.08|10" «+--+ 17.65 13.65]16’ ....... 17.63 15.00 
Shortleaf.. 52.37 47.50] 6” ...... 30.78 20.94] 5x4"— -11x10” .... 24:83 28.25 |2x6” 2x6” 

leaf.. 50.50 63.00] 8” ...... 30.16 30.30] B&better.. 19.71 19.35] 4x49” 36.52 31.37|12 & 14’... 13.26 12.28]12 & 14’... 13.89 14.31 

Longies ee 35.40 35.831No. 1..... 19.25 17.41 : NU xikwee% S656 18:43720" 2 00:05505 14.25 *15.71 
No 1—- LS 50.22 54.38|Gaging & Base, 10-20'| ™°- 1 Shiplap, 10-20’ |,..., 2x8” 

shortleaf..*43.41 *42.25)5¢67/4”" thick— B&better 2 git CEL 21.12 22.00]19 @ 14’ 15.13 13.03}12 & 14’ 17.00 15.00 

gleaf..*46.50 49.00 ” 27 , - an ee 510” 26 hy - a yo 4 bg A, < ry 

ea wee 36 30.25| teehee o °° ret hye 1x4 & 6”.. 38.50 *36.63) 1x10 26.00 eee 15.33 13.06]16’ ....... 18.00 16.69 
M6. 3... 26.536 30.20)5¢10" |... 54.66 50.0 0” = 

” y" 57 ‘ ding, Stand- | wo. 2 Fencing, Stand- |2*! ~ oq | 2x10 
1x3 flat eT Seca eraciec 67.00 69.00 Drop Si ’ a . ’ . | gales 19.86 15.69] 79° 90.50 *20.22 

oven 7.4g|Inch thick Noili— ae an= Sengts 14’ oo... 19.90 16.13]447 (7°05) 22°50 21:00 
ngs eee Oe HR 1" 326.15 21.00) B&better.. 12.82 *23.25 ae aes Se waaay aS aa 20.41 17.18]16" 2222. 22:00 28.00 
BA Bevess 24.50 24.92] 2, crc: #2626 *23.53|No. 1... .. . 21.78 *22.31)1x6" P ~9 |2x12” 2x12” 
on gata 13.14 12.80] §, *°"751"27'56 #24.43| Assorted patterns— C. M. ..... 12.73 12.52/12 @ 14’... 23.06 21.00]70 2 11, sane 
ix4” rift— | ree *31.78 27.50] B&better.. 27.20 25.40] yao @ snipe and DP svvcess 26.16 21.90 a 14 ‘oa ones 
B&better 13° «0884.76 S6.001Me. 1..... 24.87 20.70 - 2 Shiplap amd fo AB ne ees 35. 39.08 
Shortleaf.. 49.57 *52.08] “. °° * Boards, Std. Lgth. No. 2 ortle 
Shor +o 5500 55.00} Bough Finish 10-20’ Car iting pa Snortleat— > 2 at m8 monsent 
No. 1— B&better— iii 9" CREE cane 13.67 13.24 Ss 
Shortleaf..*37.81 *45.88|Inch thick— . oe alee ixt0” Mae t50To ke. come cane eon. sone same 
Longleaf. .*45.00 4” *26.47 *25.62| 4x4" 9° 19.50 *25.00] Longleaf— 16’ "*! 1496 12834] 167 ‘' 44568 14/30 
> ) *< 4 7 » 0 *28.96 aa , 9 - OW rre eit 228289 ° D eee eeese ies -o 
No. 2...-- 31.50 > savannas R iy 57°35 1x4” 10 20.54 : ee chews 15.53 14.47 loxg” 2x6” 

” &” 28.43 *27.35 “6 & 1) 95 10" re a : 
ix4” flat a fer 33.00 *35.24| 126” 120 25.75 —_ 15.69 15.58/12 & 14”... 10.99 10.82]12 & 14’... 12.20 11.61 

—_— £3 CC emg ov. 09.6% ) é 20.4: , of 975 5 Os 
Bone : — on ts 1S ones 14.00 *37.25 1x6” 9’ .. 21.00 No. 2 Boards, 1x12” Sead Terre 11.61 11.06 al preemie « 12.75 15.93 

»WVEe Cr.e «%. wJ.ta ” — ” » { 4 4 
at Sede 22.23 22.93 |8&0/4" thigh rss 36.88|No 1 Standard Length {12 & 14’... 11.34 11.70|12 & 14’... 11.59 12.33 
i Seer *12.33 11.88 ‘ial " 42.88 ” FOF Shortleaf.. 16.94 14.52116’ ....... EZ.96 TDSC Tee. weveses 14.16 12.39 

5&10 iT 08 2. a? F .... B08 pp 25 96 Of » oe 

& Oe” utc 60.00 *51.86]1x4”" 10&20' 15.75 ....| Lonsleaf.. 18.25 26,00/2x10 2x10 
Come, Boe 5 ome 1x6” 9"... 17.00 #20.35 Plaster Lath 12 & 14’... 10.90 10.04/12 & 14’... 15.00 13.57 
" Boston Partition, 1x6” 10&20’ 17.00 *20.25 Eee 13.78 OOO URE ociaaens 15.00 16.25 

B&better, Standard Lengths No. 2— 36x1%%”", 4’— 2x12” 2x12” 
_ reer 39.00 35.29111/16x4”"— 1x4” 5-20’. 10.89 *7.55|]No. 1 .... 2.36 2.26]12 & 14’ 13.26 9.14)12 & 14’... 16.18 *14.15 
1x5&10” 15.62 *41.85| B&better.. 24.06 *27.20 1x6” 5-20’. 13.81 14.83" No, 2 "ESS | (FOP BO oo ees RU.te. GiB oscvces 19.50 20.25 

Prices f. 0. b. Chicago on air dried Engel- es : heii . warewmaw ee , 
mann white spruce boards, D&M, shiplap, drop [Special telegram to AMERICAN LUMBERMAN] [Special telegram to AMERICAN LuMBERMAN ] 
siding and ceiling: Portland, Ore., Nov. 10.—F. o. b. mill prices Portland, Ore., Nov. 11.—Following f. o. b. 
Inch— iad 6” 3” 10” 12” on actual sales of fir Nov. 6, 7 and 9, direct mill prices on actual sales were reported to 
D&btr., 6-16'.$15.00 $46.00 $46.00 $67.00 $77.00 only, straight and mixed cars, reported by the | Western Pine Association by members 
No. 1 & West Coast mills to the Davis Statistical Bu- during the period of Nov. 3-9. Averages in- 

btr.,* 6-16’. 43.00 45.00 45.00 62.00 74.00 reau, were as follows: — both a and ae Sees ame, See 
No. 1, 6-16’.. 42.00 44.00 44.00 54.50 64.50 yased on mixed car orders. Quotations follow: 
No. 2, 8-16’... 40.50 38.50 38.50 38.50 47.00 ——— — —<eee D Ponderosa Pine 
No. 3, 8-20’.. 29.00 30.00 30.50 31.50 33.50 3 &btr. : . is 
No. 4, 4-20’.. 24.50 26.00 27:00 27°00 26.50 MPC EP CT Soe $26.75 $24.25 ee ar INCH SELECTS AND Coeepen, _ _ _ 

-ow » 
No. 4 common, 1x4-inch and wider, 4- to 20- | 1¥8" ..----++- ee 33 38 a C selects AL..... $35.36 $34.65 $41.50 $61.44 
foot, Which may contain 20 percent of 4- to OETRE sea04%e D selects AL..... 24.86 26.23 41.14 47.07 
8-foot, is $26.00. Flat Grain Flooring No. 1 common AL .. 32.00 32.00 39.21 
5&6/4, 6-16’'— 4”&wdr. 4, 6&8” 10” 12” , Ere es 15.75 15.00 No. 2 common AL 22.88 18.90 19.71 24.36 
D&btr. hak wk i $66.00 $68.00 $71.00 $81.00 OE aE, * - 19.50 17.50 No. 3 common AL 13.55 13.18 13.15 14.43 
~~ weecgllivaginn pee MR BB Mixed Grain Flooring SHop, 5/4 anv 6/4, S2S— 
MU, Bb ceececeooee UV, «WJ dv. 42. 2 ied 

a” $10.75 N 23.78; y 2 56; N 3 8 

For 5/&6/4 in No. 2, 4-inch, add $6; 6-inch, IX4” wo. eee eee oes eees $10.7 No. 1, $23.78; No. 2, $18.56; No. , $13.68 
add $9; S-inch, add $6; 10-inch, add $8; 12-inch, Ceiling SELECTS S2S, 5/4 AND 6/4, 4” AND WIDER— 
add $6; No. 3, 4-, 6-, 8- and 10-inch, add $7.50; I on dint with i 15.00 13.50 C select AL... .$44.70 D select AL....$28.64 
12-inch, add $8; No. 4, add for all widths, $4. 4" 15.50 11.75 BEVEL. SIDING, 6” C...... cece ee eeeeeeee 24.45 

nantes 3s te 50 uaneek Ginn SEE socom nens ‘axs* No. 4 Common, S28, RW RL........... 8.91 

yy s 0°: » > cDe r. eon ‘siding, =x’ 

Specfied lengths—In Dé&better, No. 1 and 106 ad 16.2 15.75 Idaho White Pine 
better and No. 1, add for 16-foot $5; for other 117 eat eet ani ‘ 16.( 00 14.50 Eg INCH SELECTS AND ComMMoN, S2S— 
lengths, including 18- and 20-foot, $2. In _ All ae ee 5 11.00 6” gn 10” 12” 
2, add for 18- and 20-foot, $2; other lengths, ee x ee 9 ) ~f e9 i077 
$1; for 10- and 12-foot in 1xi2-ineh, add $4. Finish, Kiln Dried and Surfaced Be ee ee ee ae Be 
- a an Gas toe i. SS tee m4 4-, hs on 1x6” 1x8” 1x12” No..1 common AL 36.68 37.41 44.17 71.38 
2-inch “add $1 a ae ee ee ae B&better $26.00 $28.00 $44.50 No. 2 common AL 27.66 28.15 27.26 35.48 
«Ine é y 9 _ 74) 2 

° Jae . and Shiplap No. 3 common AL 16.59 17.50 18.57 23.60 
Bevel sidin %-inch, odd lengths, 3- to 20- Common Boards a ” ‘ “ a 

foot, but "ead aun 20° percent shorter than 1x6” 1x8” 1x10 1x12” | SeLecrs S2S, 5/4 AND 6/4, 4” AND WIpER— 

10-foot. OS eer $12.50 $13.00 $11. 25 $15. 50 C select AL....$65.63 D select AL,....$54.07 
D&btr., 4-inch..$22.00 E., 4-inch...... $16.00 | No. 2 ........ 6.50 6.25 6.25 aw: | Ba GOR OF We nn scccassnvocsesas 27.16 

6-inch.. 27.00 6-inch...... 18.00 ee rere es 5.75 5.00 5.00 No. 4 ComMMoN, S2S, RW RI 11.93 

Lath, spruce and pine, 4-foot; No. 1, $6.50; No. Dimension 4NQ. MMON, 5-5, ish oo tp ane 1.93 
% 98.98. 12’ 14" 16’ 18’ 20’ 22&24’ 26-32" Larch and Fir 

No. 1, 2” thick— Wo. 1 dimension, 2x6” 16’.......ccecress $15.17 

” or 75 $12.00 5G $12.00 eee OQ. 2 GIMOMRION, BELO” 10 oa ciisccccciecs 15.65 

WISCONSIN HEMLOCK of S025 G16. Ts 912-00 Oe 11.75 $14. 95 $13.25 No. 3 dimension, SS ae 7.50 

Following are f. o. b. Wausau, Wis., prices: $”. 10.50 10.75 11.50 12.00 12:25 15.25 10.75 | Vert. gr. flooring C&btr., 4” RL......... 24.74 

No. 1 Hemlock Boards, a 10”. 41. 11.25 12.00 13.00 12.75 14.50 16. oe Drop siding or rustic, C&better, 6” RL.. 17.25 
10, 12&14’ 16’ 12”. 11.75 11.50 12:25, 13.00 12. 5 14.00 16.5 

re ere eee $195 0 $20.50 $21.50 2x4" - $10.75: 10’, $10.75; 2x6’ 10’, $10 - 

5 Rane 200: Seee eee ae eee eee Gener WEST COAST 

eee 24.00 26.50 Random— 2x4” 2x6” 2x8 2x10’ 2x12 SPRUCE 

OS EE 26.50 F 20:00 | No. 2.....$5.75° $6.25 $9.50 $7.75 $6.50 : 

1x12” ei 27.50 28°50 30.00 | No. 3....- 4.00 2.00 ae oe — [Special telegram to Amertcan LuMBERMAN] 

> ee? ghee Wg Re ms ; r4 Portland, Ore., Nov. 10.—The following are 

mW ae yy add 50° cents “to Mo. 1 Gommmen Timbers a prices for mixed carlots prevailing today: 
pts apa): 3x3 to 4x12” to 20’, surfaced........... $12.00 

No. 1 Hemlock Dimension, S1S1E— 5xb to 12x12” to 40’, rough............+- 9.75 | Finish— Factory stock— 

10’ 12&14" 16’ | 5x5 to 12x12” to 40’, surfaced........... 11.75 aoe. $43.00 4/4 see aeue ne $17.00 
2x 4” $24.50 $24.50 $25.50 Fir Lath ix4—10” yp ee  Bepeeeeaee 21.00 
2x 6” 23.50 24.00 25.50 id , OPO: anaes ccus 22.00 
2x KR” 24.50 24.50 95.50 ee et ae A, A eee ee ee. er 2.25 Bevel siding— <n) SE a pipes 23.00 
2x10” : 29.50 = gM B&better, Flat Grain Car Siding, 9 or 18’ ey re $19.00 10&12/4 ..... — 
- in oe 50.00 2.9 9.50 ee Oe een he ee aah Re sea $19.00 1%x6”, (Flat gr, 20.00 Perr a eee 
"iy dha nsion, deduct $3.00 from price | 1X4) --+-01ssererrrrrrte rnin 20.00 Tee ee eee | Green ben ik. 6éaanae 

EEE EEE ee ORE RTS eS RR SPT eee eS ee ees 
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Novem 
Seattle, Wash., Nov. 7.—Following are prices The following list of typical average sales Following are prices of northern hardwooql 110 
direct to the trade, on carload or part carload prices of North Carolina pine remains un- f. o. b., Wausau, Wis.: 

lots, f. o. b. mill, all prices being based on changed, the North Carolina Pine Association AsH— Gu 
four bundles to the square, and shingles mixed | advising that few sales were reported during ee siz 29 $5739 $28°29 $2 $20. 4 sic a 
with fir lumber being 10 cents higher than | the month, Oct. 1 ‘to 31: ae 55-57 45-47 33-35 22-23 15 No. 

ome: wanking 7: See 60-62 50-52 38-40 25-26 15. Pin. 
ee New Grades | “938? 4,14 8/4..... 70-72 60-62 43-45 28-30 IE No. 

Washington-Oregon Mills— EE Oe OE $33.35 | Biea— No. 
Royals, 24” DMN sama wi nkine iaiog @bamnene Chia ea att 24.05 4/4..... 52-54 37-39 27-28 19-21 144:) sap Gu 

i a Se oor e gis ealare eh wi renarwed $2.07 @ 2.80 See ei aren eee 15.60 5/4..... 55-57 40-42 30-32 21-22 15.45 qtd. 
1) Ch See ee Oe PE ME Bvebtvcsnscoosesuanencanenenad 12.60 6/4..206 60-62 45-47 36-38 23-24 14.1: No. 
DD cavantertacconesarvexservene 1.15 heal 67-69 52-54 42-44 30-32 14-i; Pin. 
No.1 No.2 | 10/4..... 75-77 60-62 55-57 45-47 No. 
Perfections, 18”— 1x 4” eee & No. 1 box box 13/4 cee 80-82 65-67 60-62 50-52 ‘*" No 
SM cpcheniarsansimapaniaeinas 1.76 @ 2.25 Treen eeeees re tees wees T1640 130-135 115-120 100-105 .... 0 1'" 
Me Mc. co cocdasioaccs make 1:15 @ 1.50 | 1x 5” ..... eee, Stes esitt efit oscit 5/8 heehee 45-46 35-36 25-26 17-18 °°" BLACK 
Dc ccabadicsmn aceadsenihae 1.10 @ 1.25 | 1X $) ----------- eee S8000 F805 $1610 7 375... 45-46 35-36 25-26 17-18 {1} td. 
16"— ix 8° :........2- ONO $9656 1856 1485 | TU C/E. HS TS Sw. ee 
No, 1, XXEXX. Perfects.....-.- LAG. @ BOG FE BRIO coiciccccvce 41.00 31.70 19.30 15.55 Price of No. 2 and better, 1x4 inch anj No 
No. 2 or All Clear...cccccccees 1.30 @ 1.60 gi ree 54.25 37.70 21.70 16.30 | wider, 4- and 6-foot lengths, $24-25. TUPELO 
No. 3 or 10” clear or better..... 80 @ 1.35 Edge B&better— For select red, add $10. Qtd. 

British Columbia Mills— ETT. ita a eal deste cste sk tls new Goa woo $38.45 Rough birch, 6- to 16-foot, 1x4 inch, two No 
Royals, 24"”— 3 eee ea 50.75 | face clear, $50-52; one and two face ‘clear, Pin, 

3 > A ee . .$2.40 Of. RP ae ee pee ere 57.45 $38-40; 1x5- inch, two face clear, $60-62, on No 

og ieietineeaacnebagientian TT DE Nice eadeEReChnens Kamer eaewnneeeegua 39.85 and two face clear, $48-50. Rep O: 
N : 3 : Se ie ara 1.35 *k s ‘ —_ BOoFT MaP_LE— Qtd. 
Perfections, 18°— Rebetter 47a rocwe PRES Bitevess 45-47 35-37 25-26 17-18 14.15) Pin. 
erfections, 15 I a og ene a heels aa ele eee . 
5 ; ara n ak ahaa a owe oe bee Rn eee 10.70 SFG veces 50-52 40-42 30-32 21-22 16.15 Ne 
| eee 1.85 @ 1.96 OX cececscccececcnccccsccees 4 $0.82 0-52 35:37 fhe “lt on 

r » 1.00 1.10 914" 3” & ae 62 5 4 14-15 
No. SB eeeseeeseeesresseeeseeeeses . @ . Dressed <2 . 8/4 A 60-62 50-52 35-37 28-30 14-1; Ne 

BE, OS we whhswessessseneesiaesess Coenen eees Flooring— Ww ide Wider 

16”°— NE cE adds eae w omnes $32.40 $30.50 | Sorr ELm— _—__ 

= Sigg Mera , 7 -¢ eek © OO, SE cn cceccaes 27.40 27.20 FAS No. 1&sel. No.2 No.! 

No. 1, XXXXX Perfects........ 1.70 @ 1.76 No. 2 common, }}”......... 18.90 19.10 a 40-42 28-30 20-21 17-1) 
No. 2 or All Clear.....ccccrceces 1.35 a. = , stb 4 aoe 47-49 35-37 22-23 19-2 ~ 

No. 3 or 10” Clear or better..... 95 B&better, bark strip partition......... $25.40 "> he 47-49 35-37 22-23 20-9} 

Box bark strip, dressed.......cccccscces 14.25 i oss 50-52 35-37 25-26 20-3 

No.2. | Rock ELM— 

ELPHIA PRICES Roofers dressed FAS Sel. No.1 No.2 No! 

PHILAD ff eee ey eee ee $16.90 ta 80-82 rasa 55-57 25-26 16-11 

s Sr -ccastexve wad 6650 6h 000 Ke eR eee ERE EO 17.65 +) ee 85-87 cay: 60-62 30-32 18-1 

Philadelpha, Pa., Nov. 9.—Following are DEE scvidtdneGbamckae Kee cena eee eR 18.55 1? oe 90-92 nN 65-67 30-32 19-2) 

Pp on” 22.35 5 

prices prevailing today in this market: SE” cccdce chad’ move Oae CEOOde Hamer ae 2. 3/4 ae seh ant wean rae ate 25-26) 
LONGLEAF YELLOW PINE FLooRING, 1x%-inch— 12/4.....115-117 wee 695-97 «57-59 30-8! BOS 
B&better, $37.00; No. 1 common, $33.50; No. 2 ein as mensi 

droppings, $25.00. WESTERN RED CEDAR 50-52 40-42 28-30 20-21 14-15 soe t 

1G ge 2 . *) rr 53-55 43-45 -34 - 5-1(— mains 

LONGLEAF YELLOW PINS TIMBERS, , Seattle, Wash., Nov. 7. for red| 6/4...: 57-59 47-49 35-37 22-23 15-18 Quote 
Rough, merchantable grade, water delivery | -odar siding in mixed cars, new bundling, 8 to | 8/4..._. 62-64 52-54 40-42 22-23 15-108 2x6- 
6&8-inch 10-inch 12-inch 14-inch 16-inch 18 foot, f. o. b. mill, are: —.... 70-72 60-62 50-52 35-37... 2x10- 

$35.00 = $40.00 $52.00 = $60.00 = $71.00 Beveled Siding, %-tnck 12/4....: 80-82 70-72 60-62 40-42 f20B ric 
Gaonata Aim Datsp Roorans— Pr say “an “p” Keystock, 4/4 No. labetter, $55-57; 2 $25; 
Tongued and grooved, %-inch, 6-inch width, grades, FAS, $65-67; No. 1, $45-47; 5/4 Nop furrit 
wee and gro % OS ccntanakeeneas $20.00 $18.00 $25.90 l&better, $60-62; or on grades, FAS, $70-72) $3.75’ 
SE ccuni antennae 24.00 20.00 17-00 | No $40.52. 
KILN DRIED YELLOW PINE ROOFERS— OE a rveceawseneeoe q . j ics ae tik hin ible i oe ia le 
Tongued and grooved, standard, 6-inch width, Clear Bungalow Siding inch or 1x4-5-inch, $45-47; 1x5-inch, $50-52. 
$22.00. %inch % inch a Catia BU 
NoRTH CAROLINA PINE RouGH Box, No. 1— —. ser ecccorererevcccces . oer yt ance 60-62 45-47 33-35 23-25 12-1 pine 
a 94 oc oe 000%) (| . . 5 ati! 65-67 50-5 3 -40 ¥ % aie ie 

10-inch, $24.00. 12-inch, $25.00. SEED  pekeorscvsctveesenasse 60.00 55.00 | B/ tess: 70-12 85-87 45-47 30-32 1auy * 
NorTH CAROLINA PINE FINISH, Finish, B&better aera 80-82 65-67 50-52 35-37 18-MP 

B&better, POOP Cee eT eee $37.00 wy HarRD MAPLE— 00.08 ih sure 

50. = -32 al el? - 
NoktH CAROLINA PINE STEPPING, ee ccvensessscecbeecsencevesenennen $ 45.00 oa e+! yt abt e+: er 13-14) in ™ 
mpotior, S/4SIS-IMER 20 ccccceccesess $55.00 no TPT CTT eT Tere TT TT Te eT ge ma... 65-67 50-52 34-36 24-26 13-1 = 

: . - | errr rrrrrerrr rrr re Tre rrr ee to "ee 65-67 50-52 34-36 26-2 13-14 made 
NoRTH CAROLINA PINE DIMENSION, No. 2 & bet- BEE ke0ceeenceesceseoreescessenncoke - 85.00 10/4 Soe 80-82 65-67 50-52 35-37. ~«....t later 

ter— PE cccttada se cehs eae beg ened enw eee 90.00 | 4974. / °° 80-82 60-62 40-42 .... 
S48, ge Fn 2x3-inch, Ag eee ¥ DE 4000600060. 000000 0800600 08 CC 00 eRe ashes 1674 ‘ease 1“. aie 130-132 110-112 

2x3-inch, 16-foot, $19.00. Rough, 2x10-inch, | 1x20” ......... ccc cece eee ceeeeceeeee ’ — 

10- to 16-foot, $21.00. PE GE cciaunbaberaedindnbamedad 105.00 | HarRD Maple RoucH eee 4 oe 2 No.3A me 

lem 

Clear Ceiling or Flooring, One Side V or B 4/4 $28-30 $2 $20.2 32 Es Soar 

CROSS TIES 1x3", 8 to 18°......-seeeeeee teeees CT MEE otectriacarsedvacbee 30-32 22-24 16-11) com 

SMe, © OO BE scctvceces Cocceseneeooceoss 40.00 i padeen geasone -—. See Se ern 

St. Louis, Mo., Nov. 9.—The following cross Discount on Moldings BeEcH— —e a 
tie prices prevail f. o. b. St. Louis: Made from 1x3” and under. ee oe 55 % le se BOL) erin) ee " '$33-35 
Untreated S’th’n ee Se WOOD MI, 6c cv cecdccdeawenes 45% Ppt eiaees aeepinn acid tn 38-40 

White Southern Heart For 50,000 feet or more additional discount 5% FAS Sel. No.2 No.3 oe 

Oak = rie ter Clear Lattice, 848, 4 to 16’ C/6.220 $62-64 $52-54 $12: 44 $30-32 $14-15 wee 

No. 5, 7x9”, 8’, 9” face. .$1.10 0.90 1.7 100 lin. ft atti to a 1 and . 

y 7 ” ge ” . - It. pecial widths of No. an inau 
a 3 a EE anes « at + a +o OF ascecateshevagesssseeneus ++eeeeeeee$0.25 | better in all hardwoods, standard lengths, are: wih 
cae 2 ante? oP co ames 70 2. MY cikcccuguadeussaenkateneaaneon .. .85 | 8-inch and wider, $12; 10-inch and wider, $30; 
ao Gr. eo, mee... £6 .60 1.07 1%” 25 12-inch and wider, $35. out 
No. 1, 6x6” : 3” 6” face.. .70 50 .89 COeeererereeeseeeesesecoseeeos eeeeee ° nc 

Red oak and heart cypress ties, 10 cents less = 
than white oak; tupelo a cross ties, = c 
cents less than white oa sap cypress, 20 | A W HESTNUT— 
cents less than white oak. s . de APPA CHIAN OODS FAS 75@ 80 85@ 90 95@1M on 
wite Bri e eevee eweenee a 5 5 ~ 70 65 
Ties Plank Cincinnati, Ohio, Mov. 9.—Average whole- = : alt 200 2 200 21 20@ 2) Port 
White OO cscvecvcrsiaee se des $34.00 $32.00 sale prices, carloads, Cincinnati base, on Ap- Sd. wormy — ‘. - 
maton ‘sap pine, coszetucess: Mme i palachian “‘soft texture” hardwoods: se Z om... 28@ 31 32@ 35 36@ Nov 
a ‘ . - oO. L ae, 
RR (MARS ebeweueenebeee oe eee PLAIN WHITE OaK— wormy ..... 31@ 35 33@ 36 38@ 4 ‘ix: 
Ceoeeeerereeseseseesese . eevee 4/4 5&6/4 8/4 en ott 
Se $950 100 $105@115 $110@120 Panel & No. 
No. 1 com.&sel. 45@ 50 60@ 65 710@ 75 is” & war”,.180@135 140@145 150@15! iS 
WEST COAST LOGS No. 2 com..... 30@ 33 38@ 40 FAS .......... 85@100 105@115 120@13! 
No. 3 com..... 20@ 22 24@ 26 26@ 28 gl & sel.... 60@ . 80@ - H+ Se 

Everett, Wash., Nov. 7.—List prices of logs: Sd. wormy ... 38@ 40 55@ 57 60@ 62 4 TO bein + 40@ < +4 35 38@ 4 mil 
Fir: No, 1, $18@20; No. 2, $15; No. 3, $10. PLaIn Rep Oak— No. 2-B ...... 24@ 26 28@ 30 29@ 31 4/ 
sis@an: Shingle logs $8@10; lumber logs, was ee a 156@ 82 80@ 85 90@100 ~~ . 
+t ae en : : 0. 1 com.&sel. 383@ 50 52@ 55 58@ 62 FAS .......... 70@ 75 75@ 78 18@ 8 
Hemlock: No. 2, $9.50@11.50; No. 3, $9@11. Ma.8 eom...:. 28@ 30 36@ 38 38@ 40 eg GES ig a oe ety 

Spruce: No. 1, $17@18; No. 2, $14; No. 3, $9. No, 3. com..... 20@ 22 27@ 30 28@ 30 No. 2 com..... 33@ 36 38@ 41 39@ 4 12/ 








14-15 
15-15 
14-15 
14-15 


19-2 
30-3: 


14-1} 


S, $70-72; 


foot, 1x4- 
$50-52. 


“25 12-13 
-30 
-32 
-37 


. 2 No, 3A 
com. 
$14-15 
16-17 
16-17 


and better 
33-35 
38-40 
. 2 No.3 
-32 $14-15 


No. 1 and 
gths, are: 
rider, $30; 





95 @100 
65@ 1 
21 


36@ 33 


3s@ 4 


150@155 
120@13) 


November 14, 


Following 


1931 


AMERICAN LUMBERMAN 
SALES PRICES OF SOUTHERN HARDWOODS 


were average sales prices received for southern hardwoods during the week ended Nov. 


3, Chicago basis: 


4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
Rep GUM— WHITE —_— 
Qtd. FAS... 66.75@ 75.25 69.00@ 75.50 72.75@ 76.75 68.50@ 76.00 Qtd. 
i Sn CE aetcccbicacude Sbhesadaiiwvele  waurewiaaleuns thee i dig Nn i a ee eae | Niele eae eile 
a Pass CO Cee TO eeeakuccecns ¢uempius Pin. FAS... 75.75 83.00@ 88.50 89. 25 96.00 
No. 1&sel. 38.75@ 40.50 42.00 48.75 53.50 Me, Riaes. 65.50D C0868 ...cccacccces SOOO —~ skannbecenns 
No. 2. ae 8 §=— ace eccaeaene cele ees No. i ee cen, Sebald res wre inet . 80.75@ 82.00 
Ses o. 2 com. 31.00 40.00 : 5 
Os: erat a anscesetineh dabmmwentvess 45.50@ 45.75 No. 3, fig. 33.00 31.256 te teeceeeees secceeeeeees 
No. 1&sel 27.00@ OS GNA 29.00 31.75@ 33.00 No. 3 com. See Sa.50- 222 i beeasccreeee Stecbscanens 
Sin PAM... GTP FEED cccccccseces — wesene Facwees MIXED OAK— ss . 
in Saees, S000 Seee BRON... pacccbesdnwe sord’senncsawe Sd. wormy.. 27.25@ 29.50 33.75 = ws neeneeeees 46.00 
MME ics saeceradetes SEGOD SENG BEG bikié seme seeas POPLAR— ee 
GuM— ee: Oe a ae arehevasia mies) ep Rakanean annie 
BLACK ee ON PONE ©). ca wine -ecetaeleeek@reiy een aaa 
Qtd. No. Mo, 1 com. 84.600 86.76  .......000. 32.50 31.00@ 32.50 
DRG. onc SOOO = =—§«-_«=ss cindacccvvions Sececnvencele sainemewesines es SOC, Svcckhcecsem. scarewueusus oecoeeepuees 
RV act ENee. cpguibee clan! - sudan this nts 38.50 
No. i&sel 28 AsE— 
eee, See SSeS SANA SOR e TS . yg oe ee ab ee ee Os See. eeteebeeee es 
—— _— OU, Ae So tea 38.00 45.75 49.50 
(cs seccksssnven cetReneetene Kwakbwaliemen \ CorTrron woop— 
re. ES, ea ead tet a ee ae ise eiauteenamicas 30.50 FAS St hh aac R ce eS Le ates, | ' 
Pin. FAS... 32.00@ 37.25 ......seeeee cecceceeeeee seeeeeeerees No. 1&sel ee ce 5 cate ioc esy RRC Hees 
No. i&sel. ee) =—0C—<“—*~—S*C*«*SCS ee Ric gettaatan ar ‘laetinecditelssee lates a eae 28.00 26 50@ ae 2 ae a 
Rep OAK— SYCAMORE— 
Qtd. FAS... 67.50 a ee ee ae eee ‘ CE ere os et Senora wae. LC awcaneeeeous 
Pin. FAS... 61.00@ 64.50 65.00@ 68.75 67.25@ 72.25 78.00 MAGNOLIA— 
No. 1&sel. 41.00@ 44.75 45.75 =«-_—«_—_cacccccccace 49.75 eae a a ee rae a tenemne 42.25 
No. 1 com. 41.75 ae 0§-s’'_—soWbs atta. qgaktentenaenans No, 1&sel... 30:75@ $2.50 ....0c00000 36.75 32.25 
No. 2 .... 31.76 See 0t«‘“*CM Eww hea No.2 ...... 24.75@ 25.50 pe ocean gute aad eae enen plaisir 
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This Week’s Market Reports 


For Editorial Review of Current Market Conditions See Page 25 


EASTERN SPRUCE 


BOSTON, MASS., Nov. 10.—Business in di- 
mension eastern spruce is far from bulky, 
and irregular prices are quoted. Random re- 
mains slow, and prices show no improvement. 
Quotations: random, 2x3- and 4-inch, $22@23; 


pear attractive. Only a few sales of finish 
in mixed carlots were reported locally. 


BALTIMORE, MD., Nov. 10.—The southern 
cypress movement is held down to very mod- 
erate proportions, and buyers show hesitancy 
when it comes to placing orders. Local yards 
pursue a policy of holding their supplies 


they consider a fair price. The only large mill 
representative here who has been doing busi- 
ness in transit parcels has been conducting his 
operations outside of the metropolitan area, 
and these have mostly ceased. No stocking up 
of fir by yards has been seen, but their sup- 
plies are so low that they are forced to fill 
in constantly. 





BALTIMORE, MD., Nov. 10.—The business 
in fir, among other West Coast stocks, is 
held within a distinctly moderate volume, 
and quotations have registered no stiffening 
of noticeable degree. Fir has to contend 





2x6- and T-inch, $23@24; 2x8-inch $27@28; Baan ta tear Manito with a most active competition from eastern 
2x10-inch, $33@34; boards, covering, DIS, OWN LO lOW METS. stocks. Yards manifest no disposition to 
5-inch and up, 8-foot and up, merchantable, make important additions to stocks, and 
$25; matched, 1x6- and T-inch, $26@28; WESTERN PINES sales show slender margins of profit. Even 
furring, 1x2-inch, | $22@23; lath, 1%-inch, BUFFALO, N. Y., Nov. 10.—California white [hese margins are realized only by sellers 
$3.75@4; 15-inch, $4.75. pine is reported to be in a little larger in- ‘" ‘““® ™0§ ees oe 

quiry, and most of the mills are holding prices 


NORTHERN PINE 


BUFFALO, N. Y., Nov. 10.—The northern 
pine market does not show as much activity 
as sometimes at this season, but the outlook 
is regarded as fairly favorable, owing to im- 
provement in general business, which is pretty 
sure to influence the lumber trade. Building 
in most localities is not on as large a scale 
as it Was a year ago, but many plans are being 


firm. Sugar pine prices are well maintained. 


The buying is chiefly for immediate needs, 





BOSTON, MASS., Nov. Except for one 
very large sale of Dougas fir at below recog- 


: ‘ nized market values, business has been 
and a good amount of repair and remodeling quiet. Most wholesalers are maintaining the 
work is being undertaken in some sections. following quotations on the Boston dock: 
With open weather this activity will probably Boards, No. 2, $18@18.50; No. 3, $16@16.50; 


continue for a while. 

NEW YORK, Nov. 10.—No increase in the 
sales volume of western pines is perceptible, 
but decreased receipts have created a more 


scantling, $12 off page 11% Atlantic differen- 
tials, other 2-inch, $12.50 off; 3-inch and 
thicker, $13 off. One large concern is cutting 
prices and securing the bulk of the trade. 


, ake ot ri , ; There is considerable unsold fir in transit, 
~w Pog carrying on such work a little cheerful feeling among Ponderosa and Idaho hence some buyers expect bargains in dis- 
HEMLOCK poeple eres gee genet yoy eget ote tress lots. 
arger an receipts, bu e piling 
a i : up of lumber in the hands of wholesalers and HARDWOODS 

BOSTON, MASS., Nov. 10.—Some western ill representatives here has ceased. Western NEW YORK, Nov. 10.— Hardwood yards 
hemlock has been sold here recently at very pine are returning to a rail shipment basis a aie ntly . a ‘th mauiries are 
low prices, much or all of it by one large order intrequently an clr inquiries 


company. Demand generally is quiet. East- 
ern and northern hemlock are very dull. 
Cipped boards are offered at $25, and random 


n_ OYPRESS 


CINCINNATI, OHIO, Nov. 
of cypress are quiet, with prices soft and 
inquiry very small. Southern mills are 
willing to make concessions, but buyers are 
out of the market, and no quotations 


MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
Ported to the Maple Flooring Manufacturers 
Association, averaged as follows f. o. bk cars 


9.—All grades 








almost exclusively. Only twd waterborne par- 
cels are known to be on their way here, and 
both of these are from one mill. Competition 
of foreign woods has ceased. 


KANSAS CITY, MO., Nov. 10.—Sales of 
western pines showed a further decrease 
last week and mills are doing everything 
within their power to effect a better bal- 
ance between sales and production. A few 
mills are still holding to the firm price pol- 


of those that are not following this policy. 
Yards are buying in small amounts to meet 
their current needs. Because of reports 
that yards are carrying only small amounts 
of western pine, mills are hopeful of some 
improved business from this source before 


mostly for mixed cars to fill in depleted stocks. 
Prices are very soft, and the representatives of 
the largest mills are filling orders by buying 
from other plants, counselling their own com- 
panies to hold for better prices. One of the 
largest industrial users of hardwoods, the 
Western Electric Co., sent out its first inquiry 
in ten months this week, for FAS quartered 
white oak, presumably to be used in making 
telephone booths. Another large industrial, 
long out of the market, is inquiring for red 


ap- icy, representatives report, but they are “ ’ 
meeting with stron ositi fr some Oak. Exports to the north of En gland and 
‘J ee ee ee Scotland are good, but the Continent is not 


buying much. Very few inward shipments of 
foreign hardwoods are expected. 


BALTIMORE, MD., Nov. 10.—Hardwood de- 
mand is perhaps a little better than it has 


= s i been, though the gain hardly reaches the 
Reoring mill basis during the week ended aie tangible stage, while quotations. have dis- 
First Second Third DOUGLAS FIR closed no — ene ge At re 
ge area ee 2.2 4 24, - AN some mills feel warrante n augmenting 
§x2% $52.28 $40.71 $24.50 KANSAS CITY, MO., Nov. 10.—The Douglas their output and otherwise assume an ex- 
fir market is virtually unchanged. Demand pectant attitude, with the inquiry perhaps a 
END DRIED WHITE MAPLE is scattered and small, and wholesalers re- jittie prisker. Export trade remains in a 

port difficulty in moving anything. Mills dull state 

Prices on end dried white maple, f. 0. b. re having difficulty in getting any book- ff eae Rear 

mills, lower Michigan: ings beyond mixed-car requirements. BUFFALO, N. Y., Nov. 10.—The hardwood 
FAS No. 1 & sel. —eee trade is beginning to show a little more ac- 
Hh Per Pe es ei ee $105.00 $ 70.00 NBW YORK, Nov. 10.—Firming up of the tivity, and wholesalers feel that the outlook 
8/4 ste eee cence were oene dys ope Douglas fir market is becoming more evident jis brighter than for a long time. More dif- 
lhe ae lh ldap 115.00 g5.09 every day. In the face of a very small sales ferent lines of industry are desirous of adding 
ma ee, ee 110.00 Volume, specialists in Douglas fir are stead- to their stocks, and some are running more 
ME <cherstscuumaarecden 150.00 120.00 fastly refusing to sell their lumber below what actively than for months. The demand covers 








ibout the usual leading hardwoods, especially 
k and maple. Prices are still unsettled. 
CINCINNATI, OHIO, Nov. 9.—Prices of 
southern hardwoods were virtually un- 
hanged this week, but a better inquiry was 
reported for export lumber and for dimen- 
sion stock for the automotive trades. Oak 
fl ng was in better demand at the reduced 
prices of the week previous. 
NEW YORK, Oct. 10.—The feeling among 
southern pine men is more cheerful. Yard and 
industrial buying has increased, though some 


done 


s being 


ilists feel 


for stock. Railroad spe- 
that a solution of the railroads’ 
not far off, after which the com- 
panies will replenish their supply of southern 
pine Prices are low, and longleaf is in a 
position to compete with the lower 
western pines. 


nroblems is 


favorable 


grades of 





CINCINNATI, 


vuntry dealers 


OHIO, Nov. 9.—Buying by 
é was one of the features of 
the southern pine trade here this week. 
Many country retail vards are placing fill-in 
rders, as their 


customers are more eager 
to make purchases now that prices of wheat 
and corn are advancing. City trade is still 
slow Prices are sliding along bottom but 
1 few items are scarce and their prices re- 
cently advanced $1. 

BALTIMORE, MD., Nov. 10.—Georgia pine 


affords indications of resistance to downward 
tendencies. This resistance is notably pres- 


ent with regard to 12-inch boards, but other 
sizes and lengths also appear to hold more 
firmly than was the case for a time. Buy- 
ers are cautious in placing orders, but some- 
what more vitality is shown The assort- 
ments in local yards are small. North Caro- 
lina pine demand is perhaps a little larger 
but quotations are unchanged The down- 


ward trend of prices seems to have been ar- 
rested. Stocks on wharves here 
Producers are inclined to augment 


are low. 


output 


BOSTON, MASS., Nov. 10 Some fair orders 
for heavy southern pine timbers and plank 
for large construction jobs are being taken 
but stiff competition keens prices too low. 
Roofers are moving slowly, and 8-inch air 
dried are $21@21.50 Partition is quiet, 


and full 


$33 @ 37.50. 


range for B&better 11/16-inch is 

Flooring is dull. Wholesalers 
impossible to secure the prices asked 
of the mills while hardwood flooring 
cheap. 


say it is 
by some 


is sO 





KANSAS 
ern pine 
adopted 


ing no 


Cres; 
mills in 
the firm 


concessions 


MO., Nov. 19.—Most south- 
this district have again 
price policy, and are offer- 
whatsoever, feeling that 
probably the strongest position 
they have occupied this year. They have 
gradually reduced their stocks of surplus 
which have been a source of worry 
many months. While not heavy, book- 
are in good volume and sales managers 
better balance between orders and 
shipments is being gained every day. In- 
dustrial demand is light. 


CLAPBOARDS 


BOSTON, MASS., Nov. 10.—The clapboard 
market is decidedly dull. Retail dealers are 
moving little stock and are buying rather 

There is little call for eastern spruce 
native white pine clapboards, but offer- 
ings are so light that quotations hold about 
steady. West Coast clapboards are urgently 
offered at attractive prices. Red cedars are 
cheap, and their quality good. 


BOXBOARDS 


BOSTON, MASS., Nov. 10.—Boxboard prices 


they are in 


items, 
for 
ings 
Say a 


less 


and 


have dropped about 20 percent during the 
last year. Box and shook manufacturers 
negotiating contracts for 1932 delivery are 
offering around $18 for log run round edge 
white pine inch lumber, and factories are 
able to get small lots delivered down around 
$20 for nice round edge white pine, and 
$24@25 for the nicest square edge. October 
brought a brisk business in containers for 


apples and cranberries, and during the last 


dozen weeks about 800,000 cases have been 
supplied to Maine sardine canning plants 
alone. 
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BUSINESS CHANGES, INCORPORATIONS, ETC. 











Business Changes 


ARKANSAS. Siloam Springs—The entire lumber 
stock of the Fountain City Lumber Co. was sold 
to the Caldwell-Nickles Lumber Co. and the lum- 
ber stock will be moved to that company’s yard. 


St. Paul—George Calloway, of Fayetteville, has 
purchased the old C. S. Kendrick sawmill and 
intends to start operations as soon as the plant 
can be rebuilt. It has been several years since 
this mill has operated. 

CALIFORNIA. Los Angeles—The Patten-Blinn 
Lumber Co, has added the Culver City Lumber 
Co.’s yard at Culver City to its line of retail 
branches. Warren S. Betts, formerly connected 
with the yard, will be its manager. The former 
owners, T. C. and J. H. Montgomery, have moved 
to Winner, N. D., where they are in the retail 
business. Another yard acquired by the company 
is the H. W. Newton Lumber Co., San Bernardino, 
where F. W. Chase has been placed in charge. 
The Redondo Beach plant is being remodeled into 
a retail yard while the mill and dry kiln equip- 
ment is being moved to Wilmington where exten- 


sive operations 
COLORADO. 
has sold 


are carried on. 
Aurora—The Lyon Lumber Co. 
its yard to Sterling Lumber & Investment 


Co., of Denver, which will enlarge it, doubling 
its capacity: several buildings will be erected. 
G. D. Randolph will be manager. 


DISTRICT OF COLUMBIA. Washington—wW. A. 
Church (Inc.) moving to 24th and Blandends»*urg 
Road 

KANSAS. 


Horton—Chicago Lumber Co, sold to 
D. L. Beery Lumber Co. 

MARYLAND. Elkton—The buildings and lum- 
ber yard of the Keys & Miller Lumber Co. are 
being relocated preparatory to the construction of 
the Bridge Street grade elimination project 

MASSACHUSETTS Boston — Godfrey Lumber 
Co. announces discontinuance of its long estab- 
lished wholesale business, effective Dec. 31. 

NEW JERSEY. Camden—Holmes & Brown (Inc.) 
succeeded by William S. Holmes (Inc.) 


NORTH DAKOTA. Hensel 
Co., with headquarters in 
continued its yard here 

OKLAHOMA 
Corporation 

OREGON. 
Co., sawmill 
at this point. 

TENNESSEE. South Pittsburg—South Pittsburg 
Lumber & Coal Co. has been purchased by E. 
Johnson, who will operate under the old 

TEXAS Houston—E, E. Stone has 
terest in the E. E. Stone Lumber Co. 

WASHINGTON. - The 


Robertson 
Minneapolis, 


Lumber 
has dis- 


Jefferson—Long-Bell 

local yard 
Bend—The Coos Bay 

logging, reported 


Lumber Sales 

closed 
North 
and 


Logging 
discontinuing 


name. 
sold his in- 


Ellensburg - Ellensburg 


Lumber Co. has purchased the Palmer Fuel Co, 
from Stuart Palmer. 

Granite Falls—George Harvey Lumber Co. mov- 
ing to Falls City. 

Seattle—Brady & Ketcham Lumber Co. moving 
to 345 White-Henry-Stuart Bldg 

Seattle—West Coast Lumber & Trading Co.; 
Cc. W. Spence has sold interest. 

Snohomish—Charles Massar is reported to have 
purchased the sawmill and building material busi- 
ness of the Snohomish Lumber Co 

. 
Incorporations 

CALIFORNIA. San Francisco—Western Box 
Shook Distributers, incorporated. 

FLORIDA. Gainesville—The Tung Oil & Tur- 


pentine Corporation, 

interested 
Stuart 

rated; F. 


incorporated; L. B. Alexander 
Southern Lumber & 
F. Meagher interested. 
ILLINOIS. 


Tile Co., incorpo- 





Chicago—Malkov Lumber Co., incor- 

porated: capital, $25,000; old concern; 1201 s. 
Campbell Ave. 

Chicago—Rosenthal Plywood & Veneer Co., in- 


corporated; 30 N. La Salle St 
LaSalle—-Elliott Hayden & 

capital, 1,000 shares, no par; 

materials; 136 Hennepin St. 


Co., 
lumber 


incorporated; 
and building 


INDIANA, Seymour—Ahlbrand Mfg. Co. increas- 
ing capital. 
KENTUCKY. Louisville—Louisville Wrecking & 


Lumber Co., 
Rawles, et al. 
MARYLAND. 


incorporated; capital, $1,000; E. 
Baltimore—Harbor Sales Co., in- 
corporated; capital, 400 shares, $25 each; 184 
Ostend St.; to engage in plywood and general mill- 
work products business. Donald K, Covington, in- 
terested. 

MICHIGAN. 
incorporated, 

Pontiac—Burke Lumber Co., 
shares, $1 each; old concern, 

NEW JERSEY. Irvington 
incorporated. 

Newark—Star Fixture Co., incorporated. 

NEW YORK, Lockport—Martin Clifford Lum- 
ber Co., incorporated; capital, $50,000; old concern; 
Martin J. Clifford, et al. 

New York—Brager Bros., 


Kalamazoo—<Associated Industries, 


incorporated; 10,000 


Maplewood Trim Co., 


incorporated; capital, 


$20,000: cabinet and interior woodwork; Louis 
Gootrad, 401 Broadway, interested. 
OREGON. Portland—Pacific Woods, incorpo- 


rated; capital, 
timber lands. 
SOUTH CAROLINA 
Co., incorporated; 
president. 
TEXAS. 


$10,000; G. E. MacRae, interested: 


Lumber 


Columbia—Guy 
. b Ga. 


capital, $10,000; J 


Kingsville—Maurice W. Marston Lum- 


ber Co., 
Marston. 

Littlefield—Lamb County 
rated; capital, $10,000; 

WASHINGTON. Seattle—The Equipment Mfg 
Corporation, incorporated; capital, $5,000; Morton 
Clark interested; to manufacture metal and woog 
products, 

WISCONSIN. Appleton—Badger Wood Plug (p> 
incorporated; capital, $10,000. Plugs for paper 
rolls; Davis S. Runnels, et al. : 

Wild Rose—-Wild Rose Lumber Co., incorporate: 
capital, $40,000; Clyde Terrill, et al; lumber and 
building materials. 


incorporated; capital, 25,000; Maurice 
Lumber Co., 


or incorpo. 
merchandising. 


Casualties 


ALABAMA Jasper—Keeton Lumber Co., 
by fire, $1,000. 

FLORIDA. Daytona Beach—The McClellan Noy. 
elty Works has suffered a fire loss of about $15,009, 
_LOUISIANA. New Orleans—New Orleans Chair 
Co., 731 Techoupitoulas St., has been damaged by 
fire about $80,000. 

SOUTH CAROLINA. 
the Liberty Lumber Co., 
Bldg., Savannah, Ga., 

TENNESSEE. 
Henderson burned. 

TEXAS. Bastrop—Edward Bros. Lumber 
sawmill destroyed by fire; all equipment lost. 


New Mills and Equipment 


loss 


Early Branch—Sawmill of 
Savannah Bank & Trust 
has been damaged by fire. 


Madisonville—Sawmill of H. B 


Co.'s 


FLORIDA. 


Wabasso—Graves Bros., formerly of 
Hosford, reported erecting a lumber mill at Wa- 
basso, logging railroad being constructed about 8 
miles in length; 49 acres of timber in vicinity; 
J. M. Barnes, manager. 

IDAHO. Priest River—W. A. Ross is reported 
to erect a shingle mill here. : 
NEW JERSEY. Elizabeth—The Elizabeth Lum- 
ber Co., 1057 E. Grand St., M. Goldberg, manager 


is about to let 
factory, to 


contract 


for two-story and basement 
cost about 


$40,000 


NORTH CAROLINA. Marion—Drexel Furniture 
Co., S&S. B. Hildreth, superintendent, is erecting a 


Plant addition, 
machinery. 
VERMONT. 
building new 
employees 


30x60 ft.. and is installing some 


Whittingham—H. N. 
wood-turning mill and 
from 590 to 100, 


Sawyer Co 
will increase 


New Ventures 
ALABAMA. 


jessemer—A, B. and L. L. Griffin 
have formed a co-partnership to be known as the 
Adgers Lumber Co., with headquarters in Bes- 


semer and mills at Adgers and Jonesboro. 


Dora—H James Lumber Co. re-entering the 
manufacturing business near here; retail yard con- 
tinues: as in past 


Huntsville—G. N. 
sale brokerage business to handle all items of 
building materials, also lumber in carlots; retail 
business other than paint and hardware closed out, 


Robertson entering the whole- 


ARKANSAS Junction City—The Anthony-Mc- 
Leod Lumber Co., of Warren, Ark., has leased the 
properties here formerly known as the Cornie 
Stave Mill and will install an office and stock a 
hardwood lumber yard; J. D. Sunderlin, of War- 
ren, in charge. 

ILLINOIS. Rockford—Perkins Lumber & Fuel 


Co. opening retail yard. 

INDIANA. Rockport—W. 
recently burned out at Richland, Ind., is opening 
a lumber and building materials business here. 

OREGON. Portland—Woodslice Products Co. 
has begun manufacture of cedar novelties. 

WASHINGTON. Aberdeen—Olympic Hardwood 
Co. has started a hardwood manufacturing busi- 
ness, 


Q. Collins Lumber Co. 





Patents Recently Issued 


The following patents of interest to lumbermen 
recently were issued from the United States Pat- 
ent Office. Copies thereof may be obtained from 
R. E. Burnham, patent and trade-mark attorney, 
1343 H. Street, N. W., Washington, D. C., at the 
rate of 20 cents each. State number of patent and 
name of inventor when ordering. 


1,806,361. Saw filing machine. 
Karnack, Tex. 

1,806,526. 
James E. 


Joseph J. Moore, 


Set works for wood cutting machines. 
Eckersley, Aberdeen, Wash. 


1,806,528. Portable power driven saw. Thomas 
J. Fegley and George O. Leopold, Philadelphia, 
Pa., assignors to North Bros. Manufacturing Co. 
same place. 

1,806,582. Portable electric saw. Fred G. Brut- 
ner, White Lake, 8S. . 

1,806,702. Saw. John E. O'Neill, Corning, N. Y. 


1,806,922. temovable saw handle. 


Caesar Stein- 
hilber, Bergen, N. J. 


1,806,979. Shingle machine attachment, Matt 
W. Koski, Hoquiam, Wash. 

1,807,038. Logging block. James E. Holden, 
Oswego, Ore. 

1,807,086. Offset for log carriers. Ervie A. Fer- 


ris, Westwood, Calif. 
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Obituary Record of the Week 


LEWIS A. DOSTER, at one time secretary Corporation. In 1884 Mr. Neeley met and mar- vived by her husband, one son, Bob, of Wal- 
of the Hardwood Manufacturers’ Association ried Miss Emma King, of Kane, Ill. Mr. and nut Grove, and six ‘daughters, as follows: 
of the United States, and a widely known Mrs. Neeley celebrated their 


50th wedding an- Mrs. Triece W. Cauble, Mrs. R. C. Willey, 
figure in the lumber saduntry for many years, niversary in 1924. Mrs. Neeley died in 1929. and Miss Frances Whittaker, all of Tulsa, 
jost his life in Lak Mr. Neeley was the oldest member of King Okla., and Helen, June and Virginia, at home. 
Erie some time last - ; Solomon’s Masonic Lodge at Kane, Ill. A 


month, his body being daughter, Mrs. Samuel W. Reyburn, of New 


picked up by a lake York City, and four grandchildren survive HARRY G. REED, 77 years old, retired lum- 
steamer a Fa him. Funeral services were held from the berman and pioneer Colorado resident, died 
tabula anc an- 


residence of Mrs. Frank McClure, a sister-in- 


2 of M: : ( at his home in Denver last week after a brief 
ley. Inde ntification law, in Carlinville, I1l., with interment in May- illness. Born at Watertown, Wis., Mr. Reed 
—_ sasherehip — field Mausoleum near there. went to Denver with relatives in 1860. He 
an mempbd ° 


ets found in the cloth- 
ing. The body was 
taken to Port Col- 
porne, Ont., where fu- 


iceeeniass was a member of the Colorado Pioneer So- 

ELI PETTIS, aged 79, a 1 Tee ciety, the Odd Fellows and for many years 

aged %9, a lumberman of was engaged in the retail lumber business 

Gouverneur, N. Y., died at his home there there. Mr. Reed’s father, Hanford Reed, was 

on Nov. 2, as the result of a heart attack. one of the original settlers in the vicinity 

Mr. Pettis was born in Russell, N. Y., May 5, of Greeley, Colo. Besides his widow, Mrs. 
1852. and had devoted his entire business life 








5 : vs Eliza A. Reed, he is survived by four chil- 
THE LATE to the lumber trade. At an early age Mr. dren, H. F. and Harry J. Reed and Mrs. D. F. 
anes — Pettis went west and spent several years Blayney and Miss Genevieve Reed 

LEWIS A. DOSTER in the lumber industry in Wisconsin, Michi- ‘ ‘ anaes 


gan, Missouri and other western states. Re- 
turning to New York he was associated with ANDREW DUNN, 77 years old, for many 
> Marke » ¢ 2 ss y 4 ‘ « ’ j ’ 
the ¢ larksons at Potsdam, N. Y., and had years owner and operator of a sawmill at 
an interest in their large lumber mill. Later Marengo, Ind., iss#ead at the home of his 
he joined the lumber interests of Newton son. in Marengo, th coming after a short 
Aldridge at Harrisville, N. Y. Later he went illness. -He was well and favorably known 
to Natural Dam and operated a shingle mill... to the lumber manufacturers and retailers in 
For the last several years he had operated southern Indiana. The body was buried in 
an electric saw mill in Gouverneur where he the Union Chapel cemetery near Marengo. 
enjoyed a thriving business, up until the day Mr. Dunn is survived by 40 grandchildren, 24 
he was stricken. great grandchildren, five daughters, and 
four sons. His wife died a year ago 





neral services, under 
the auspices of the 
Masonic Lodge, took 
place on Oct. 28. Lew 
Doster, as he was 
familiarly known toa 
host of friends in the 
lumber industry, was, 
up to a few years ago, 
one of the best known 
and most popular men 





ROGER N. ATKINSON, manager of the 





in the business. Ill Breece Lumber & Supply Co., Albuquerque, pies sie niealadl me ' 

health had caused his gradual retirement N. M., died Sunday morning, Nov. 8. ‘is cot MARCUS L. FOST ER, at one time a mem- 
from his many and varied activities and for been a resident of New Mexico eleven years, Der Of the firm of Stone & Foster Lumber Co.. 
several years he had not been seen by many having been connected with production de- Worcester, Mass., and later associated with 
of his old-time friends. After leaving partments of the Breece company, at Breece the Cottrell Lumber Co., of Pawtucket, R. I., 
the hardwood association he was associated and Grants, before receiving the promotion 4ied on Monday, Nov. 2, at his home in Paw- 
with E. C. Atkins & Co., saw manufacturers to the management of the local retail yard. tucket. Funeral services were held Thurs- 
of Indianapolis, as a salesman, during which He received his early training at San Marcos, 4@Y, Nov. 5, at the Congregational Church 
time his duties took him into the most re- Tex., and later attended the Texas A. & M. in Hingham Centre, Mass., and later the 
mote spots where lumber is produced and College and the University of the South. For same day in Hope Cemetery chapel, Ww orces- 
made him a familiar figure among the mills. several years he was connected with the ter. The large attendance of friends and 


Later he was associated for a time with the Midland Coal & Lumber Co., at Miles City, former associates in the — bag ge aoe 
Brown Lumber Co., Louisville, Ky., and more Mont. He was a member of Delta Tau Delta tified to the high esteem in which Mr, Poster 





recently was a salesman for Detroit hard- and the Masonic lodge. He is survived by W4S8 held. 

wood concerns, among them the Charles W. Mrs. Atkinson, and two sisters, who reside in 

Leech Lumber Co. During all these years Texas. HENRY A. STOLTZE, manager of Stoltze 
Mr. Doster was active in association work, Mae Manufacturing Co. (Ltd.j, with offices at 
particularly the hardwood organizations, and O. P. HURD, retired lumberman, died on Vancouver, B. C., and mill at Ruskin, B. C., 
was president of the Appalachian Logging & Nov. 10 at his home in Memphis, Tenn., as died at his home in Vancouver Friday morn- 
Lumber Equipment & Supply Association, or- result of injuries received in a fall at his ing, Oct. 30, following 
ganized some years ago as a sort of peren- home about ten days ago. He was 54 years es 6€6ohhlCheart )6[attack. Mr. 
nial host to the Appalachian Logging Con- of age. Mr. Hurd was well known to the Stoltze had been con- 


gress. He was always a notable figure at lumbermen of the Memphis section as he was 
the meetings of the latter and frequently in organizer of the Fisher-Hurd Lumber Co., 
charge of its entertainment. He was also a number of years ago. About four years 


nected with the shin- 
gle industry for many 


years, beginning his 
very active in Hoo-Hoo, being one of its early ago the company was sold to Fisher Bros., career in Minnesota. 
members. He is survived by two sisters. and the name changed to Fisher Lumber Cor- Later he went west 





———--.. The company is now owned by 
z P General Motors and operated in connection 
CHARLES E. NEELEY, retired lumber’ with the Fisher Body "Co. in Memphis. Mr. 
manufacturer, died at the Jewish Hospital at Hurd retired at the time of the sale of his 
St. Louis, Mo. on Nov. 11 at the age of company, and since that time had not been 
81. He had been in the hospital since July 2. active in business. He was interested in a 
Mr. Neeley had been engaged in the manufac-_ string of race horses. He was a member 
ture of southern pine lumber since 1884 and of the Lumbermen’s Club of Memphis, Ten- 
had been president of the South Arkansas nessee Club, Memphis Country Club, Memphis 
Lumber Co., which had extensive sawmill and Hunt and Polo Club, and the Masonic fra- 
railroad holdings in Arkansas, with sales ternity. He is survived by his widow, two 
offices in St. Louis, from 1893 until his retire- sisters and one brother. He had lived in 
ment last April. Since 1901 Mr. Neeley had Memphis for the last fifteen or twenty years, 
been a resident of St. Louis, with a summer moving there from Watkins Glen, N. Y., his 


and in 1901 he was su- 
perintendent of the 
Sobey Mfg. Co., at 
Getchell, Wash. After 
that mill cut out its 





THE LATE 
HENRY A. STOLTZE 





timber and closed he 
was transferred to an- 


8 a Sobey operation, 

home at Katonah, N. Y. birthplace. other ; : : ; 

Charles Ezra Neeley, son of Solomon Calla- an¢ = we 
way and Esther Carpenter Neeley, was born JAMES E. DAVIS, aged 62, associated with , 


in Marion County, Missouri, near Hannibal, the Eclipse Lumber Co., of 


James Sobey, and the 
Jan. 28, 1851. The Neeley family moved from more than 


Clinton, Iowa, for Sobey Estate since 





a quarter of a century, and man- ; Ra: aie S ae 
Missouri in 1856 to Green County, II. ager of its Clinton yard for the last twenty ae SS. AS Se See 
_ Charles was the third of five sons. As a_ years, died suddenly in his home in that city in Stoltze Manufactur- 
boy he worked on the farm, attended the coun- on the morning of Nov. 6 as he was pre- Be . ing Co Mr. Stoltze 
try schools and later entered Illinois College paring to go to the office for the day. Heart also had an interest in 
at Jacksonville, Ill. After leaving school he disease was the cause of his death. Mr. Allen-Stoltze Lumber Co.. of Vancouver B.C 
studied telegraphy and worked for the Chi- Davis, a native of Vinton, Iowa, had re- 7 : Y iis. 


; ‘ Io . ‘ “he 2 ‘ M4 
cago & Alton for a time. In 1881 he went turned from his old home town where he _— > = 5 a rg ee pg a ag ee 
with the Iron _Mountain, now _the Missouri had spent the day renewing acquaintances built and Mr. Stoltze became manager, which 
Pacific, advancing rapidly until he became and transacting business, and was apparently post he held at his death He is survived 
Superintendent of telegraph at Little Rock. In in the best of_health until an hour or so before by his wife a son. a daughter and several 
1884 he resigned to enter the southern pine his death. Mr. Davis was highly regarded brothers and sisters, Surial wae in Wan- 
lumber business, becoming associated with among business associates and well beloved couver on Nov. 2. the funeral services being 
J. A. Smith at Smithton, Ark. They organ- among Eclipse employees. His death is the largely attended. 
ized the Smithton Lumber Co. and built the first break in the personnel of the Clinton : is 
Southwest Arkansas & Indian Territory Rail- office in the twenty years he served there 








road. Three years later Mr. Neeley sold his as manager. He was a man of fine character, GEORGE J. B. ROSE, a_member of the 
interests and removed to Arkadelphia, Ark., quiet, unassuming, devoted to his business wholesale lumber trade at Buffalo, N. Y., for 
where he lived until 1901 when he moved to and considerate of others. A widow, two a number of years, died at his home in Ken- 
St. Louis. Joining with Capt. R. W. Huie, daughters and two sons, with four grand- more, N. aa ev. B aged about 65. He was 
another pioneer lumberman, he organized the Children, are the survivors. extensively engaged in sawmill operations at 
Citizen's Bank and became its first cashier. a aoe a veers Bae Ss ata 
In 1893 > ¢ 3j “ — — ; ase wi . E. Norton and also hé a Vv 
Arkansas "Lumber Cor ‘with, headquarters. at — - _ : . gone oo . — in the Adirondacks. Surviving are his widow, 
Carlile, Ark. He and his associates subse- er husband it . lout Grove. Mo died at Jessie A. Rose, and two daughters, Mrs. B.C. 
quently operated mills at Jonesboro and ne ave lneal ry Boe “Mit , oN v Fisher ané Mrs. C. B. Piumstess. 

Hod peré 7 ¢ = the Mayo hospital in Rochester, Minn., Nov. 

Hodge, La., and built the old Arkansas South- 1, only a few hours after her husband reached 


ern Railroad from Eldorado, Ark., to Winn- her side, having taken an airplane from P. ARTHUR BROWN, aged 50, junior mem- 
field, La., this road later becoming part of Springfield, Mo. Her 


condition had been ber of Charles A. Brown & Bro., lumber 
the Rock. Island. Mr. Neeley was long inter- steadily improving since entering the hos- manufacturers of Cleveland, N. C., and Ivan- 
ested in copper mining and was one of the pital, and she was expected to be released hoe, N. C., died at his home in Cleveland, 
original incorporators of the old Cornelia Cop- within a few days. But the family was noti- Nov. 4, following a short illness. Mr. Brown 
Per Co., Ajo, Ariz., which property has re- fied early Saturday morning that death was was for years one of the prominent men in 
cently ‘bee acquired by the Phelps-Dodge expected very soon. Mrs. Whittaker is sur- the lumber industry in North Carolina. 
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WANTED WANTED 


Employment Business Opportunities 
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if How to Figure Costs for Advertising | 


In Classified Department 
































. POSITION IN COLORADO OR NEW MEXICO WOULD INVEST $5,000 
For one weelk...........se00- ..--.30 cents aline | 
: lin : Thoroughly experienced retail lumber yard man- And become associated with going wholesale, map. 
For two consecutive weeks......55 cents a ie: ager now employed would like to make a per- ufacturing or dimension business. Advertiser igs 
For three consecutive weeks..... 75 cents a line ! manent connection. Can estimate ordinary build- capable lumberman with wide buying and selling 
“ ks 90 " ings from excavation to completion, both labor experience, mostly from office. 
For four consecutive weeks...... cents a line and materials. Make plans and details, long ex- Address ‘‘M. 25,” care American Lumberman, 
For thirteen consecutive weeks..... $2.70 a line pertonce in mill-werk business. Would like posi- 
-si cutiv » $B line on as yard manager or salesman on road in 
3 y ses six pons a maa Colorado, ow Mexico territory representing a re- Second H nd M ati 
‘or -two consecutive .. $10. able lumber, mill-wor and building material 
supply company. a ac inery 
Seven words of ordinary length make Address “G, 109," care American Lumberman. 
«--- line. - WANTED 

Count in the sigtture. Heading WANTED TO HANDLE OUTPUT One 750 or 1000 K. W. Turbine Generator com. 
counts as two lines. ~~ . 5 plete. Might consider two 500 K. W. Must be 

ny ania on t the heading is Twenty years experience selling northern pine, modern and in Al condition. 

No display excep western pine and fir, in the largest markets in Address ““M. 28,’”’ care American Lumberman, 
permitted, , oa nee Am now in position to handle the sale 

Extra white space figured at line n the eastern territory of a large volume. Am 
rate. well aoe with wholesalers and large buy- Fr benicar SET me DRUMS, CABLE ETC. 

ie cai " < P ers. ualified to give exceptionally good service to ‘or log boom assembly. 

One | inch space advertisement 18 high class manufacturer. Experience and training Address “M. 30,’ care American Lumberman. 
equal to fourteen lines. of very best. Highest references. 

Address “M. 1,” a A i u " 

Remittances to accompany the order. care American Lumberman CLASS IFIED ADS PRODUCE RESULTS 
— a are re * =— WANTED TO MAKE SALES CONNECTIONS or have anything to sell use the clears 
containing advertisement. opy mus With a good . . . . P ing house section. Advertise in the 

yellow pine mill making dimension ~ T1T° . 
be in this office not later than Wednes- and boards, must have favorable freight rate to me a ae Earth eg a 

aw iallcatian « i d t ” lnmare Pittsburgh territory. Have wide acquaintance and pagan co Set st OF se * _ 3 
day morning in order to secure inser can get our share of orders Classified advertisements every week. 
tion in regular department. All adver- Address “M. 20,” care American Lumberman. 








tisements received later will be placed 


under heading Too Late to Classify. SALES MANAGER FOR SALE 
For large Michigan corporation wholesaling hard- 


woods and softwoods desires new connection with 
manufacturer. Thoroughly experienced executive. 
Address ‘“‘M. 26," care American Lumberman, 


THE GREATEST MARKET PLACE or a Timber and Timber Lands 


In the lumber, woodworking and allied Of lumber yard Had nine years experience in 
nitihaote lumber, grain an@ coal, Can give relerences, BOX TIMBER CONNECTION DESIRED 


334, Scribner, Nebr. With parties who would be interested in the pur- 
AMERICAN LUMBERMAN. chase of accessible tracts of British Columbia 
timber for investment. Opportunities are available 





























Read the Classified ads. Many oppor- 














nel ff 4 1 bd now which cannot fail to produce substantial 
tunities are offered for Buyer and Sel- etal umber ar S profit in the course of a short term of years. 
ler. Best for selling lumber, shingles, re- Carrying charges moderate—Principals only. 
—_ — ~ ew gag a ae W. lh KEATE, 1022 Standard Bank Building, 
an mberlands, machinery, locomo- y 
tives, cars, rails and equipment used WE HAVE THE CASH TO Vancouver, B. C 
in logging operations. You can get em- Trade lumber yard and hardware store good TW 7 
ployees, salesmen, employment or any- Colo. district for larger lumber yard in county THIRTY-TWO MILLION FT. VIRGIN OAK { 
thing used in lumber and allied indus- seat or good town Colo. or Wyo. Our investment All Appalachian, chiefly in one body and selected 
tries by advertising in the Wanted and about $25,000. by present owners forty years ago. Good Title 
For Sale department of the American Address “L. 12." care American Lumberman. Price $140,000. Excellent mill-site. Principals only | 
Lumberman., need reply. TAYLOR & CRATE, INC., 2101 Elm- | 
Send your advertisement to the HAVE YOU SOMETHING TO SELL? wood Ave., Buffalo, N. Y. | 

AMERICAN mit nim cngeaage » Advertise in the Classified Advertising ° > 
Greatest Lumber Newspaper on Earth, department when you want to sell L b d D 
something in the lumber industry. um er an imension 

Address 431 South Dearborn Street, - 4 
Chicago, Illinois, AMERICAN LUMBERMAN, 





431 S. Dearborn St., Chicago, Ill. CAN CUT TO ORDER 


Approximately 500M Michigan White and Red Oak 
and 250M Norway. 


WANTED Lumber and Dimension CLARENCE A. MANIEX, Bay City, Mich. 


WANTED ORDERS FOR SMALL DIMENSION 
STOCK 























W. B WOOD L Cut from air dried Beech, Birch or Maple. 
Y 


Not exceeding 25” in diameter without restriction IVON R. FORD, McDonough, N. 
a esmen as to length, quality and minimum diameter suit- 


able for making rotary cut veneer. 





























Address ““M, 15,” care American Lumberman. DRY WALNUT, OAK, ELM, SOFT MAPLE 
WA MISSION 8S. s Common, Better, truck or carload lots, not dis 
NTED—COM ALESMAN tressed but will answer all inquiries. 
ANTED CEDAR . . “ _ ; . 
By manufacturer and wholesaler of Southern | 0 cash brad sa ere nc gong on HILL LUMBER CO., Box 165, Adrian, Mich. 
Hardwoods, Cypress and Southern Pine, sellin ow - =e es rere o : 
direct to IB A adr trade. , . cedar bolts 8” up diam. 4’, 5’, or 6’ lengths, CANADIAN BIRCH SQUARES—MUSTLY 12’ & UP 
Address “M. 8," care American Lumberman. PEASLEY WOOD TURNERS, Vermilion, O. ls & 2s No. 1 con. No. 2 com 
3x3 3,000’ 20,000’ 13,000’ 
; WANTED TO BUY: FUELWOOD 4x4 15,000’ 20,000’ 10,000’ 
ac ponent ny nog Ay ta STOCK Factory clippings, edgings, slabs, cordwood; cull = oaae 1,000 
HA ANT railroad ties. TAN , x k 
R. W. DURHAM, 128 No. Wells St., Chicago, Il. WAYNE LUMBER CO., 110 W. 40th St., New Yor 
WANTED A SALESMAN WANTED TIMBER TRACT FOR SALE—100,000 FT. OF WALNUT LOGS 
To act as salesmanager for a northern dimension Prefer Illinois Stump logs, slicer Rotary and lumber logs ox 
mill, to sell northern glued-up dimension stock. BAILEY LBR. CO., Parkersburg, II! wanted cheap band mill advise O. D, FULTOS 
Address “M. 22,” care American Lumberman. i aries < . Abingdon, Iil. 














WANTED 


° °°, 

Upper Peninsula Michigan and Wisconsin Maple ih O rt t 
Employees Tie Sides. Describe stock as to thickness, grades, usiness ppo unl 1es 
amount, dryness. Also Oak Tie Sides, 4/4” No. 2 PAAR AAA Ree 
& Btr. Rock Elm and 5/4” No. 2 & Btr. Red Oak. 

MAISLEIN-DAWSON LUMBER COMPANY, She- | WELL EST. HOUSE TRIM AND SILO PLANT 
WANTS SUPPLIED boygan, Wisconsin. For sale. Located in the heart of the Shenandoah 
Large number of wants supplied each week through Valley, Va. An assured supply of hard ond er 
the classified section. We do it for others, why woods for generations. On account of advan 
not for you? AMERICAN LUMBERMAN, 431.8. HAVE YOU SOMETHING TO SELL? years will sell at a sacrifice. For particulars ad- 
Dearborn St., Chicago. YOUR AD HERE WILL SELL ANY ITEM dress GEO. F. BULL, Timberville, Va. 


























